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G “GENUINE DETROIT” 
AIR AND PRIMING CUPS 


al 
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A 
ety gasoline, water or steam. 
7 shipment, and guaranteed to be perfectly tight. 
cocks both with and without spring keys. 
—_ 


gladly be furnished on request. 





Write for catalog and prices. 


DETROIT LUBRICATOR (OMPANY. 
DETROIT, MICH., U.S. A. 
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Detroit Air Cocks are of standard weight, properly 
designed and well finished. They are carefully manu- 
factured of high grade red metal and will not leak air, 


Every cock is carefully tested and inspected before 


We manufacture a complete line of air and priming 


Full information regarding types not shown will 
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The UROPFO Wedgelok Vise 


—an innovation in vise construction and adaptability 
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The perfect vise without a rival 


VISES have a grip that cannot shake or break loose. They 
TROPFO will stand more downright abuse than any vise known. 

They are born under the hammer and thrive under it. A 
user writes us that we should call it the universal machine because of its ability 
to do work heretofore considered impossible with any other type or make of 
vise. He informs us that it is being used daily as a bushing press and for 
straightening auto axles cold. 


Vises can be furnished with either swivel or stationary base. 


Manufactured by 


CANAL FULTON, OHIO 








The 


VISE 











IS ALL THAT ITS NAME IM- 
PLIES, being made entirely of 
Drop Forgings. The wedge lock 
swivel base principle, which 

F) is covered by patents is simple 
and positive. 

IT IS EASY TO OPERATE. 
Tightening the jaws on any object 
automatically tightens the base. 
Or this may be done indepen- 
dently when stationary vise is de- 
sired. 

The jaw plates are knurled as 
they are forged. They are dow- 
eled onto the jaw in such a man- 
ner that they cannot come loose. 
The screws are made from chrome 
nickel steel, heat treated, and are 
%g in. larger in diameter than 
screws in other types of vises of 
the same size. All parts are ma- 
chined to close limits and are in- 
terchangeable. 


Guarantee 





For the purpose of establishing 
confidence with the trade we guar- 
antee DROPFO Vises never to 
break and never to be strained 
under normal usage. 





The Fulton Drop Forge Company 
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Established 1890 


Get BIG BUSINESS with RED CAPS! 


A jobber starting to handle the CAPITAL “Red Cap” line 
of Industrial Brooms and Brushes can expect big business 
from the beginning. The established reputation of this 
line will bring a steady flow of orders as soon as you notify 
your trade that you are carrying it. In addition, our policy 
of giving your territory the benefit of our aggressive, sales- 
building co-operation will start a sales volume that will 
assure big profits for you without delay. 


Write for details of this time-tested selling 
help. Ask for catalog 17. Now is the time to act. 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush St. Indianapolis, Ind. 











Wickwire Spencer begins to. 
make rope at the mines. Every 
process all the way from the ore 
is controlled within one organ- 
ization. 


The result is wire rope of uni- 
form top quality, the kind that 
makes repeat orders. 








Wickwire Spencer Steel Company 


General Offices 
41 East Forty-second Street, New York 


Worcester Buffalo Cleveland Detroit Chicago San Francisco 
Los Angeles Seattle 
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HILE this is an era of efficiency 

which tends to take personality out 
of business, HEWITT believes that the 
highest service comes with individual in- 
terest to the individual customer. 


Every member of the HEWITT organ- 
ization, from the mill mixer to the man- 
ager, has been trained to put himself in 
the position of the purchaser. With this 
dominant idea the customer WILL be 


served most satisfactorily. 


Through the era in which we are now 
passing, and in the future, HEWITT 
will endeavor to preserve this tradition. 


With such a policy steadfastly main- 
tained and with a complete line of in- 
dustrial rubber products, HEWITT 
makes an ideal proposition for every en- 
terprising Mill Supply Dealer. Write 
today. 


HEWITT RUBBER COMPANY 


BUFFALO, NEW YORK 
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THE BIGGEST SELLER OF 
ALL 1° to 2’ Pipe Threaders 


This genuine ‘‘Toledo”’ No. 1A ratchet tool for threading 
l-inch to 2-inch pipe is unquestionably the most popular 
tool made today for threading these sizes. 


At the low net prices now quoted on this tool and also 
If thev buy by our No. 1 model (the same except without ratchet) you can 

i ; be sure they are the best buy on the market. 
comparison they'll buy ‘ . 
pe . - bu) * Every “Toledo” sold means a satisfied customer and re- 


“TOL DO” peat orders. 
TROT PRK rcUsTOED 


aF THE TOLEDO PIPE THREADING 
MACHINE CoO. TOLEDO, OHIO 
New York Office, 50 Church St. 








Oi. BURNER SYSTEM <eNT 


Leiman Bros. Ye 
Rotary Air Pumps PRO 


For Fuel Oil Burners -— — — ) 1 ry = aay 


MONG the many uses to 5 

which air may be put, | 
none exceeds in importance the ———— 
operation of fuel oil burning 
furnaces for domestic heating as | —— Avroware Gung Base Y Raia 
well as for commercial pur- {oS 
poses. Leiman Bros. Rotary 
Air Pumps are especially 
adapted for this work because 
their unique_ construction 
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AiR CONNECTION 


dEman BROS Leman Bros 
43 PLOT LIGHT CONTROL Ou BURNER Leman Bas 


4 Ou Base Pirate Dean 
FURNACE SmuTTER FoR Dewpings 


enables them to deliver the air in large volume and at the proper pressure. The curved 
wings scoop up the air and push it along to the outlet and it cannot escape or leak back 
because centrifugal force keeps the wings in close contact with the cylinder curved sur- 
face and also with the inside surfaces of the side flanges or cylinder heads. 

This is impossible with most makes of blowers and the system of construction used is 
patented. Nevertheless Leiman Bros. Rotary Air Pumps are not high priced nor even 
priced up to their worth to the user. 


Once used, a new friend is made. Once rightly selected to do a job, they will always 
deserve the confidence of the user. 


Slow speeds, few moving parts, no springs or tips on the wings—just simple, powerful, 
efficient pumps. Complete Illustrated Catalog on Request. 


LEIMAN BROS. lhe =o 


Makers of Good Machinery for 35 Years 
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A shattered wall—but 
an undented shovel! 


The third great 
improvement 


“MOLY-D” 


Biow after blow impelled by great, 
writhing muscles in powerful arms. 
Hunks of concrete flew in all direc- 
tions. Then he quit. Panting with 
exhaustion he said, ‘“You can’t even 
dent it.”’ 

Why? It was a Wood’s Mo-lyb- 
den-um Shovel. This actual test 
was undertaken by a company which 
wanted to prove to themselves the 
claims of The Wood Shovel & Tool 
Company. When the test was over, 
the blade of the shovel was neither 

j bent nor dented. 
PO . .aon The fact that Wood's Mo-lyb- 
improvement | den-um Shovels will outlast from two 
The Step | to six ordinary shovels has made them 
popular with contractors. That’s the 
i economical side. The step or turned 
: over edge makes them comfortable 


THE WOOD SHOVEL 








The first great \ 

improvement 

Mo-lyb-den-um 
Steel 


Piqua, 


Wood 


Mo-lyb-den-um 


«=e The American Super Steel 


Shovels 


for the feet. The Moly-D handle, 
which is non-cracking, makes them 
easy on workmen's hands. ‘That is 
why they are so popular with the 
men. ‘They are from six ounces to a 
pound lighter than ordinary shovels, 
too. A big point which means more 
work per man and happier workmen. 


You cannot ask more from shovels 
than this. Strength proved by ac- 
tual tests. Durability proved by use 
—300,000 in active work and not 
a broken blade. Popularity with 
workmen. Write for folder telling 
how this strong, well-balanced shovel 
fits in with your workmen’s require- 
ments. We are also makers of the 
best carbon steel shovels under the 
following brands: Wood, Stuart, 
Wilson and Piqua. 


& TOOL COMPANY 
Ohio 
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WHEN THESE MEN COME TO 
YOUR STORE, THEY KNOW WHAT’S WHAT 


LET THEIR EXPERIENCE HELP YOU 


These two men are working day in and day out with GD ee 
Taps and Gages. They know just what a @VYD tool is ©} 
capable of and that any tool with this trade mark stamped on 


it must be of the best. 
SMALL TOOLS 


Sell One Another 












So it is not surprising that when they buy tools for their own 
kits they favor G@YD Drills, Reamers, Taps, Dies and Pipe 
Wrenches. It is natural that they should want tools bearing 
a familiar trade mark which they know, through experience, 
is a sign of superiority. 


We have long known that GYD tools help to sell 


one another. This is just one more reason why it 





pays the hardware and supply dealer to buy a FULL 


line of GD small tools. 
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Taps and Dies GREENFIELD —& TAP AND DIE Gages 








~ >: r ‘ 
Screw Plates CORPORATION Pipe Tools 
Twist Drills GREENFIELD, ¢ MASS.,U.S.A. “Little Giant 
= _e Chicago Store: 13 So. Clinton St. New York Store: 15 Warren St. Pipe Wrenches 
Re amers Canadian Plant: Greenfield Tap & Die Corporation of Canada, Limited, Galt, Ont. I } 
London Office: Greenfield Tap & Die Corp., 139 Queen Victoria St., London, E. C. 4 } 





When writing to Advertisers please mention M1tLt Supp ies. 
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PROFITS 


“THE REEVES” pulleys are sold at 
prices which provide a wide margin 
of profit to the jobber — much 
greater than ordinary mill supply 
and transmission lines carry. Yet 
the selling prices are low enough to 
meet the competition of other high 
grade goods. 


CO-OPERATION 


We co-operate with our jobbers by 

trade paper and direct advertising; - 
by distribution of letters, catalogs 

and circulars bearing the agent’s im- “TA 

print. Also, through special factory y/ WOOD SPLIT 
salesmen to establish a demand for 

REEVES pulleys and keep his stock ed 


turning. 





PROTECTION 


“THE REEVES” pulleys are sold 
only through legitimate jobbers. All 
orders coming from an agent'’s terri- 


a? 


“Sie tory are billed through the agent. 
MOTOR All inquiries are referred to the 
PULLEY agent. REEVES agents are mem- 


bers of “THE REEVES” family and 


are given absolute protection in 
every transaction. 


SERVICE 


By manufacturing products of only 
the highest grade, which stand up 
year after year in the most gruelling 
service; and by making prompt deliv- 
eries on both standard and motor 
pulleys, we have established a repu- 
tation which will bring “Repeat 
Orders” to all REEVES jobbers. 





Write for full particulars 


REEVES PULLEY COMPANY, COLUMBUS, INDIANA 


Reeves-Bond Sales Co., 39 So. Clinton St., Chicago 


When writing to Advertisers please mention M1ct Supplies 
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Ball Bearing Hanger Boxes 
| ‘The CHIC AGO Line’ ”  Cunthder ule a. 


Fit present hanger frames. 


Simplest possible construction. 


Power Transmitting Appliances 


Lubricate but two or three times a year. 

Hot bearing impossible. 

No noise—no dirt. 

No dripping of oil. 

Each Bearing fitted with two high class Ball Bear- 
ings. 

This is only one of many power saving specialties 
of CHICAGO LINE EQUIPMENT. 


Chicago Pulley & Shafting Co. 


MAIN OFFICE: 
17 No. Desplaines St., 
Chicago, Ill. 





“DAGGETT” BALL BEARING 
HANGER BOX 














Anderson Steam Traps 


give 


SERVICE + 


Durability and Efficiency 


The Anderson Model ‘‘D"™ steam trap delivers hot, dry steam to your 
steam using apparatus constantly and automatically. 

The valve and seat are sealed with at least three inches of water at 
all times. 

The outlet is provided with a removable strainer 
which gives protection against sediment. 

The gauge glass indicates the working conditions of 


the trap all the time. 
MODEL ‘“D” 
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USE AN ANDERSON 
It’s a Trouble Killer 


STEAM TRAP 


The V. D. Anderson Co. 
Cleveland, Ohio 










366 3rd Avenue, New York City 100 Pearl St., Boston 

434 Plymouth Court, Chicago 242 Race sSt., Philadelphia 
207 Union Trust Bldg., 

Baltimore 





ee, 














When writing to Advertisers please mention MILL SuPPLies. 
I 





August, 1925 wR 





. iT wre ae 11 
MABLY DS) UIPIPILUSES 


The New O-B Gate Valve 


It Shuts Off Tight 


A new design of dise (Flexitite) and a service result 
J 3 never before attained are introduced in the No. 20 


Line Standard Gate Valve. 








This valve shuts off absolutely tight under the most 
severe service conditions. 

The Flexitite disc is of a design which combines a 
slight flexibility with sturdy one-piece construction. 
This flexibility insures perfect contact between both 
sides of the disc and the seats when valve is closed. 
The one-piece construction insures maximum strength 
and precision of operation. The Flexitite disc com- 
bines the desirable features of a solid wedge disc and a 
double dise 

In all respects, the new No. 20 Line Gate Valve is 
well proportioned, of sturdy design and pleasing ap- 
pearance. 





The Ohio Brass Company 
Mansfield, Ohio 
Precision 
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Geared Utility Tool 









Dumore products are ‘‘want- 


































A fiexible shaft driven tool No. 1 ed” products because they equipped. 
for those hard-to-get-at drill- GCring JG have established a reputation 
ing jobs that so often devel- Moto, “al 
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for their ability to work hard 
and wear well. Buyers have 
come to expect only the high- 
est type of efficient, satisfac- 
tory service from Dumore 
products—and that’s the only 
kind they get. 

That’s why any tool or appli- 
ance bearing the Dumore 
name is easy to sell. And be- 
cause it’s easy to sell, the Du- 
more line presents jobbers 
and dealers with a real oppor- 
tunity to increase profit. 

In addition to the consumer 
good will enjoyed by Dumore 
products, we offer a compre- 
hensive selling plan, national 
advertising and generous dis- 
counts to further interest the 
man who is on the lookout for 
profitable propositions. 

If you’re curious, just drop us 
a line and we’ll tell you the 
whole story. 


op. Light, sturdy, powere 
jul and accurate. 

























Wisconsin Electric Co. 
46-16th Street, Racine, Wis. 


Dumore 


: : PRECISION TOOLS 
ireested pues @\ and APPLIANCES 









Type-D Lathe 
Operates on A.C. or D.C. 
Speeds 2000 to 6000 R.P.M. 
controlled by rheostat in 
motor base. Willtake Ritter 
or special #;" ola 






Type-C Motor 
vs H.P. A splendid tool for 
light grinding work or for 
use as a small power unit. 
Regularly equipped with 


lack 





chucks. Motor 14 H. P 
For jewelers or dentists. 
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ervice like this 


makes your customers want Stewart Brons 


There is no better way to sell Stewart Stewart Brons was installed about two 
Brons than on the strength of its per- years ago and the daily temperatures 
formance in service; and once you sell a recorded. The averages are striking: 
trial installation, you’ve got a profitable The room temperature averaged 95° F.; 
new steady customer. motor field 115° F.; the bearing on the 
A noteworthy service incident that speaks slip ring side, 125° F.; and on the pulley 
volumes for Stewart Brons occurred in a side, where the old bearings had burned 
large plant right here in Chicago. Ona out with such frequency, the original 
40 H. P. motor driving an air compressor Stewart Brons is still running at an 
in continuous service, Stewart Brons average of 130° F. Think of that. Not a 
was installed. The motor speed was 865 single shut-down due to bearing trouble 
R. P. M. driving the 10” x 5” x 12” com- a See pears. 


pressor at 130 R. P. M. and maintaining 


: = At 600° F., Stewart Brons sweats just 
190 cu. ft. of air at 250 pounds pressure. r . 


enough lead to lubricate itself. It will 


On this job the life of an ordinary bear- not score shafts, even at a temperature of 
ing had been from two weeks to two 1000° F. It is supplied in 259 sizes, all in 
months and replacement delays usually 13-inch lengths, finished or semi-finished 
occurred at the most inconvenient times. as desired. Order your stock today. 


STEWART MANUFACTURING CORP., 4504 Fullerton Ave., Chicago 


Direct Factory Representatives 






A. C. Olfs Frank M. White Stewart Bearing Metal Co. J. Frank Lanning & Co 

7321 Woodward Avenue Stewart-W. °c } 327 First Avenue 
Stewart-Warne of California 

Detroit, Michigan 2 . ——— 2 sf : Pittsburgh, Pa. 
Speedometer Corp. 1450 Van Ness Ave. 

Cleveland Brons Bear- meres te . . : > 

ing Metal Co. 37 West 65th St. San Francisco, Cal J. Frank Lanning & Co 

1982 E. 66th Street New York City eee 

Cleveland, Ohio Birmingham, Ala 

Wisconsin Brons Searing Faker — . capes Stewart-Warner Products 

Metal Co is > * Ungar & Watson Service Station 
130 Oneida Street 14 Capitol Avenu 1366 S. Figueroa St. 3206-08 Locust Blvd 
Milwaukee, Wis Indianapolis, Ind Los Angeles, Cal. St. Louis, Mo 





Brons Bearing Metal 


A Satisfied Customer Is a Business Asset 
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Caldwell Helicoid Conveyor 


The Perfect Spiral or Screw Conveyor 


HE Caldwell original “Heli- 

coid” or Continuous Flight 
screw conveyor is rolled from a 
single strip of metal. The flight, 
even before the pipe is inserted, is 
very strong and resists to the full 
strength of the metal the lateral 
pressure due to pushing forward 
the material. 








; The absence of rivets and laps means: 
Discharge Box End for Steel ‘ " 
Conveyor Box noninterference with the normal flow of Countershaft Box End for; 
materials, added strength, ease in clean- ee 
ing, and long life. All conveyor fittings 
and accessories are of high grade mate- 
rials and workmanship. Special type 
flights, such as ribbon conveyors, paddle 
mixers and others are a part of the regular 
Caldwell screw conveyor line. Address 
nearest Caldwell or Link-Belt offices. 


Send for Catalogue MS-45 








Caldwell Products 

Power Transmission Machinery—Bearings, Shaft- 
ing, Pulleys, Machine Molded Gears, Cut Gears, Rope 
Drives, Chains and Wheels. 
Elevating and Conveying Machinery—Belt Convey- 
ors, Chain Conveyors, Elevator Buckets, Boots & 
Casings, etc. 
Cast Iron Stub Discharge Spout Catalog sent on request. Floor Type Worm Gear 

with Slide Gate 














Housing 





H. W. CALDWELL & SON CO. 
LINK-BELT COMPANY, OWNER 
New York: 2676 Woolworth Bldg. Chicago: 1700 S. Western Ave. Dallas, Texas: 810 Main St. 
Link-Belt Company Offices in Principal Cities 

















CALDWELL 


HELICOID CONVETOS 








When writing to Advertisers please mention Mitt SuppLies. 





August, 1925 


























STILLSON’ 


like Walworth, is a trade 
mark and registered by 
its owner—the Walworth 
Manufacturing Company 
—in the U.S. Patent Office, 
in the several states and in 
foreign countries 








WALWORTH MANUFACTURING CO., Boston, Mass. 
Buffalo, Chicago, Cleveland, Eric, Glasgow, Kewanee, London, New 
iciphia, Portland, Seattle, San Francisco, Youngstown 


nd Attalla, Ala. 






Walworth International Co New York Foreign Representative 





Mark 





is Dan Stillson’s own—the mark only 
Walworth can use. It is drop-forged 
into the tough. heat-treated top jaw 
of every genuine STILLSON wrench. 
It’s there to guarantee you the kind 
of quality that Walworth has put 
into STILLSON wrenches for the 


last 56 years. 


WALWORTH 
STILLSON- 


“WHATEVER YOU BUILD, YOU NEED WALWORTH” 
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WHY DO SCHIEREN BELTS 
LAST LONGER? 
om sik, T is an indisputable fact that they do last longer. 
= anel We have in our filles letter after letter after letter 


























The Doorway to Belting 


Quality 


telling us of almost unbelievably long service—not 
only of individual belts, but of entire belting equip- 
ment. These letters cite instance upon instance of 
Schieren belts still giving good service after eighteen, 
twenty, twenty-five, and even thirty years of contin- 


uous running, under every possible condition. 


Naturally, there are reasons why Schieren belts 
last longer. What are they? Better materials? Im- 


proved processes? More careful workmanship? All 


these, and more. 


We have set forth in our latest series, Quality 
Facts About Belting, all the reasons for the excellence 
of our belts. This series tells why we use the hides 
we do— green packer hides from the Fall take-off; 
why we use the tanning methods we do—the long- 
time, lay-away, oak-bark process; why we scour the 
hides, why we match all our belting leather; why such 


care is taken with every step. 


This series is being sent to thousands of industrial 
concerns throughout the country, and is being read 
with interest and profit by belting users everywhere. 
If you have seen it, you know its value; if not—may 


we not send you a copy? 


42 FERRY ST., NEW YORK, N.Y. 
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| There Is An 


Optical Illusion to Belt Lacing 


Detroit is the only wire belt lacer that takes a 
staggered grip on the belt. The staggered grip idea 
was developed many years ago in lacing belts with 
rawhide thongs. It staggers the perforation, leaving 
the belt stronger on a given cross sectional line. 
This same old idea remained only in theory so far 
as wired belt lacing was concerned until Detroit 
engineers applied this principal to wire hook belt 
lacing, and patented it. The staggered grip of 
Detroit is obtained by using two lengths of hooks, 
alternating them, a long and short hook. These hooks 
have equal length legs entering the belt at exactly 
the same point on opposite sides, thereby making 
only one perforation against two with other types, 
making a staggered line of perforations across the 
belt. Here is where the optical illusion comes in. 
The ordinary wire hook belt lacing which was 
originally designed in England looks on the surface 
to be staggered but it gives two straight lines of 
perforation underneath the surface and therefore 
is staggered in appearance only. Your check book 
has straight line perforation in order to tear easily, 
this you realize is poor practice in belt lacing. It is 
interesting to note that the Old Clipper Company 
in England who originated the surface staggered 
hooks have entirely discarded them and are now 
buying their hooks from us. They realize that 
Detroit is the only staggered grip belt lacing on the 
market and while it costs 35 to 40% more than the 
old kind it will outwear two of any other transmis- 
sion belt joint and in addition to this the first cost 
of belt lacing is very small. A cent or two will lace 
a belt as far as the cost of hooks is concerned. It 
is the labor, time, etc., that costs money. Therefore 


the best is the most economical. 


Write for free sample of laced belt which proves the 
above facts also ask for x-ray photogragh showing 
through the belt laced with Detroit also with the old 
lacing. 

The staggered grip idea will cut your belt lacing cost in two. 


DETROIT BELT LACER COMPANY 
DETROIT, MICHIGAN 


When writing to Advertisers please mention Mitt. Supplies. 
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Are Easily Solved 
Through Our Service 


Consisting of elimination of the work usually handled 
in a jobber’s office, for we send our compiler familiar 
with your merchandise to make your layout. 











We then furnish a complete preliminary dummy out- 
lining your specifications in page form, in duplicate, for 
your approval, as to the items to be shown—you retain- 
ing the dummy with the original layout pasted therein, 
sending us the duplicate of same with O. Kk. or changes 
to be made. 








Dummy furnished will be page-numbered and in cor- 
respondence thereafter pages will be referred to by 
number. 








Upon receipt of the ok’d duplicate layout sheets we write the descriptive matter, secure 
the cuts, set the type, do the proof-reading, send the proofs to you and to the manufacturer 
for your own and his ok, make the corrections upon receipt of both of these ok’s, and then 
mail you two additional proofs, one to paste into your dummy, and one to be returned to us 
with your final ok. 


After this work is completed you can then rearrange the pages in your dummy to suit 
your ideas as to the succession of the various lines in which you wish to show them, after 
which we will compile the index, print, bind and pack the catalogs, ready for distribution. 

\\Ve specialize in Standard 714x105 inch (6142x9 inch Type Size) Catalogs. 


Prices, including all of the work outlined above, will be quoted upon receipt of approximate 
specifications as to number of pages and quantity of catalogs desired. 

A 
(whie 
suggestion at any time, or upon manufacturer’s advice, and then print therefrom up-to-date 
corrected catalog inserts for your loose-leaf salesmen’s catalogs, these inserts to match orig- 


iter your catalog is completed OUR SERVICE consists of keeping the type standing 
ich always remains new as we print from plates only) correcting same to date at your 


inal catalog pages. In this way we keep vour catalog constantly to date ready for a new 
issue at any time. Your inquiry will be appreciated! 


get 


CATALOG SERVICE DEPARTMENT 
THE CUNEO PRESS 


INCORPORATED 


455 West 22nd Street Chicago, Illinois 




















Khopac ° packing brings 
the éinay otbig. molded metal- 
lic and lathe turned packings 
down to the smallest equipment. 
‘*C-C”’ can be cut with a pocket 
knife, right on the job, and ap- 





plied by anyone. 


**C-C’’ does what most 
engineers think is impos- 
sible— takes care of badly 
scored rods. 


Only Rhopac 
can say this-- 


A truly remarkable story of rapid success—how 
jobbers are “cleaning up” because of it 


1X months ago a new packing elbow- 

ed its way into these pages. This 

packing had a new story to tell. It 
was backed by men with a new idea— 
an idea that two solid years of actual tests 
had proved to be right. The idea was that 
packing design had not kept pace with 
modern equipment and conditions, and 
that an efficient packing could be design- 
ed which would do three things: first, save 
the engineer much expense and time; 
second, save steam and preserve the 
machine; and third, cut out the nuisance 
and expense to the jobber of stocking 
many kinds and sizes and styles of pack- 
ing. 


This idea “took”. Inquiries came in. 
Distributors were lined up. Production 


commenced to increase —then it soared. 
From an unknown product last winter 
without distribution, Rhopac “C-C” 
(Cushion Center) Packing is now sold in 
every section of America. The men who 
saw the big possibilities of this new pro- 
duct have made real money, and they are 
just beginning to see that the surface has 
only been scratched. 


There are territories still to be had, sev- 
eral good ones. And there are good deal- 
er connections that can be made with 
those distributors who already control 
certain areas. The demand is here, the 
product has proved itself, and the money 
is good. It will pay you well to keep 
posted on Rhopac, the packing that made 
good “overnight’’. 


Chicago Rhopac Products Company 


925-941 ato abisie Avenue - Chicago, Illinois 


ana 


Trade Mark 
Registered 


Cross-sectional view of 
Rhopac ‘‘C-C’’ packing. 
The cushion center is pro- 
tected by the outer armor 
of bearing metal. 
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Wh hy Mitrose 


is easy to sel... 


RACTICALLY all paints 

have away of peeling offthe 

surface they are applied to. 
Practically all are subject to 
early breakdown from the at- 
tack of chemical vapor and 
acids. And few, if any, can be 
applied to a rusty or a moist 
surface. 


Nitrose has none of those 
faults. It sticks where it is 
painted. It doesn’t tend to 
crack or peel. It stays elastic, 
stretching and shrinking with 
the surface it is applied to. Nit- 
rose is not subject to the attack 
of acids. And—here is a big 
point to tell the engineer — Nit- 
rose can be applied to any sur- 


face, hot or cold, rusty, greasy 
or wet, and will stay there and 
serve well. 


Because Nitrose is so tough 
and lasting, it outlasts two or 
more coats of ordinary paint. 


What product can you think of 
that has these big compelling 
sales points? Where can you 
find a line that has so few tech- 
nical points to discuss with the 
prospect? 


Nitrose offers you opportunity. 
Do you want to listen to the 
proposition? Then write, for 
there are several good districts 
still to be had. 


AALAA AANA AAA A AAA AM. 
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The Nitrose Company 


Peoria Life Building 
Peoria, Illinois 
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They Are Selling 


Lots of Bunting Bars 


Mill supply houses that can deliver Bunting 
Phosphor Bronze Bars are finding a fast increas- 
ing sales volume in bearing metal. The Bunting 
Shop Assortment is the first live bar specialty 
the mill supply jobber ever had. We will gladly 
submit our proposition to you. 


The Bunting Brass & Bronze Co. 
TOLEDO, OHIO 


Branches and Warehouses at 
SEW YORK CLEVELAND CHICAGO 


54th St 10 St. Clair Ave., N. E. 2015 S. Michigan Ave. 


— ADELPHIA SAN FRANCISCO BOSTON 
ce lle “35 Main 5991. Calumet 6850-6851 


330 Arch | St. I8 Second St 36 Oliver St. 
a ruce 52 - muglas 624 Main 8488 


BUNTIN 
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CORED and SOLID BARS 
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Selling Rahmann Belting 
Makes Selling Easier 


There are several reasons why the better 
class of Mill Supply Houses can sell 
Rahmann Belting to advantage, but the 
one that overtops all others is that it is 
honestly made and never disappoints the 
purchaser. 


Every roll is sold under a guarantee that 
insures satisfaction to the user and 
thoroughly protects the dealer. 


GEO. RAHMANN & CO. 


Let us send samples 32 Spruce St., New York, N. Y. 
and quote prices Buffalo, N. Y. Newark, N. J. Syracuse, N. Y. 
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7. G 
—~ % 500,000 
Flexible Blades ]. » satisfied users of U. S. Automatic 
tigi — ‘Se Injectors requiring repairs and re- 
langed YY ; 
ang JES Full placements, together with an as- 
Half-Round ey ulty sured and proper profit to the job- 
— N Guaranteed ber through our established resale 
‘ame prices, make U. §S. Automatic 
Smooth Injectors a satisfactory and profit- 
able line for any jobber to handle. 
We carry a full line of files. 








Write for catalogue 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. American Injector Co. 


116 Broad St., New York, N. Y. , 
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Yale Material Handling Equipment 
includes Spur-Geared, Screw-Geared, 
and Differential Chain Blocks, Elec- 
tric Hoists, |-Beam Trolleys, Overhead 
Crane Equipment and Electric Indus- 
trial Trucks, Tractors and Trailers. 


Factory Locking Equipment. 
To acquire locking control, security 
and convenience throughout the fac- 


tory use Yale Master Keyed Locks. 


The Chain Block 
of highest 
efficiency 


This is the keynote of Yale Chain Block adver- 
tising in August which will have a circulation of 
112,000—the subscribers of the leading industrial 
and business publications from coast to coast. 


Yale advertising is steadily going into every mill-supply dealer’s terri- 
tory to help sell Yale Blocks. 


Yale Chain Blocks and Trolleys are easy to sell because the product 
is the standard of comparison, and our extensive advertising creates 
a continuous demand. 


For over 51 years Yale has been the originator of every notable im- 

provement in chain block construction—and now the Yale Ball-Bearing 

b Spur-Geared Chain Block adds a newer and higher efficiency never before 
attained in the history of hand hoisting. 


The Yale load sheave rotates on chrome-vanadium steel ball bearings. 
A hand chain pull of only 77 lbs. lifts a ton. Yale blocks in every field 
make the load lifting problems safe and easy. 
The Yale & Towne Manufacturing Co. 


“VA aa Stamford, Conn., U.S. A. 


YALE MADE iS YALE MARKED 








Hoisting: Conveying Systems : 


When writing to Advertisers please mention Mitt Supp ties. 
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WATSON-STILLMAN ESN 


HYDRAULIC FITTINGS 


MADE FROM SOLID FORGED STEEL 
FOR HIGH PRESSURES 


Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 





Write for catalogs. 





THE WATSON-STILLMAN CO. 


198 Fulton St., New York 
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TRUCK CASTERS 


Have Strong Selling 
Points 


Backed by the Bond assurance 
of quality, these Anti-Friction 
Swivel Truck Casters are big 
sellers. 





Patented 


Double Ball Race Single Ball Race 


This is a real Heavy Duty Caster that has won a The Bond Single Ball Race type is in great de- 


place for itself in many of the leading industrial mand wherever a dependable, free-swiveling 
plants of the country. To the dealer, it offers an caster is required. It has convincing selling points 
unusual opportunity for profit because of the vast that will help you to build up a continuous 
market for such a caster. It is merely necessary business. 


to point out the superior features of Bond Double 
Ball Race Casters and they sell themselves. It 
will pay you to push this caster. 


The Bond line of Truck Casters is complete, including a 
caster for virtually any requirement. Dealers are finding 
it a highly profitable line to handle. 


Illustrated Caster Catalog describingthe whole line is yours for the asking. 


BOND FOUNDRY and MACHINE COMPANY 


MANHEIM LANCASTER CO. PENNA. 


For nearest distributor, consult McRae’s Blue Book 
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ATKINS 


SAWS—SAW TOOLS—MACHINE KNIVES—METAL CUTTING MACHINES—HACK SAW BLADES— 
FRAMES—GRINDING WHEELS—CANTOL BELT WAX—UPSET SWAGES AND SAWMILL SUPPLIES 


E.C.ATRINS & CO. INDIANAPOLIS, 18D, 





Atkins Upset Swages for Solid and Inserted 
Tooth Saws 





Kwik-Kut Metal Cutting Hack Saw Machines, 

belt or motor driven; capacity up to 8 by 8 in. 

More economical than Circular Metal Cutting 
Saws. 





Metal Band Saw Machine for cutting all kinds of 
metal; can be driven by belt or motor; capacity 
gh = . Hf AAA Non-Breakable Hack Saw Blades for 

any size up to 12 in. by 14 in, hand frames; can be twisted and abused but 

they will not break in work. Send for sample. 





} 7S y i 
Iasertog Tooth, Circular Sawn, Teeth @ Molders; Tiliver Stet” in widtia of 5¢ lato 18 fn,” S04, Tooth Circular Gews for sew and planing 
Send us your inquiries for Saws of all kinds, Saw Tools 
and Saw Mill Supplies. Manufacturers of Acrolite and 
Ferrolite Grinding Wheels for Saws, Knives, Tools, Iron, 
Brass, Copper and other metals. Distributors of Cantol 
Belt Wax in paste, bar, stick and liquid form. 





Acrolite Wheels for Saws, Write nearest point below for complete catalog No. 19 Ferrolite Wheels for Iron, 
Knives and Tools. 


Brass, Copper, etc. 
























___ “WAX YOUR BELTS" /* 
| RES | — 
| ‘* 2a ‘ : 
| WA { < 
\ \WATERPROOF OILPROOF \ \|/ | 4 
Stops Belts from Slipping AAA Hack Saw Frames 


Machine Knives for Every Purpose 


Template paper for the asking 
E. C. Atkins & Company 


Home Office and Factory: Indianapolis, Indiana 


Canadian Factory: Hamilton, Ontario 


Write for free sample 


Established 1857 The Silver Steel Saw People 


Machine Knife Factory: Lancaster, N. Y. 
Branches Carrying Complete Stocks in the Following Cities 


Atlanta Chicago Memphis Minneapolis New Orleans New York 
Portland San Francisco Seattle Vancouver, B. C. Paris, France 


“A Perfect Saw for Every Purpose” 
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OWER generated in the boiler and engine 
rooms usually is transmitted by meansof belts, 
shafting and pulleys to the machinery it operates. 


Every transfer of power from one point to another 
involves some loss. 


But the advanced design and construction of American Steel 
Split Pulleys and American Pressed Steel Hangers cut down 
this toll of friction, inertia and other forms of resistance. 


Light in weight but strong in duty. Arms that cut the air 
and do not fan. A rim surface that grips the belt. 


for them, or call up the nearest ‘‘American” dealer, He can 


explain. You will find his name and address in MacRae’s 
Blue Book. 


THE AMERICAN PULLEY CoO. 


Manufacturers of Steel Split Transmission 
Pulleys, Pressed Stee! Shapes, and 
Pressed Stee! Shaft Hangers 


4200 Wissahickon Avenue Philadelphia, Pa. 


v 


AN! 
ay 
Mie 
PRESSED STEEL y's 
STEEL SPLIT / ‘ 


_HANGERS | PULLEYS 


PATENTED 


é ; ; . 
This and more is explained in several special folders. Write } 
| 


PATENTED f 
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Self FluxingSOLDER 


Simple, Safeand Sure 
Requires Only Heat 


KESTER SCLF-FLUXING WIRE SOL 





KESTER Acid Core SOLDER 


For general soldering and heavier electrical work. 
Self Fluxing—‘‘Requires Only Heat.’’ Standard size 
No. 3 about 1/8 inch in diameter, runs about 30 feet 
per pound. Packed on 1, 5 and 10 pound spools. 
Special gauges also available. 


Kester Metal Mender 
The Household Solder 
Here is the small package of Acid Core Solder. So sime 
ple anybody can use it. Ten cans about 1/4 pound 
each are packed per carton. Ten cartons (100 cans) 
to the case lot. 





Kester Rosin Core Solder 


For very delicate electrical and radio work. Contains 
highest quality metals and rosin flux. Standard size 
about 3/32 inch in diameter, runs about 50 feet per 
pound. Packed on 1, 5 and 10 pound spools and 18 
inch sticks in 5 pound boxes. Special gauges also 
available. 


(Rosin Core) 
Safe, Sure and Simple — approved by radio engineers. 
Harmless to the most delicate parts. Absolutely non- 
corrosive flux makes low-loss joints. Ten cans about 
1/4 pound each per carton. Ten cartons (100 cans) 
to the case lot. 


GENUINE SOLDER 


CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue, Chicago, U.S.A. 
—_— a 








Originators and world’s largest 


manufacturers of Self Fluxing Solder 
© © 


Your Jobber Can Supply You 
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Great New Canadian Elevator installs 
Two Miles of Diamond Grain Belts 


The last word in grain handling efficiency was wanted— 
hence the specification of Diamond Belting. 


The Spiller’s Elevator (Vancouver Terminal Grain Co.) 
simply follows the lead of other recent gigantic installations. 


Actual performance alone counts, and the steady, reliable, 
all-round superiority of Diamond Belts has brought striking 
recognition of their value. This applies to not only grain con- 
veying service, but to every phase of industry and every 
variety of belt service—conveyor, elevator or transmission. 


Write our nearest Branch Office for further information. 


THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio 


Atlanta Boston New York 


Kansas City 
Chicago Dallas Seattle 


Los Angeles 


Philadelphia 
San Francisco 





Interesting 
Facts on the 
Spiller’s Elevator 


Workhouse, 204 ft. 
high, cap. 444,000 
bu.; 38 tanks, 115 ft. 
high, 26 ft. diam., 
cap. 41,700 bu. each; 
26 interspace bins, 
10,000 bu. cap. each. 
Total cap. plant over 
2,200,000 bu. The 
speed with which the 
Spiller’s Elevator was 
erected is claimed as 
a world’s record for 
this type of structure 


Elevator and Conveyor Belts 
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Endorsed by one of the Worlds|L 
a ~< 


The Clipper Special 
PIN 


This letter from The Long Bell Lumber Company requires no ex- 
planation. It simply emphasizes a fact that has already been dem- 
onstrated and is but another link in a chain of evidence which con- 
vinces us that The “Clipper Special’ Pin will outwear any substi- 
tute for the rawhide pin yet devised. 











Made of a friction resisting substance—extremely tough, durable 
and pliant, this remarkable new Clipper lacing pin has been ac- 
corded quick recognition and endorsement by firms whose belts 
operate under exceptionally severe conditions. 


IMMEDIATE DELIVERY IN ANY QUANTITY 


Clipper Belt Lacer Company 
Grand Rapids 
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The Clipper Belt Lacer 


Universally recognized as the 
most effiicent lacer in the 
world. Guaranteed indefi- 
nitely—kept in perfect work- 
ing order free of charge, 
provided Clipper Belt Hooks 
are used exclusively in its 
operation. 

Over 210,000 Clipper Beit 
Lacers now in use, More 
than 1,800 sold every month 
in the year. 
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counts; the time and labor of 
© >| cutting and fitting go for noth- 
ing if the packing used is not the right 
grade for the work. 


Wherever INDESTRUCTIBLE White 
Sheet Packing is used, a perfect joint is 
the result—one that will remain tight in- 
definitely. It will not yield to the attacks 
of steam, air, ammonia, hot or cold 
water, gas or creosote. Sufficiently firm 
in composition as not to flatten out when 
the bolts are drawn up. 





Carried in stock at all our branches in all 
thicknesses up to 1% inch, 36 inches wide. 


For especially tough jobs, use Style 29 Inde- 
structible with brass wire insertion, or Style 
30 with iron wire insertion. 


NEW YORK BELTING & PACKING CV. 


High Grade Rubber Goods for Mechanical Purposes 


New York Boston Chicago Philadelphia 


Pittsburgh St. Louis San Francisco 
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Cc and Greases are just as important Mill Supplies as 
pulleys and bearings. Every mill must use Oils and 
Greases—every Mill Supply House should sell them. 


Your salesmen are continually calling on large industrial 
companies—companies that spend thousands of dollars every 
year for Oils and Greases and yet your salesmen probably 
never mention Oils and Greases. Why leave this money 
for some one else when you can get it? 


The new Waverly plan of merchandising Oils and Greases 
through Mill Supply Houses has been decidedly successful 
from the beginning. Business has been greatly increased 
and greater profits have been made with this new source of 
revenue. Get in on it. 


The Waverly Oil Works Company will train your salesmen, 
furnish manuals and charts on lubrication, and acquaint 
your customers with your new line by direct by mail folders 
and booklets and will back you up with extensive trade 
paper advertising. 


Look into this new plan. Complete details with 
samples of advertising and dealer helps will 
be sent to Mill Supply Houses on request. 


Waverly Oil Works Company 
5408-54TH STREET PITTSBURGH, PA. 
Established 45 years. 


Member of Pennsylvania Grade Crude Oil Assn. 
PERMIT NO.11 
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HERE is more profit for you in han- 
dling woodworking machines that make 
profits for your customers. Wallace Port- 
able Woodworking Machines are making 


What the Jenkins “Diamond” profits for hundreds of manufacturers, pat- 
ternshops and cabinet makers in every part 
means to the dealer of the country. More than 28,000 of them 


are giving full satisfaction now, and sales 
-_ ’ : " : are growing each month. 
The Jenkins “Diamond” mark iden- Shiendis seta stad iasiinc ainaii sauna te 


tifies a valve that the dealer can sell telling your customers about Wallace Ma- 
ti tet nite. ealer ihe chines every month. Take advantage of 

with Tu conndence—a valve tnat this opportunity for more profit! 

makes good in the most exacting Pe a 

service—a valve that means further Girect-mater-driven and take 

; ‘ ete their power from any light 
Jenkins business when additional 
valves are required. 





























or power circuit. They can 
be easily moved to any part 
of the shop, and are pre- 
cision-built for absolute ac- 
curacy on either small or 
large operations. 


Jenkins Valves are made only by 
Jenkins Bros. It pays you to sell 
the genuine Jenkins just as it pays: 
your customer to buy them. Sell a 
full line; there are Jenkins Valves 
for practically every requirement. 





These Machines 
Make Money for You 
and Your Customers 

Wallace Universal Saw 

Wallace Plain Saw 

Hallace 16” Band Sax 


JENKINS BROS. 






80 White Street New York, N. Y. H’allace 6” Jointer 
524 Atlantic Avenue Boston, Mass. , : »pD 
133 No. Seventh Street Philadelphia, Pa. Wallac 1” Planer 
646 Washington Boulevard Chicago, Ill. H’allace 6” Lathe 
a . . "oO 4 Disc Se 44 
JENKINS BROS., Limited tnerhalecrderapsaie 
Montreal, Canada London, Eng!and Wonder S pine le Sander 
H allace Gli Pot 
= od automatic heat control 
Write toclay for our 
= - a ™ » - o,° 3 
be Always marked with the"Diamond Wallace lo’ Randsw i dealer proposition! 
aN * 
xX enkins al veS J ° D. Wallace & Co. 
\ 


SINCE 1864 











Wilcox & California Aves., CHICAGO, U. S. A. 
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! of. Established 1879 
Mier . In this large plant Medart makes 
everything in line shafting equip- 


ment —turned and polished steel 
shafting, couplings, hangers, bear- 
ings, friction clutches, five types of 
pulleys, gearing and kindred appli- 
ances. 


Bearings «4 Hangers 


Medart Bearings and Hangers are substantial—sturdily built to safely carry more 
than the loads usually imposed upon them. They are sufficiently heavy to main- 
tain proper rigidity under operating vibration and can be easily and quickly erected, 
adjusted and aligned. 


Pillow Blocks and Bearings 


Pillow Blocks and Bearings are made by Medart in a wide 
variety of types for general line shafting requirements—heavy 

gid ring-oiling types (with or without adjusting base plates) 
iar Eps 08 and plain oiling types—common flat boxes—solid 
journal boxes—ball and socket pillow blocks and open adjust- 
able types. They can be supplied in any required size, and 
are lined with virgin bearing metal best adapted to speeds and 
pressures generally encountered. 





Everything in Line 


Standard Drop Hangers 


Standard Medart Drop Hangers form a rigid “road bed” for line 
shafting in general service. Medart Hanger Frames are specially 
proportioned for strength and are fitted with 4-way adjustable 
screws with jam nuts for maintaining proper alignment of their 
bearings. They are equipped with Medart hanger bearings, either 
ring, collar or wick-oiling type. We are also prepared to furnish 
Universal Drop Hangers, Single Brace Hangers, Sling Hangers, 
Extension Hangers and Closed Post Hangers. 


Shafting Equipment 





Besides Hangers, Bearings and Pillow Blocks, Medart makes a complete line of power Trans- 
mission Equipment. Concentrate your purchases and fill all your transmission requirements 
through Medart Catalog 43, with discount sheet. This affords a simple, direct method of eco- 
nomical buying. 


Engineer’s estimate furnished on your specifications without obligation. 


& 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works, St. Louis, U. S. A. 


Philadelphia, Pittsburgh and New York. Office 


} 


and Warehouse in Cincinnati 


t 


Offices in Chicago. 
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Cast- iron Pulley. Sizes range 
rom 3-in. to 160-in _ diame’ ter, 
and up to 60- in. fa 


Wood Split Pulley. You can get 
them from stock the day you 
order 


teel rim Split Pulley. The 
original stee! plate face pulley 
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Combination 
Pipe 









Vise 


4 Sizes 
31%” to 6” jaw 





Hinge Pipe 
Vise 


Heavy & 
Light 
12 Sizes 
Holds Pipe 
1%” to 12” 


4 Sizes € . 
Holds Pipe » Vise 
%” to 8” af 

¥ 

¥f 
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_ Single and 
Double Burner 


Yost Manufacturing Company 
Meadville, Pa., U.S. A. 
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Guaranteed 


PLUMBERS’ VISES 


Yost Combination Pipe Vise 


The Yost Combination Pipe Vise has pipe jaws of drop forgings 
from a selected quality of crucible steel. Milled teeth insure 
clean holding edges. Jaws quenched and tempered in oil, highly 
polished and thoroughly tested before being placed in the vise. 
Reversible front pipe jaw doubles the life of the Yost vise. Made 
in four sizes, 50 to 175 lbs. Holds pipe from !x in. to 6 in. 


Yost Self Locking Hinge Pipe Vise 


Yost Self Locking Hinge Pipe Vises are strongest where stress 
is most severe. Frame and base made of malleable iron; jaws 
drop forged from carefully selected, crucible steel, milled, hard- 
ened in oil and polished. Steel screw and handle. Improved, 
self-locking feature; top half hinged to admit pipe sidewise, saves 
half the room otherwise required. Made in 6 sizes, 3 to 26 lbs. 
Holds pipe from '% to 1% in. and up to 4% in. 


Yost Extra Heavy Self Locking Pipe Vise is made in 6 sizes, 
13 to 163 lbs. Holds pipe from 2!% to 12 inches. A vise for 
severe working conditions. 


Yost Chain Pipe Vise 


Solidly constructed from high grade material. Chain made of 
cold rolled sheet steel; links held together with pins of nickel 
alloy steel. Drop forged, crucible steel jaws, hardened and drawn 
in oil. Yost Chain Pipe Vises are guaranteed under all condi- 
tions. Packed in neat individual cartons. Made in 4 sizes. Holds 
pipe from '% to 24 inches and up to 8 inches. 


Yost Gas Furnace 


Yost Gas Soldering Furnace burns only 8 feet of gas an hour. 
Mixer permits regulating the mixture to 92 per cent air. Two 
styles, two sizes of each—choose a furnace suited to your needs. 
State if furnace is for natural or artificial gas. 


We Have a Complete Line of 
Vises for Every Industry 
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More! Better! Faster! 
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HE demand for more thread doomed the spinning wheel; for 

better holes, the primitive bow drill; for more speed, the 
sharpened bit of bone which served for a drill. In another gener- 
ation, today’s great looms and drill presses and high speed drills 
may be under glass in museums. 


But, with all the progress in machin- 
ery and methods, Cle-Forge High Speed 
Drills, with their world’s records for 
drilling through cast iron, machinery 
steel and armor plate, possess an ample 
reserve of drilling ability over today’s 
requirements. 


And when the time comes that you 
shall require more than this superlative 


The 


expression in drilling tools, you will 
find that the same organization which 
produced Cle-Forge will have it ready 
for you. 


Remember, meanwhile, that Cle- 
Forge is the drill that “tells it’s own 
story” best. It is carried in regular 
stock at all times by Cleveland dealers 
everywhere. 


TWIST DRILL 
COMPAN Y 
CLEVELAND 
NEW YORK: CHICAGO: LONDON 


TRADE MARK REG U S PAT OFF ANDO FOREIGN COUNTRIES 
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CLE*FORGE “{22- DRILLS 


TRADE MARK REG. U.S, PAT. OFF. 
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Standard Equipment for 
Thirty Years 


“Engineers’ Favorite” 
stands up on the job 


of cleaning tubular boilers be- 
cause of thorough workman- 
ship and carefully selected 
materials. Finest crucible 
spring steel, well annealed 
malleable castings, good full 
clean cut threads on center 
rod and four scraper parts 
instead of three are a few of 
the reasons. 


“‘Felthousen”’ 


Ball Gauge Cock 


Each one has four inches of 
patent packing which can be 
set up by screw or easily re- 
placed when worn. They do 
away with burned fingers, an- 
noyance from leaking cocks, 
and easily pay for themselves. 
All users endorse them as the 
best of their kind. 


Write for Catalog No. 18-5 


SHERWOOD MANUFACTURING COMPANY 


Brass Founders and Finishers 


sole Manufacturers of Sherwood Engineering Specialties 


1713 Elmwood Ave., Buffalo, N. Y. 
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ENGINEERING-SPECIALTIES 


















































‘IKE the modern Airplane, 
Notts Leather Belting, in 
quality and durability, soars 


rm all others. Reaching the high- 
est altitude of perfection, always 
protecting you from your enemies 
—lost power and lost transmission. 


A modern method of stretching 


the leather in the manufacture of these belts gives them full pulley con- 
tact, thereby eliminating the slip. Notts Belts are Best By Every Test. 
Demand the best, for they cost no more than the ordinary kind. 


W. S. NOTT COMPANY 


MINNEAPOLIS: 201-211 N. Third Street CHICAGO: 37  S. Clinton Street 
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“SELL S&F — BE WELL ADVISED — NATIONALLY SOLD AND ADVERTISED” 





Nielsen Survey Facts Are Always Welcome 


O you feel any qualms as to whether you industries and detailed information, fully 

will be favorably received or that your indexed, as to savings in power, maintenance, 
sales presentation is weak? lubricant, belts, etc. 

There’s not much chance of that if you are Each and every one of the surveys is certified 


a mill supply salesman and your 
product is Skayef Self-Aligning 
Ball Bearing Hangers. Youdonot 
enter unknown and unheralded, 
for the way has been well-paved 
and fortified by the strongest pos- 
sible campaign for greater sales. 

No matter whether the pros- 
pect is “fair and easy-going” or | 
the hardest “show-me’”’ type, the 


tobetrue andauthentic,not alone 
by the A. C. Nielsen Company 
of Chicago, under whose super- 
vision the surveys were made, 
BUT by an executive of each firm 
covered in the reports. 
Whether used to prepare the 
way or in your salesman’s grip, 
these certified surveys will be a 
vital factor in real orders and 





new portfolio, letter size, con- Outside of Survey shown above bigger profits for you. Remember 
taining 116 pages of vital facts and figures, will they are furnished exclusively to Skayef 
make it easier for the mill supply salesman to transmission agents only. It only requires 
convince and prove. It gives the experiences a word from you to bring full information. 
of 17 manufacturers in widely diversified Do it today! 


The SKAYEF BALL BEARING COMPANY, 165 Broadway, New York 


BALL BEARING 
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How Many of Them Leave 
Your Place Unsold? 


It makes no difference how few of your ee. by % 
prospects leave empty handed for your 
competitor's place of business, those few 
Sell them all— 


especially your hoist prospects! 


are entirely too many. 


Show them the never equalled, Wright 
High Speed Chain Hoist with Timken 
Bearing Trolley. They have at least 21 
points of superiority in design and con- 
struction which make the Wright a super 





hoist. 

Let us tell 5 .0u all about this highly 
popular and nationally known Super 
Hoist. Send for our literature and prices. 
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A Tribute to Success 


| 
Membership in the AUDIT BUREAU OF CIRCULATIONS is | 
the highest tribute that can be paid a business publication. | 


The Audit Bureau of Circulations is an 
International Association of Publishers, 
Advertisers and Advertising Agents that 
requires each Publisher-Member to sub- 


circulation, as well as honest business 
methods. 

Every advertiser using MILL SUP- 
PLIES shares in our success and knows 
he has the protection of bona fide circula- 


mit once a year to an audit by the 
Bureau, to absolutely verify all claims of 


There is never any argument when 
an A. B. C. report is consulted—and 
our last audit is available for closest 


tion, fully approved and verified by the 
A. B. C. auditor. 


This is the only authentic way the 
Advertiser can make sure his mes- 
sage is reaching the readers in the 





field desired. 
PMULL QuUPPLUES 


537 South Dearborn St., Chicago 


inspection. 
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‘NATIONAL PIPE 





lsmadeScalefvee 


HE SCALE FREE Process was invented and developed by 
National Tube Company and is exclusive—therefore, no other 
pipe is made SCALE FREE. 


This process is applied to “NATIONAL” Butt-weld Pipe, sizes '5 
to 3-inch, and is entirely mechanical. After the pipe leaves the weld- 
ing furnace and passes through the sizing rolls, it is slightly cooled 
and then given a pass through a series of specially designed rolls 
which slightly reduce the diameter and increase the length of the 
pipe, and in doing so, the scale, which has become brittle while cool- 
ing, is worked loose and falls from the pipe walls. It is later blown 
out by compressed air or washed out with water. 


The clean, smooth surfaces of SCALE FREE Pipe mean—hbetter 
galvanized coatings—minimized corrosion, particularly pitting— 
less chance of damaged valve seats and clogging of small orifices— 
decreased friction loss—and greater delivery capacity. For details of 
this process and its advantages, write for a copy of “NATIONAL” 
3ulletin No. 7. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


GENERAL SALES OFFICES: FRICK BUILDING 


DISTRICT SALES OFFICES 
Atlanta Boston Chicago Denver Detroit New Orleans New York Salt Lake City Philadelphia Pittsburgh St. Louis 
acific Coast Representatives: U.S. Steel Products Co. San Francisco Los Angeles Portland Seattle 
Export Representatives: U. 8. Steel Products Co. New York City 


St. Paul 
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Attention, Mr. Dealer!! 


The question of selecting satisfactory and profitable stock lines is a 
serious one for you, but when Tool Holders are under consideration the 
matter is much simplified by the fact that about nine-tenths of the demand 
is for ARMSTRONG; however, there is just enough call for Tool Holders 
of other makes to raise the question occasionally whether it would pay to 
carry them in stock, and right here we “butt in” and say out loud, NO, IT 
WON'T PAY; you will make more money by sticking to Armstrong and 
letting your competitors hold the bag and get the other “tenth.” 


Dealers’ shelves the country over are cluttered up with Tool Holder 
wreckage, the remnants and hang-overs of a dozen past failures in the tool 
holder line which, in the aggregate, represent a very heavy DEAD invest- 
ment. They are dead and might as well be buried, but the Dealer remem- 
bers when each of these “dead ones” was heralded as a “World Beater” 
which would put the Armstrong into the discard. 


“Wildcatting” in Tool Holders never made a dollar for any Dealer, but 
has cost many all the profits earned on the Armstrong line. 


CATALOG and STOCK ARMSTRONG TOOL HOLDERS EX- 
CLUSIVELY and you will not only make a profit on your investment but 
will build up your reputation and prestige by becoming associated in your 
customers’ mind with tools which are thoroughly successful and satisfac- 


tory. NOTHING SUCCEEDS LIKE SUCCESS. 








Armstrong Bros. Tool Co. 
“The Tool Holder People” 
305 N. Francisco Ave. Chicago, U. S. A. 
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— with the use of 


Powell Valves 


For every purpose— 





High, medium or low pressures; screwed 


FIG. 256 . or flanged ends. Material and workman- 
Extra Heavy Iron Body Globe _ ship are of the best. All valves thorough 
Valve, for working pressure up : 
te 250 poends. ly tested before leaving the factory. 
Write for 


Descriptive Literature 


FIG. 3420 


THE WM. POWELL COMPANY Extra Heavy Steel Gate 


Valve with Rising Stem. 


DEPENDABLE ENGINEERING SPECIALTIES For 350 lbs. working steam 
pressure 800°F. Total 
CINCINNATI, OHIO Temperature. 
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A NOTEWORTHY CONTRIBUTION 

Clarence F. Harvey’s paper before the recent con- 
vention of the National Pipe and Supplies Associa 
tion is a distinct contribution to the jobbing field. 
The principal features of that paper are described in 
an article in this issue of MILL SUPPLIES, and it will 
be well worth every distributor’s time, whether he 
handles pipe and supplies or not, to study the Har- 
vey system of cost accounting. 

Mr. Harvey has illustrated clearly that many a 
salesman, who apparently is a live wire in turning 
in business for his house, is not such a leading light 
when his results are tested by the standards of prof- 
its, rather than by volume. He shows by a series of 
charts that the most valuable type of salesman in a 
supply business is the one who maintains uniformity 
and balance in his sales, who makes his greatest ef- 
forts and secures his best results in those lines which 
are most profitable. 

The Harvey company now believes that the only 
sensible method of compensation for salesmen is to 
pay them on the basis of actual results, and with 
the aid of the information which its cost accounting 
system furnishes, the company has made its present 
basis of payment lower than its old basis, and yet 
the salesmen for the company are making more 
money. It is unnecessary to comment at length upon 


the desirability of such results. Show salesmen how 
they can make more money for their companies and 
at the same time more for themselves, and they will 
soon begin to produce better results. 

Distributors who do not know exactly what they 
are losing in various lines, as well as what they are 
making, cannot very well determine what each of 
their salesmen is accomplishing for the house. In 
these davs when salesmanship is such an important 
factor in the mill supply business, it is important 
that the executives should be in control of this 
factor at all times. 

The solution of the problem of better salesman- 
ship in the mill supply field is one that depends as 
much upon the extent to which the executives under- 
stand their business as upon the ability of the sales- 
men in the field. 

As long as executives do not realize that salesmen 
who turn in large volume business without profit are 
not bringing results for their employers, so long 
will such losing sales methods continue to be used. 
You cannot blame a salesman for going out after car- 
load business at a cut rate if you let him imagine he 
is doing heroic work, and if you continue to allow 
him to control prices—a right which should be re- 
tained by vou as executives. 

If every mill supply house will study the Harvey 
system and will apply the principles to its own busi- 
ness, it will help to eliminate many of the causes for 
complaint about the conditions in the mill supply 
field today. It cost the Harvey company thousands 
of dollars to learn for itself what was wrong with its 
own business, and to correct its errors. It now 
freely offers to the jobbing field the benefits of its 
experience. It is this sort of co-operation which is 
voing to place the mill supply field on a sound basis. 
Let’s have some more exchanges of experience. 





“BIG BUSINESS” WITHOUT GAIN 

Additional evidence in support of the assertion 
that the distribution to our industries of supplies, 
machinery and tools in the United States is “vig 
business” is to be found in the summary of the 
cost of doing business statistics of a group of south- 
ern mill supply houses. 

Of 43 organizations from which reports were 
secured, five did a gross business of $250,000 each 
last year, eleven sold between $250,000 and $400,000 
worth of supplies and machinery, seven were in the 
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class doing between $400,000 and $600,000 worth 
of business, six in the $600,000 to $800,000 class, 
two in the $800,000 to $1,000,000 class and 12 were 
listed in the highest rank, those doing over $1,000,- 
000 worth of business. 

Using the minimum sales figure for each group, 
we find that these 43 southern supply houses did 
a total business last year of $24,000,000, well over 
a half million dollars each, a very low estimate in- 
deed when it is realized that there is no way of 
determining how many in the various classes ex- 
ceeded the minimum figures by large margins. 

It is “big business” indeed, and yet in no instance 
was the net profit for any class over 4.70 per cent, 
and the average net profit in the class between $600,- 
000 and $800,000, was but one-half of one per cent. 
Think of it. Six houses doing a total gross business 
of between $3,600,000 and $4,800,000 in a year with 
an average net profit of one-half of one per cent. 
Each one doing a lot of selling, but not one of them 
making money. 

Even in the group listed in the million dollar class, 
we find that the average net profit of the group of 
12 supply houses was only 2.01 per cent, while 
those in the lowest group, those doing only a quar- 
ter of a million dollars’ worth of business 
netted a profit of but 1.63 per cent. 

In the past few months it has been possible to 
compare cost figures of mill supply houses located 
in large eastern industrial centers, of southern or- 
ganizations covering practically the entire South and 
of many of the most iinportant jobbers of pipe and 
supplies in all sections of the United States. In 
every instance a similar story appeared in the sta- 
tistics. Regardless of location or size of the busi- 
ness, the average net profits approached the vanish- 
ing point. 


year, 


The cost of doing business for southern supply 
dealers was considerably below that of a group of 
national distributors. Yet we find the same story 
of low profits in each instance. This situation would 
appear to prove one thing, and that is, it doesn’t 
make much difference in the final results if a dealer 
cuts and digs and scrapes his costs to the bone unless 
he realizes that however high or low they may be, 
those costs must be taken into consideration when 
he sells his goods. There is no question that the 
enormous sales of mill supplies and machinery dur- 
ing the year 1924 were made without regard to 
costs. 

Ever since the first of this year, leaders in the 
mill supply field have been preaching and preaching 
the doctrine of “profits, not volume,” and any dealer 
who will study his own annual report for 1924, 
and also the summary of the facts concerning the 
general conditions in the field as regards net prof- 
its, should realize the need for this preaching. 

There are indications that many distributing or- 
ganizations are giving more thought to the prob- 
lem of profitable business. Within the past few 
months there have been reported several instances in 
which dealers are making detailed study of the re- 
sults which they are securing in various lines. 

It is by such study, and the application of the 
proper remedy after the cause is discovered, that 





profits can be brought more nearly to a level in 
keeping with the size and importance of the mill 
supply field. 

Let’s keep on preaching and preaching, but also 
let’s start doing a little practicing. 





BANKING SENSE NEEDED 

Those mill supply distributors who read the finan- 
cial pages of the daily newspapers must have been 
tremendously impressed by the recent statement of 
the condition of the banks throughout the United 
States. With one New York institution showing 
total resources of over a billion dollars, and many 
others both in our greatest metropolis and in other 
cities showing assets that are not only impressive, 
but in many instances remarkable, the situation in 
the banking world leaves little doubt as to the 
strength of basic conditions in this country. 

Do mill supply men ever stop to realize that fail- 
ures among banking institutions are comparatively 
few, and that earnings for the most of them are 
highly satisfactory? There isn’t any cut price situa- 
tion in banking circles. They all do business, chiefly 
in proportion to the reputation of the house and the 
service which they render to the public. The cus- 
tomers buy the commodity which is offered—the 
use of money—but they buy it at a fixed rate, and 
generally the banker sees that his money is well pro- 
tected before he loans it. 

Can you picture a banker making a loan at a 
rate of interest that would not cover even his over- 
head? Can you imagine that the great surplus 
accounts of our largest banks would be in the sound 
condition in which they are today if these institu- 
tions were to attempt to corral all the banking busi- 
ness in their communities by lowering their rates? 

It might be well for mill supply men to consider 
some of the essential elements that are responsible 
for bank earnings, and then apply some of this 
banking sense to their own business. In a way a 
mill supply house is a banking institution. It is 
utilizing its capital to render a necessary economic 
service to its customers. It is entitled to a fair 
return on its investment. Yet the reports of various 
units in the mill supply field show that net profits 
are deplorably small. There is a great need for 
selling service on a basis that will take into con- 
sideration the value of the mill supply house to its 
community. There is a still greater need for real- 
izing that greater profits will accrue if mill supply 
dealers will recognize that they cannot afford to 
give their goods away at cost or less. 





BACKBONE PAYS DIVIDENDS 


Does backbone in the mill supply business pay? 
Can a distributor afford to decline orders rather 
than serve a customer at a loss? Is it possible to 
win back an account after offending the purchasing 
agent by sending his order back? 

A prominent dealer recently told of an instance 
in which one of the largest mill operators in his 
territory had attempted to tell him at what price 
he should sell them their supplies. After a long 
period of argumentative discussion, the dealer took 
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a bold stand. He told this large buyer that he didn’t 
want the business unless at the fair price which 
he named. Instead of losing the account, this dealer 
found that he later received more business than he 
had secured before. 

Another dealer reported a very similar experi- 
ence in which he had shown backbone in refusing 
to cut his prices. The first result was that the big 
customer discontinued buying from him, and went 
direct to the manufacturers. In approximately 60 
days, however, the customer found out that he 
needed this dealer very badly, in fact just as badly 
as the dealer needed him, because he had to go out 
and get his supply elsewhere and at much incon- 
venience. Consequently the account was reopened 
and on a much more satisfactory basis than before. 

These are only isolated cases, but they prove that 
when a dealer gives real service to his customers, 
he becomes an important asset for that customer’s 
business. The customers may not realize it while 
the service is in operation, but like the old adage 
about never missing the water until the well runs 
dry, an apparently commonplace commodity in every 
day use becomes an absolute necessity when the 
supply is cut off. 

A few weeks ago, a well known business paper 
catering to the plumbing field published an interest- 
ing feature story about a plumber out on the Pacific 
coast who, in spite of a reputation for being the 
“highest priced” man in his line in his community, 
built up an unusually substantial business. How 
did he do it? By putting across the idea that it is 
economy to deal with a house selling on the basis of 
quality and service, rather than on the basis of price. 

We wouldn’t be foolish enough to suggest to any 
mill supply distributor that he attempt to win the 
reputation as “the highest priced dealer in town.” 
That would be suicidal. However, the house that 
will build up a reputation for selling quality goods 
at fair prices and giving service at all times, can 
build a reputation that will make cut-price selling 
unnecessary. 

It isn’t the Marshall Field class of department 
stores which is always going into bankruptcy. There 
is no record, of which we have any knowledge, that 
Tiffany is finding it hard to meet competition. So 
it is in every walk of life. The curbstone brokers, 
fly-by-nights, and all the other unethical species may 
make money for a while, but they are always pikers, 
and in the long run they usually remain just that 
—pikers. 





WHERE THE FAULT LIES 
Many manufacturers of mill supplies, tools and 
machinery are still trying to distribute their prod- 
ucts direct on the assumption that mill supply houses 
cannot sell them. Only a few days ago, one such 
manufacturer in a letter to MILL SUPPLIES stated 
that he ‘“‘cannot secure co-operation from mill sup- 
ply houses.”” He contended that he would welcome 
a change in his own distribution methods, but he 
had to be shown that the mill supply houses are 
the proper channels for the sale of his products. 
The best answer to this manufacturer is that 
= 








products similar to his are being distributed through 
the mill supply houses with great success, and the 
manufacturers who are thus distributing are not 
berating the dealers as being unable to dispose of 
their goods. 

Isn’t it quite likely that some of the dissatisfaction 
expressed by manufacturers, who fail to utilize the 
services of the supply houses, is due to their own 
lack of appreciation of what co-operation with the 
dealers really means? 

It seems reasonable to suppose that such a manu- 
facturer has either failed to translate his sales prop- 
osition into jobber terms, or that where he has tried 
out a mill supply house, he has failed to make a 
good selection. 

It is a fact also that many manufacturers imagine 
that all they have to do to secure dealer distribution 
is to send out a notice to the mill supply houses that 
they want dealers. They then expect an avalanche 
of requests to take on their line. 

That sort of selling might have lined up a group 
of distributors years ago, but today the mill supply 
house is a strong, going institution, and its execu- 
tives have to be sold just as strongly, before they 
take on a new line, as they would if they were mak- 
ing a personal investment. 

The day is coming when, instead of dealers urging 
manufacturers to sell only through them, and to co- 
operate to the fullest extent for their mutual best 
interests, manufacturers will be competing with one 
another for the right to co-operate with the mill 
supply houses. 

That day is coming, and it will come all the sooner 
when mill supply distributors realize their own im- 
portance and sell, not only the manufacturers but 
the consumers as well, the idea that they are doing 
a two-fold service, first to the manufacturers whose 
products they are distributing, and secondly, to the 
consumers to whom they are rendering real assist- 
ance. 





KNOW YOUR FREIGHT COST 

A very timely suggestion, made at the last meet- 
ing of the Southern Supply and Machinery Dealers’ 
Association, is that dealers should be careful about 
figuring the effect of freight rates into the cost of 
various items in their stocks. The dealer who intro- 
duced the subject stated that he himself had been 
figuring in the freight rate on machine bolts from 
the mill to his warehouse as between 12 and 14 per 
cent, whereas the freight rate actually figured over 
20 per cent. 

As one dealer explained it, when bolts or other 
goods cost you 70 per cent, your percentage of 
freight is entirely different than if the goods were 
purchased at a 60 per cent price. Therefore every 
time there is a change in price, it makes a change 
in the freight percentage that must be added. 

The question of percentage changes is one of the 
many little intricacies of the mill supply business 
which is probably responsible for some of the evils 
of the business today. Prices on many products 
are offered by dealers which would never be held 
out if the real costs were known. 














44 


PAULL QUPPLUES August, 1925 





















Sound Merchandising 
demands adequate stocks to fill consumer demand as it arises. 


Drop shipments increase expense and cause delays that often lose 


a sale. Keep Up Your Stock of 


TRADE MARK’ 


“PALMETT@.. 


REG. U.S. PAT. OFFICE 
yy Without Fear of Its Becoming Dead Stock 


Valves 





“PALMETTO” packing is a quick seller, as it possesses an 
unusually high quality, consistently maintained for years, and 
backed by strong national advertising. 

“PALMETTO” has the least sales resistance of BRAIDED 
any packing on the market. for 
Keep Up Your “Palmetto”? Stock and We Rods 

Will Back Up Your Sales Efforts 


GREENE, TWEED & CO. 
109 Duane Street, 
New York 


Svie Manufacturers 
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Detroit Jobber Explains 
His Practical Cost System 


Clarence F. Harvey, Vice-President of A. Harvey’s Sons’ Manufacturing Co.., 
Makes Public for the Benefit of Others in the Same Line of Business the 
Accounting Methods by Which His Company Has Found It Possible to Be at 
\ll Times in Control of Their Business and to Keep a Check on Salesmen 


LARENCE F. HARVEY, vice-president and gen- 

eral manager, A. Harvey’s Sons’ Manufacturing 

, Company, Detroit, jobber of plumbing, steamfit- 
ting and engineers’ supplies, has made public the results 
if a remarkable investigation into costs and profits of 
individual lines of suyplies. In a paper which he read 





Clarence F. Harvey 


at the recent convention of the National Pipe and Sup- 
plies Association, Mr. Harvey presented a detailed de- 
scription of the manner in which his company secured an 
exact cost accounting, not only of individual lines of 
“upplie s, but also of the margin of profits which each of 
its salesmen secured in each of these lines. 

Mr. Harvey gives credit to C. E. Mounteer, an account- 
ant, who installed and directed the company’s cost ac- 
counting department, for help and assistance in prepar- 
ing his paper, and to George Hebert, chief clerk of the 
department, for preparing charts and data. 

In preparing for a survey to determine accurate costs 
of operations, the Harvey company executives asked 
themselves a series of questions under nine main divi- 
sions. For the past two years the company has had its 
system in actual operation, and is now able to answer 
each of these questions. These questions and Mr. Har- 
vey’s answers are as follows: 


SHOWS OPERATING COSTS 


1. Will a system give us the cost of handling, storing, 
selling and delivering our merchandise, and can we find 
the comparative cost of the above as to enamelware and 
steel pipe or brass goods and tools, or any other class of 
merchandise carried by wholesale plumbers? 

The answer to this question is affirmative. The Har- 
vey method is to keep a record of all expense through the 


“Volume Rat of Walesa 


medium of a voucher record, and all expense is charged 
to the class of merchandise on or for which it is in- 
curred. For instance, the freight on a carload of enamel- 
ware is charged to enamelware, etc. Those items in 
which this is not possible are pro-rated in an equitable 
manner, and these charges include monthly charges of 
interest, depreciation, insurance, and absolutely all oper- 
ating charges, including those usually charged in “clos- 
ing’ at the end of the year. 
CLASSIFICATION OF SALES 

2. Can we find what it costs us to sell? Yes. We 
knew, in a general way, that we had sold a certain num- 
ber of dollars’ worth of meichandise during a year. but is 
it possible to know how much soil pipe, vitreous ware, 
brass goods, pipe, fittings, lead goods, or any other line 
we might sell in any given month or even in the year? 
Yes. 

Can we know the ratio of sales between the lines carry- 
ing a fair margin of profit and those carrying a narrow 
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Harvey Chart for Classifying Salesmen 


margin? Yes. The sales on each invoice are separated 
into as many classifications of merchandise as is deemed 
necessary and sorted daily, enabling the company to 
know the amount of sales in any classification in dollars 
and cents as well as the ratio to the total sales. 
TELLS GROSS MARGIN ON EACH LINE 

3. Will a cost system help to increase the net profits? 
Yes. Will it make it possible to know each month just 
what profit is being made on pipe, fittings, closets, range 
boilers, brass goods, specialties, or any other class of 
yoods? Yes. If the gross profit is not sufficient, is it 
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Plan Will Help You 


Sending the prospect to | 

the dealer’s store to buy | 
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| Rugged Oneida 


| When you recommend Oneida Steel Split 
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For \ 
Any Service— 


the 


' Pulleys, you are using a name with which 


' | thousands of industrial buyers are familiar 
"| because of long years of publicity backed by 
' successful performance of the pulley itself. 


_ Asa part of the nationally advertised Dodge 
' line, it is backed by the world-wide Dodge 


TURING CORPORATION 


Yorks: Mishawaka, Ind., and Oneida, N. Y. 
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reputation as the pioneer builders of quality 
and power-saving transmitting appliances. 


The Oneida is a pulley of points that mean 
power savings, long life and continued sat- 
isfaction to your customer. It means profit 
and prestige to you as a dealer. 


Let us tell you the Oneida story. 
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ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 


ATLANTIC Bar Belt Dressing 


20 Years on the market without a Complaint 


Belts seldom wear out. From lack of proper attention the 
pulley side of a belt rots and cracks. 


Dressing will prevent this. 


materials. We never lower the quality. Price reasonable. 


Also made in liquid form. 


ATLANTIC Belt 
Always made of high grade 
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Send in your sample and we will return it to you 
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your sample—Send it off right now and we'll have 
the answer back before you know it. 
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necessary to wait until after the end of the year inven- 
tory to correct the selling price? Does a cost system 
offer a remedy? Yes. 

Each invoice is “costed,” and the cost is accumulated 
in exactly the same manner as the selling price, enabling 
the company to know the exact gross margin on any arti- 
cle or any classification of material each month, or each 
day, thus making it possible to remedy any price condi- 
tion promptly. 

AN ACCURATE CHECK ON SALESMEN 

1 Can we determine what any given salesman sells 
during the vear and what gross margin is made from his 
les‘ j Is it possible to show whether a salesman 

} 









































Cast 
and Soil Boilers Money ratio 
Classifications Pipe | Malle-| Pipe | Lead {Plumbers} Enamel|Closets} and | Tools| indicating 
able and |Goods| Brass | Ware Radia- average 
Fittings] Fittings tion per cent of 
— —- rosé margin 
Volume Ratio of Total earned by 
Classification Sales to} 15 5 68 10 0 43 §2 15 5 68] 112] 25) Salesman 
Total Sales “E” 
Salesman “E* 11 6 63 109 85 26 20.3 17] 280)1.0 178 
Money Ratios Indicat- 
ing Percentages of Gross} 23 4 | 18 3 225] 126 2 7 17 4] 240] 119 |230 
Margin on Each 
Classification 



































Salesman E—This salesman can never expect to have a 


high average of gross margin as long as his sales in enamel- 


ware and boilers and radiation are such a large proportion 


of his total, and such a commodity as closets is such a smail 
proportion. 
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really made money for the firm or that he built up a oo 
; and Soil Boilers Money ratio 
Classifications Pipe — Pipe Fe — EnameljClosets} and | Tools} indicating 
) a es 1 @ ; le 3 W. 
Record Charts of Individual Salesmen Fittings Fitungs ‘aces teats ws 
T Cas Voluae Ratio of Total 
| | Classification Sales to} 15.5 68 10.0 4.3 5.2 15.5 6.8 





Total Sales 





Salesman ‘‘F" 18 2 7.5 


Money Ratios Indicat- 
ing Percentages of Gross 
Margin on Each 
Classification 


24.0) 11.9 



































an F—At first glance this gross margin of 14.9 
per cent would lead to suspicion of a clerical error, but fur- 
ther analysis of this man’s report reveals a large adjust- 
ment and return of merchandise in a classification not shown 
his chart. 
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ee F 4—-This man’s @ross margin is on This adjustment and return actually created 
he sold less than the averas a loss in that classification and lowered his gross margin. “i 
! ofitable items of pipe, plumbers’ brass, and tools, > i oo Boilers nae 
more of the les profitable items of fittings, lead goods Classifications Pipe | Malle-} Pipe | Lead |Plumbers]Enamel|Closets| and | Tools| indicating 
PRE 2 able and |Goods| Brass fare Radia- average 
enameiware. Fittings] Fittings tion per cent of 
- - = : : _— |] —_|———_ gross margin 
oa Soil | Boiler: Money ratio Koume Ratio of Total earned by 
Classifications Pipe | Malle- | Pipe | Lead |Plumbers|Enamel Closets] and |Tool:| indicating Classification Sales to| 15 5 ae 10.0 43 5 15.5 6.8) 11.2125 = 
able and |Goods | Brass are adia- CN a te oe ee Ce eee ee 
Fittings |Fittings tion per cent of 
re ae | reas aren Salesman “G" 169] 70 13.2] 44 6.6 88] 9.7] 132]1.4 23 6 
Volume Ratio of Total earned by 
ae eee ee Oe ee ee te ke a ee eee a ee See eee lore ee ee eee 
a! Sales B Money Ratios Indicat- 
SS a ae aa 9 ~ ing Percentages ofGross} 23 4 | 18 3 22.5 | 12.6 9.7 17.4 | 24.0 | 11.9 |23.0 
ee ° 
Salesman “B 1.9] 57 | 136] 67] 44 | 174] 7.6113.3]23] 20.5 en ee 
$e | ——}-— ——— || — -]-—, - Salesman G—You will note that the gross margin earned 
Money Ratios Indicat- , ic calecms ic . iohesc 4 > lic The reas . 
sc Percentages of Gross| 23.4 1183 | 22.5}126] 21.7 | 17.4] 24.0] 11.9 f23.0 by this salesman is the highest of the list. | rhe reason foi 
Margin on Each this is the uniformity and perfect balance of his sales. Note 
ae —L that he exceeded the average percentage in the more profit- 
Salesman B—His sales gave the company a full one pe able lines of pipe, plumbers’ brass and closets and that his 
greater margin than A’s because he did better in the sales were less than the average in the less profitable lines of 
n profitable items of soil pipe and closets, and in addi-  |ead goods and enamelware. This man’s report was marked 
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1e sold a considerable amount of specialties, not shown “exeellent” and justifiably so. 

n this chart. Cast 4 
Cast ' and Soil Boilers Money ratic 
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able and {Goods} Brass | Ware dia- averaye Fittings] Fittings tion per cent of 
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ee ee ee le eee eee eee gross margin Volume Ratio of Total i ’ ; : earned by 
slume Ratio of Total earned by Classification Sales to} 15.5] 6.8 10.0] 4.3 5.2 15.5} 6.8] 11.2 | 2.5] Salesman 
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s” 
Is Business Slippin: 
thru Your Fingertips ? 


You check up on your salesmen when they fail to get the 
business from their territories, especially if your best cus- 
tomers are “switching” elsewhere. Isn’t it fair that you 
demand the same of your catalog—that it produce orders 
direct from the trade? 


2 


When you issue Heinn Loose-Leaf Catalogs to your 
dealers, you’re sure of getting the business when your 
salesmen aren’t around. Orders placed “in between” 
salesmen’s calls are slipping through your fingers—if a 
loose-leaf catalog isn’t on the job. Here are the main 
reasons: 


Dealers have a complete, daily reference guide of the goods 
you sell. They know when new items are added or old 
ones dropped—when prices have changed—such a service 
protects them in buying and selling. They use your 
catalog because it enables them to conduct their business 
with greater profit. 


Get all the business you should be getting. Check up— 
are your catalogs loose-leaf? Manufacturers and jobbers 
everywhere are using the loose-leaf system with note- 
worthy success—for both salesmen and general trade 
needs. Prices and complete information on Heinn Catalog 
Binders will be gladly sent without cost or obligation. 
Write today. 


THE HEINN COMPANY 


Originators of the Loose-Leaf System of Cataloging 


351 Florida Street Milwaukee, Wis. 





~day catalogs 
yearoatter-veuy 
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volume selling merchandise on which the margin of 
profit is very small? Yes. 

The sales invoices are sorted as to salesmen, and 
therefore the gross margin as to any man’s sales is avail- 
able. This information makes it possible to tell whether 
or not a salesman is building up profitable lines or volume 
business on narrow-margin goods. The company makes 
a report to each salesman every month, showing just 
what he is selling and how much money he is actually 
earning for his company. “If the salesman is prone to 
cut prices or merely ‘taking orders,’ that is, selling lines 
where the margin is small, this is at once detected by 
reference to the gross margin on his sales.” 

In illustrating the methods of his company in deter- 
mining the results of their salesmen’s efforts, Mr. Har- 
vey introduced a large chart. The figures on this chart 
reflect the actual operations of sales, return sales and ad- 
justments, and are not a true reflection of the margin 
between the actual cost and the actual selling price. To 
simplify the chart, figures from only nine of the more 
general classifications and only 10 of the company’s sales- 
men’s records are used. 

In further explanation of the chart, Mr. Harvey said: 
“You will note that in the classification of boilers and 
radiation, a very small margin is indicated in the money 
ratios. However, this classification is profitable from a 
net profit standpoint because of the fact that practically 
all of this merchandise is sold as a ‘direct shipment’ and 
our cost system provides that it carry only a small per- 
centage of the overhead expense.” 

DETERMINES SALESMEN’S COMPENSATION 

5. Can an equitable and mutually beneficial basis of 
payment of salesmen be developed? Yes. Shall we pay 
salesmen by the amount of time they spend on the job or 
shall we pay them by results? By results only. 

Mr. Harvey in illustrating this point told the following 
story about a salesman who was receiving too much com- 
pensation: 

“Recently a well known local jobber told me that he 
had had a salesman with him for quite some time and 
that another concern in our city had taken him away. 
Upon talking to the salesman before leaving, he quite 
frankly and confidentially told the jobber what the other 
concern had agreed to pay him. 

“The jobber told me that he did not very much regret 
this man leaving his employ, for as long as he had been a 
member of his sales staff, he found him to be one who 
concentrated almost entirely on a class of business that 
did not show a very large gross margin. He termed this 
salesman a ‘volume fiend,’ as he would rather sell a 
couple of carloads of enamelware on an apartment job 
than to take a number of small orders which represented 
a real profit. 

“Here is the basis on which the other concern hired 
this salesman: 


SEEMNEMIE his iat Suerstarccaneyet sleet $85 per week 
Car allowance ....<.+...0%. 15 per week 
PMPONEE 5 ina Sacco e ee does 6 per week 


$106 per week 
“In addition to this, he was to receive two per cent on 
gross sales. On a volume of $100,000 per year his sales 


would be: 
NON a. eh ey avreeen es, hte: oh oreo aaheee ee $4420 
OC COT a ee er 780 
EMT gorse 8 ace cr hoe eG URES 312 
CRON, oo eek i hae eee Rane 2000 
$7512 
Be GN sa Sots eee eeaaase 7.5% 


“Had the concern which hired this salesman known 
anything about their cost on either their direct or stock 
shipments, they would have known at a glance that this 
salesman instead of making them a profit was going to 
actually cost them a nice sum of money.” 

The Harvey company believes that the only basis for 
compensation of salesmen should be on results obtained. 
In other words that if Jones sells $100,000 worth of goods 
a year at 15 per cent margin, he is not entitled to as 
much compensation as Smith who sells only $90,000 
worth but at a 20 per cent margin, because Jones’ mar- 
gin is only $15,000, while Smith’s is $18,000. With the 
information which the cost accounting system furnishes, 
the company is in position to pay each salesman a portion 
of the money he actually earns and places all salesmen 
on a more equitable basis. 

“Regarding the difference in sales cost between our 
present basis of payment of salesmen and our former 
one,” says Mr. Harvey, “it might interest you to know 
that the present one is lower and our salesmen are mak- 
ing more money.” 

POINTS OUT PROFITABLE TERRITORIES 

6. Which territory pays the best? This is another 
question that is answered by the cost accounting system. 
In sorting the invoices with regard to different salesmen, 
they are automatically sorted geographically, giving the 
company the same information regarding any territory 
that is given for any salesman. If a territory is profit- 
able, the company’s efforts can be concentrated on it, and 
vice versa. 

CHECK ON BILLING ERRORS 

7. Can we actually see, set down in black and white, 
the selling price and the cost of an article, the one along- 
side of the other? Will we be in a position to correct an 
error in our favor in billing our customer before he has 
called it to our attention, or will we be in a position to 
correct an error which he might never mention because 
it was in his favor? 

The cost and selling price are actually set down in 
direct comparison, enabling the company to tell at a 
glance if the billing is correct. All costing is done with- 
in 24 hours of the billing, which permits corrections be- 
ing sent out before the customers have time to notify the 
company of any error. 

MONTHLY PROFIT AND LOSS STATEMENT 

8. At the end of each month will it be possible to show 
the sales, the cost of merchandise sold, the gross margin 
earned, the operating cost for that month and the net 
profit earned? Yes. 

All information is summarized on a monthly profit and 
loss statement, which reflects the gross and net sales, 
gross and net cost of merchandise sold, gross margin, 
expense and net profit on each class of merchandise. 

“T can assure you,” says Mr. Harvey, “that the results 
are most startling since it reflects these elements on every 
class of goods just as if each was a report of a firm 
handling only that particular class of material. In a mer- 
chandise ledger is entered all purchase invoices by classi- 
fication as a debit, and the cost of sales by classification 
as a credit, and monthly balance on each classification 
shows the actual inventory value of material on hand in 
each classification.” 

ALL FINANCIAL DETAILS AT A GLANCE 

9. Will it be possible to know monthly the available 
working capital, to control collections, to know the addi- 
tions or withdrawals from working capital, the amount of 
maturing obligations and other information about finan- 
cial details? 

The results derived from the Harvey system are fur- 
nished by a detailed comparative balance sheet prepared 
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Large quantities of finished valves and fittings, in a 
complete range of sizes, are constantly carried in 
stock for immediate shipment. 


Vo Gt D Te Op forged nao 
Steel Valves & Fittings 


are recommended for high pressures and temperatures of oil, gas, air, water, 
ammonia, and superheated steam—write for the new fitting catalog, which 
illustrates the complete line of Vogt Drop Forged Steel Valves and Fittings 
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HENRY VOGT MACHINE Co. 





INCORPORATED Write for 
hy LOUISVILLE, KENTUCKY catalog 
New York Chicago Philadelphia Dallas 


DROP FORGED STEEL VALVES AND FITTINGS, WATER TUBE AND HORIZONTAL RETURN TUBULAR BOILERS, ICE. 
MAKING AND REFRIGERATING MACHINERY, OIL REFINERY EQUIPMENT. 
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monthly from the general ledger. Only slight changes in 
this ledger are required to provide for the control of cost 
system. These changes make possible the preparation of 

such a monthly balance sheet as complete in every partic- 
ular as the best annual statement that would have been 
btained previously. 

“The entire procedure,” says Mr. Harvey, “it made an 
integral part of the general accounting system and as 
such must tie up in every particular with the general 
ledger: the two, in fact, as with all properly functioning 
cost systems, depend on each other for value and accu- 
The balance sheet is prepared monthly from the 
general ledger and the profit and loss statement is pre- 


racy. 





pared monthly from the cost records, and are reconciled 
in the same manner as those prepared from books of ac- 
count which do not provide for a cost system as a part 
thereof. Therefore, it is seen that the results do not de- 
pend upon estimates, but are based upon actual facts as 
borne out by the records of the business. 

“T am sure that any executive who has the above in- 
formation at his fingertips can truthfully be said to be in 
control of his business. It is certain that anyone who 
has this information will be in position to adopt measures 
of expansion or retrenchment, where one not having the 
information would be at a loss as to what action to take 
or where to begin.” 





Early Days of Competition 


E. I. Leighton Tells About His Career Before Becoming a Jobber 


Ik. I. Leighton, secretary and treasurer of the Leigh- 
ton Supply Company, Fort Dodge, Iowa, jobber of mill, 
steam. factory and plumbing supplies, recently inter- 
spersed some personal history in an address before a 
group of manufacturers and jobbers at the commercial 
club of his home city. At the same time he presented 
some interesting information about the amount of freight 
received and shipped by his company over a nine-year 
period. 

Mr. Leighton was born in Vermont and in 1872 at the 
age of five vears moved to a farm at Manson, Iowa. At 
that time, he said, the best farm land could be bought for 
five dollars an After 13 on the farm, he 
moved to Fort Dodge. For three and one-half years he 
worked in his uncle’s hardware store, then purchased the 
business and with a partner, A. J. Arthur, operated it 
for three years. He later bought a plumbing shop and 
took in a partner. The latter was an ex-Keeley cure grad- 
uate and later went to an insane asylum. Mr. Leighton 
lost everything in this venture, but in 1893 started anew 
and the following year was joined by his brother, L. L. 
Leighton (now a resident of Seattle) and from that time 
until 1909 the business was operated under the firm 
name of Leighton Bros. 

Leighton Bros. started in the jobbing business in 1900, 
and in 1909 the business was incorporated under its 
present name. On January Ist, 1912, the company moved 
to its present building, 1224-36 First avenue south. The 
firm of Leighton Bros. was the first plumbing and heat- 
ing supply jobber in central lowa. Prior to its entrance 
into the field, Chicago jobbers furnished most of the 
supplies to the trade in that section of lowa. 

Mr. Leighton illustrates the competitive conditions of 
the early nineties by the following narrative: 

“The early days in the plumbing business in Fort 
Dodge witnessed very keen competition. As a sample, at 
that time a prominent business man was erecting a new 
10-room house on Second avenue south. He asked 
Leighton Bros. and our only competitor, Ed. Walters, for 
bids on a very complete job of gas fitting, plumbing and 
hot water heating. Jobs of this character were few and 
far between. We figured very closely and decided we 
would bid $600 on the complete job. After considering 
the matter carefully we decided to bid $599 for fear our 
competitor would bid $600. We finally decided that he 
might have an idea along the same line, and we decided 
to bid $598.50. Sure enough, our ¢ompetitor bid $599, or 
50 cents more than our bid. We won the job fair and 
square by 50 cents low bid, but Mr. Business Man ac- 
cused us of being in cahoots with our competitor and 


acre. years 


gave his job to an outside plumber after changing his 
specifications and plans, and without giving either of the 
Fort Dodge plumbers another chance.” 

Since those days when the Leighton company was in 
the retail plumbing business, the character of the busi- 
ness has changed, and today the company is one of the 
outstanding jobbers in Iowa. An idea of the amount of 
business which the company does is given in the follow- 
ing statement by Mr. Leighton: 

“From 1913 to 1921, inclusive, we received and 
shipped the following number of cars, based on minimum 
carload of 30,000 pounds each: Received, 2,107 car- 
loads; shipped, 1,660 carloads. If the total carloads in 
and out were loaded at one time, it would make a train 
over 30 miles in length, or an average train of 31% miles 
in length for each year. The total amount paid »y us for 
inbound freight for nine years, 1912 to 1921, inclusive, 


was $272,812. This record shows that about 12 to 15 
per cent of our merchandise is sold in Fort Dodge. This 
does not show the many carloads of merchandise which 


we sell and ship direct from factory to point of destina- 
tion. Our records show that we received the following 
prices per pound for outbound freight for the different 
vears: 1913, 6 cents; 1914, 7 cents; 1915, 7 cents; 1916, 
81, cents; 1917, 11144 cents; 1918, 134% cents; 1919, 13 
cents; 1920, 15 cents; 1921, 11 cents.” 


ANOTHER BIG CONSOLIDATION 
Vonnegut Hardware Company Has Purchased the Lilly Hardware 
Company and Will Erect New Warehouse 

Negotiations have been completed for the consolida- 
tion of the Lilly Hardware Co., 114 East Washington 
street, Indianapolis, with the Vonnegut Hardware Co., 
120-124 East Washington street, that city. Early in 
July the probate court approved the transfer of 683 
shares of the common stock of the Lilly company, owned 
by the estate of the late James W. Lilly, to the Vonnegut 
company for $88,790. By reason of the purchase, the 
Vonnegut company becomes one of the most important 
factors in the hardware and mill supply business in the 
middle west. 

R. C. Vonnegut in a statement to MILL SUPPLIES said 
that his company contemplates the construction of a 
large new warehouse in the near future. At the pres- 
ent time the Lilly business is occupying a three-story 
building and the Vonnegut company has a four-story 
building. Each of these has a frontage of 45 feet. 
The plans call for the operation of the consolidated com- 
pany with much the same personnel as is now employed 
in the separate businesses. 
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BLUE RIBBON NIPPLES | 


Cut from Clean, New Pipe—Accurately Threaded 


In the three plants making Blue Ribbon Nipples, great care is taken to | | 
turn out products of the highest quality. Only new steel, wrought iron | 
and brass pipe is used. The threads are accurately cut and the ends 
reamed and chamfered. The last step in their manufacture is a careful | § 
inspection—every nipple must measure up to the Blue Ribbon standard. 


In the handy carton shown above, Blue Ribbon Nipples can be sold to your cus- 
tomers in lots of 100, assorted lengths, in the one-half, three-quarter and one-inch 
sizes, in either black or galvanized—no handling, no counting, no marred threads. 
The label on the carton gives exact contents. 


are ADEN IIE A PET 


For the convenience of the supply trade, Blue Ribbon plants are located in Balti- 
more, Chicago and Los Angeles. Secure prompt deliveries by ordering from the 
nearest plant. 


Standardize on Blue Ribbon Nipples, Tank Nipples, Longscrews and Specials. Your 
customers will like them. 


Pipe Coils, Pipe Bends, Headers, Vaporizers and Receivers. 
Hrite for quotations. 


CHICAGO NIPPLE MFG. CO. || 


Baltimore Chicago Los Angeles 

















When writing to Advertisers please mention Mitt Suppires. 





ret oO 


- in et ie mee 





cee es 


NER SET 


August, 1925 


PULL & 


7 

¢ 
cn 
vu 




















The Dealer’s House Organ As a Sales Help 


Should Be Published With a Definite Plan for Accomplishing a 
l g 


Predetermined Object and Backed by a Thoroughly Sound Policy 


W. W. FRENCH 
Advertising Manager, Dodge Manufacturing Corporation, Mishawaka, Ind. 


In previous articles a great deal of stress has been 
laid on the importance of establishing through the 
medium of printed publicity, used consistently in ac- 
cordance with a definite plan, a distinct and desirable 
personality for the mill supply and machinery house. 
Since the ultimate object of all advertising and selling 
plans is to sell goods, and at 


should be taboo. Employees do not need advice as much 
as they need instruction in the work they are engaged 
in doing. Individuals should not be exalted because this 
breeds jealousy, and in many cases leads to ridicule from 
others. The product should be discussed. Such policies 
as should be understood by the personnel should be ex- 

plained. Suggestions should be 





the same time to sell the organ- 
ization as a headquarters for 
many lines rather than a source 
of supply for any one line, it is 
well to consider the house organ 
as a most important link in any 
well planned and complete pub- 
licity program. 


| 
As an 


this topic of the 


advertising 
also editor of his company’s house organ, 
Mr. French is in a position to discuss 
relationship of such a 
| publication to the general sales promo- 

tion work from the point of view of an 


welcomed and “personals,” free 
from unwelcome personal refer- 
ences, should bring employees in 
closer contact with each other. 

If an internal house organ is 
decided upon, much information 
can be secured from firms who 
successful 


manager who is 


“ ” | eapert. He believes that a house organ | have published | or- 
; wae Oe — can be div ided | can be made a ve ry important link in _ M uch care should si pat 
into three distinct classes for | | ercised in the establishment of 


purpose of analysis. house, 


THE INTERNAL HOUSE ORGAN promotional work, 


First, let us consider the in- | 
ternal house organ, which is a | 
medium for the building up of | 
internal morale and the estab- | 
lishment of internal pride and 
personal interest in the firm and 
its product among the 


should 
He 


supply house 


not be 
also 


and 


organ. 


| 
persons | 
whose co-operation is necessary | 
for the manufacturing and mer-_ | 
chandising success of the busi- 
ness. | 
| 


Because any business must be 


There are but 


and will be on the 


and perfectly meshed train of 
gears, in which every tooth 
transmits its proportionate and | 
predetermined quota of power, | 
morale is essential in order that | 


likened to a smoothly operating | 
| 
| 
| 


10. The Dealer's 


partment. 


| the selling campaign of any mill supply | 
but that, like all other forms of 


is to be thoroughly effective. 

In this article Mr. 
pertinent suggestions as to what should 

included in a 
offers to 
executives in se curing in- 
formation about successful house organs 
in the mill supply field. 
two 
maining in this series by Mr. French 
and these will be covered in the Septem- 
ber and October issues of Mill Supplies, 


9. The Mechanical Side of Advertising. 
Sales 


| a definite and sound policy, as 


i should be well as in the selection of an 


pro- 


duced with a definite plan in mind if it | editor who is not only an expres- 


sive writer but one who knows 


Wieusk wuts | men, women and business. 
ch makes Sone | 
| 


THE SALES ORGAN 
house 


; The next distinct house organ 
mill 


assist | eae . 
| division is the sales organ, pub- 
| lished for distribution among 
| salesmen, distributors and other 
_ | selling outlets. The sales organ, 
— 4 properly edited and under the 
| close supervision of the sales de- 
| partment, can be a powerful 
medium for the dissemination of 
practical knowledge regarding 
the lines sold, the house policies 
and the things that help sales- 
men sell more goods at a satis- 
factory profit. 


more articles 
following subjects: 


De- 


Promotion 





production and selling be prop- 
erly coordinated, with net profits always the result. 

Without tracing the dependency of department on de- 
partment through all the intricate mazes of manufac- 
turing, buying and selling, it can be truthfully said and 
supported by the experience of far sighted business 
executives that where an organization is extensive, a 
house organ edited for employees only can be made the 
means by which each man and woman member of a 
working force can be shown their relation to the success- 
ful conduct of a business, and where their proper func- 
tioning with relation to other employees is the means 
of individual advancement. 

We are not seeking to merchandise the internal house 
organ in this article, because selling goods is the key- 
note of this present series. But because the internal 
house organ is in a distinct class, and is in reality a 
means of selling a house to those who in turn must sell 
the house to the ultimate consumer, who determines the 
profit to be made, it should be considered briefly. 

In editing an internal house organ, preachments 


So called “pep” talks are not 
as effective as information that will enable a salesman 
to answer intelligently a question put to him by care- 
ful and well informed buyers. Stories of performance 
that can be made the basis of interesting and effective 
presentations are always good. Consider your sales- 
man on his sixth or eighth call on a prospect or cus- 
tomer. What does he talk about? Are you putting on 
him the burden of digging out the facts that should 
form the basis of his selling talks, when the real re- 
sponsibility rests with the house, which should be the 
fountain of knowledge with its tributary streams of 
knowledge flowing constantly into the selling channels? 

For instance: To tell Jones through the sales organ 
how Smith has just turned in an order for a carload 
of a commodity is not as important as to tell Jones 
the factors that entered into the closing of the carload 
sale, so that he in turn can adapt the methods used in 
closing up a few similar sales on his own account. 
Using the other fellow’s success as a club over the sales 
force is not good, because it breeds dissatisfaction and 
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What these men tell you we 


We quote below letters received trom rubber jobbers 
commenting on Republic’s Advertising Plan. Read 
them, they are 


Letters from Your Friends 


(1) 


(3) 





have done for them, we can 
do for you. If you will use 
the coupon below, complete 
information willbe forward- 
ed. Use it today. 


The Republic Rubber Co. 


Youngstown, Ohio 


Gentlemen: 
kindly forward the reason that d 3 
are enjoving such excellent business 


Vi , me under any ob 
Without placing me under any 


I also want to 


your Five-Point Policy and your proposition 
rubber goo 1s ] »bbers 
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ligation will you 
lealers carrying the Republic line 
hear about 


to mechanical 





follow u p. 


“We are in receipt of yours with reference to 
advertising campaign. 


“We have noted your letter of the 2nd, which 
was gotten out to stimulate the sale of Hose. 
This is an excellent idea. We might say along 
this line that we have a man calling on this 
class of trade and he is getting some results. 
We are going to give this our undivided at- 
tention and wish to assure you of our appreci- 
ation of your cooperation along these lines.” 


We think this is a very 
good idea, and if possible we would like to have 
you send us the same list you are using that is 


in our territory, so that we can give it a close 
” 
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“This advertising campaign seems to impress 
trade very favorably as we have had a number 
of comments on the aggressiveness of this con- 
cern, and when they begin to notice that we 
carry a superior line of rubber goods, there 
will be no question in their minds where to 
order when in the market.” 


“I have been reading the material you are 
sending out with very much interest. 
go-getter stuff. Thanking you for the spirit 
of cooperation shown, we are,” 
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smacks of playing favorites, but passing on practical 
information that has proven itself effective is welcome 
at all times. 

If a line of wire rope has withstood an unusual test 
in service, the information might enable Smith to sell 
a tough prospect, who might have been holding out be- 
cause of lack of specific information as to what the rope 
might be expected to do in his particular service. 

Manufacturing processes treated in a _ non-technical 
manner are good subjects for interesting articles. An 
occasional article on the firm policy of extending and 
approving credits might iron out a wrinkle now and then 
for some member of the sales force who might feel that 
he has been discriminated against by the credit manager. 

Above all, forget the “you and I” attitude, and make 
it “we” all the way through. It is true that salesmen 
draw salaries and partners divide profits, but it is the 
partners and salesmen as a team who make both profits 
and salaries possible. The same with distributors. They 
are as surely part of the selling organization as the 
sales manager himself. 

A sales organ can make mill supply salesmen out of 
specialty salesmen. By this is meant, the conversion 
of specialty men into merchandisers of the complete 
line of goods sold by the house. If a mill supply sales- 
man develops a one track mind on belting, for instance, 
it can generally be credited to the fact that someone 
has either pumped him full of belting, thereby making 
it easier for him to sell that particular commodity, or 
that his experience has been more extensive in that 
particular line. The passing out through the channels 
of the sales organ of real information on many lines 
will automatically increase volume, as it extends the 
salesman’s interest and he in turn passes it on to the 
customer. 

THE GENERAL HOUSE ORGAN 


The last general division is the general house organ 
edited to appeal to not only the personnel, as does the 
stricty internal house organ, to the selling and distribut- 
ing organization, as does the sales organ, but to the 
ultimate purchasers of the products merchandised. 

The general house organ must sell, not by idle boast- 
ing, but as in the case of the sales organ, by the circu- 
lation of practical information. However, a_ general 
house organ, to be assured of a reading in these days 
of many publications all clamoring for attention, must 
not be overbalanced on the selling end. There should 
be articles of general interest to the class of people it 
is intended to reach. If it goes to the buyers of in- 
dustrial equipment, as a publication issued by a mill 
supply and machinery house naturally would, it should 
contain practical and pointed articles that will help the 
man reached to do his job better and with greater 
economy and satisfaction. If in doing this a kind word 
can be said about a product that the firm sells, this is 
strictly legitimate and undoubtedly effective. Too much 
of the strictly selling talk, however, should be avoided. 


EDITOR SHOULD KNOW THE FIELD 


Great care should be exercised in the selection of an 
editor who knows the field and the products sold. He 
should have a knowledge of selling methods or he cannot 
be expected to produce a publication that will sell goods. 

The editorial line-up should be balanced. “Personals” 
regarding friends of the house are always good. Humor 
should be carefully chosen, as you are talking to a mixed 
audience and a story that might ‘offend even one reader 
is seldom a good investment. 

As to make-up, this all depends on the class of house 
organ you are going to issue. Better make it the best 


in its class if the publication is at all justified, than to 
waste money on something that will find its way into 
the waste basket. Buy lots of good illustrations and 
make them distinctive. Buying a house organ should 
never be on the same basis as buying a car of stock. If 
it isn’t distinctive and if it doesn’t accurately reflect 
the house which publishes it, it is likely to do a great 
deal of harm. At best it can be but a waste of money. 
SELECT MAILING LIST CAREFULLY 

Build a good mailing list and make it select rather 
than extensive. If you send it to the boss, don’t let him 
see a copy on the office boy’s desk unless he himself puts 
it there. Scrutinize requests to be placed on the mailing 
list. Make it something to be desired. Cull out “‘dead”’ 
names as fast as possible. 

One of the most successful house organs in the 
writer’s opinion is a model of the printer’s art. It 
always carries a personal reference on the front cover, 
and it is rare that it is not looked at by even a casual 
reader. Cheap selling always gets cheap business. Re- 
sults will generally be in proportion to the effort ex- 
pended. 

It is far better to send out a hundred copies a month 
to a real mailing list than to waste a thousand copies 
on a mailing list that might include only a hundred 
real buyers. 

In deciding on the publication of a house organ of 
any of the classes mentioned, the first step naturally 
is to determine whether the need exists, then to lay out 
a definite plan for the accomplishment of a definite object 
and to keep at it. Results are always cumulative, and 
the success of any program of publicity must be judged 
over the long swing and not on a single mailing. Build- 
ing a business is a gradual process, and just as it takes 
constant selling contact to develop an account, it takes 
just as continuous advertising effort and the employ- 
ment of all practical avenues of publicity. 

To any dealer considéring the use of a house organ 
the writer will furnish a list of successful publications 
issued by mill supply and machinery dealers, as well 
as other organizations who use them to do a real selling 
job. The house organ is another link in the selling 
chain, and properly used it will become a factor in the 
attainment of the ultimate goal of all business effort— 


volume and _ profit. 
2 


DODGE MEN IN ACCIDENTS 
W. W. French’s Car Was Sideswiped by a Bus and Regis Roy's 
Hit a Culvert 

W. W. French, advertising manager, Dodge Manu- 
facturing Corporation, had a narrow escape from serious 
injuries in an automobile accident on Sunday evening, 
July 19. While returning home to Mishawaka after a 
visit in Kalamazoo, Mr. French’s car was sideswiped by 
a motor bus. Mr. French was badly cut by broken glass, 
Mrs. French sustained a broken shoulder blade and a 
broken bone in an ankle, and their young daughter was 
severely shocked. 

Two days previous to Mr. French’s accident, Regis 
Roy, a sales engineer for the Dodge Manufacturing Cor- 
poration, figured in a very serious accident. While driv- 
ing near Cassopolis, Mich., Mr. Roy in avoiding another 
car ran into a concrete culvert. He sustained a fracture 
of the right leg and was severely cut about the face and 
body. His housekeeper sustained even more serious in- 
juries, and at last reports little hope of her recovery was 
held out because of her advanced years. A daughter of 
the housekeeper who was also in the car, sustained a 
fractured knee, several broken ribs and a severe wound 
on the forehead. 
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“TENTACULAR” 
The Suction Belt 


A Belt That Can Do This Re- - 
quires No Further Explanation: 
Downie deep well pump with automatic start 
up and stop, manufactured by the Keystone Driller 
Company, Beaver Falls, Penna. 
Type of belt used: 5” wide ‘**Tentacular”’ 
Waterproof Single. 


Motor 10 H. P. Pump Pulley Diameter 36” 
Pulley Diameter 10” Distance Between Centers 30” 
Belt Speed 2250 feet Pull on Top Side of Belt 











per minute 


ALEXANDER 


14 South Street 


BROTHERS, INC. 
Philadelphia, Penna. 





Hee will be pleased to send you Vanufacturers und Sole Licensees 
“Tentacular” Literature for the United States and Canada 
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Fig, 133. Acute Heel Shelf El t B k t 
ucket, heavy duty, especi- Vy Fig. 1124. 
ally adapted for handling e a or uc e & aioe Fae gy Mh 
coal, stone, cement, ores, used for a variety of service 
~ wy. - = to . conditions. Pours its load 
ee Since 1880, when Salem Buckets were awarded instead of throwing it. 

first premium for superiority, no other make of 

bucket has approached the Salem in quality, long 

wear, or unusual service. It is made in many dif- 

ferent sizes and gauges of steel ranging from 24 

gauge to 6 gauge, and is adaptable for handling 


materials of practically any size, shape or weight. 


Our large stock of standard sizes and gauges and 


Fig. 668. Extra heavy our ability to furnish buckets made up in accord- 
Salem” Elevator bucket, is . P 

suitable for ores,coal, broken ance with your specifications, enables us to offer 
stone, and similar heavy 


‘ : Fig. 132. Round Heel Shelf 
substances. excellent service and prompt delivery. penne Sone cee re oe 
charge readily from other 


[ i " les of buckets. 
Write for Price List 3625 ” ae ets 


MULLINS BODY CORPORATION 


Successors to W. J. CLARK CO. 
102 Mill St. Salem, Ohio 
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KNILL QUPPLIES 





Our Economic Position 


This Country Is Her Own Best Market for Products of Industries 


Mill supply manufacturers and distributors may se- 
cure an enlightening vision of the remarkable founda- 
tion upon which the whole structure of their business 
and of industry in general stands in the United States 
today, by studying the grag ce rt chart which is a 
reproduction of one made by the National Industrial Con- 
ference Board, Inc., New York City. 

Although the population of this country is only 6.2 per 
cent of the entire population of the world, and our land 
area but 5.7 per cent of the world’s area, nevertheless 

United States has 37.9 per cent of the total installed 
water power of the world, 57.8 per cent of all telephones 
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National Industrial Conference Chart 


and telegraphs, and 33.9 per cent of all railroads. This 
produces 82.7 per cent of all automobiles and 
motor trucks, 43.5 per cent of all coal, 72 per cent of all 
petroleum, 52 per cent of all cotton, 46 per cent of all 
lumber. 

Can this country hope to keep on in its present dom- 
inant economic position in the world? The National In- 
dustrial board, in presenting its chart, states that there 
are two elements which in themselves assure this coun- 
try of maintaining such a position. One is a superior 

ealth of natural resources, and the other is the posses- 
sion within our own boundaries of the greatest and 
broadest market for the products of our industries. 

According to calculations of the board, the country’s 
most important resources have hardly been touched. 
Only about one-half of one per cent of its 3,500,000,000,- 
have been mined, while known 
reserves of iron amount to approximately 3,000,000,000 
tons and probable iron reserves approximately 70,000,- 
000,000 tons. The copper reserves of this country are 
estimated to be approximately one-third of the world’s 
total. 

The conference board believes that it is most signifi- 
cant that the United States is her own best market for 
manufactures, assuring this country of economic inde- 
pendence in world relations. The relatively high stand- 
ard of living helps to make the domestic market the best 
field as in contrast to other countries with much greater 
population. Moreover, the board points out, it is charac- 


country 


000 tons of coal reserves 





teristic of a country organized for quantity production 
that should the market become satiated with any one 
commodity, new wants are created for utilizing raw ma- 
terials, equipment and labor, directing the respective pro- 
ductive capacity into other channels. 

To illustrate the point that the home market is best, 
attention is called to the fact that while the United States 
produces approximately 83 per cent of all motor vehicles 
in the world, this country uses practically all these cars 
within her own territorial limits, less than five per cent 
of the entire output being exported. Of all exportable 
goods produced in 1921, the United States exported only 
about 11 per cent. 





PROMOTION FOR W. W. BRASIER 


The Yale & Towne Manufacturing Company Has Appointed Him 
to Fill Newly Created Office 

W. W. has been appointed assistant to the 

vice-president in charge of The Yale & Towne 

Manufacturing Company, Stamford, Conn. In this 

capacity he will assume many of the duties which for- 


Brasier 
sales of 











W. W. Brasier 


merly were performed by Charles W. Beaver as general 


sales manager of the company. 

Since the resignation of Mr. Beaver, no one has been 
appointed to act in the capacity of general sales man- 
ager. J. C. Morgan is manager of the hoisting equip- 
ment sales, and Mr. Brasier’s new position will not 
change Mr. Morgan’s status. 

W. W. Brasier became associated with The Yale & 
Towne Manufacturing Company in 1907 as an employe 
in the New York office. In 1911 he left for the west 
to become the company’s representative on the Pacific 
coast and in the Hawaiian Islands. His work there was 
very successful, and he later returned to the home office 
as manager of padlock and night latch sales. His new 
promotion is to a newly created office, instituted follow- 
ing Mr. Beaver’s resignation. 
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ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions ~ 


3) IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends. 


Sizes 2 in. to 12 in. Inclusive. 








Turned and Polished Shafting | 


Milled Key Seats at Reasonable Prices 


Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. 


Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Mills and General Offices: 
HARVEY, ILLINOIS 


Chicago Phone: Pullman 6496 





Reliability 





HOON 


is built into 








Established 1891 


Chicago Warehouse: 
1023-1025-1027 West Jackson Blvd. 


Phone: Monroe 5356 and 5357 












WE 


Automatic 
Injectors— 
Absolutely reliable, 


quick pickup, high 
lift, last for years 


have 
suction 
without 
marked 
is why 


The Penberthy Cat- 
alog tells in detail 
about these and 


repairs, and effect 
economies. That 


more than a million and a cthers of the 
quarter have been put into Famous Penberthy 
service. 39 years’ experi- Li 

ine. 


ence is back of every one. 


Penberthy Injector Company 


Established 1886 
1238 Holden Ave. 
DETROIT, MICHIGAN 


New York Depot: 


Zl Beekman St. 


Canadian Plant: 
Windsor, Ontario 








UEC LLL 


EBERHARD 2 


THUMB SCREWS 

TURN BUCKLES 

SCREW CLAMPS 
WING NUTS 





Made from the finest grade 
of Malleable Iron. 


Large stocks of all styles 
and sizes on hand at all times 
for immediate shipment. 


THE EBERHARD MFG. CO. 
CLEVELAND, O. 
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Credit Department Is Hub of a Supply House 


Exchange of Information Strictly Within Legal Lines Is Very 





Desirable 


Hold Your Customers Strictly to the Terms of Sale 


J. E. DILWORTH 
President, J. E. Dilworth Company, Memphis, Tenn. 


Every good business organization has a credit depart- 
ment that satisfies itself as to the financial standing be- 
fore an account is opened. If the rating is light, or the 
customer is liable to be slow pay, a credit limit is put on 
the account for the information of the bookkeeper, who 
will report to the credit manager immediately when the 
account reaches a given sum. 

In this enlightened age, most companies in the mill 
supply field not only get commercial reports from Dun’s 
and Bradstreet’s, and perhaps other sources, but also 
call up other houses, including their competitors, to get 
a line on how the customer is paying his account. Most 
houses have no hesitancy in giving such information, 
and any company that does not do so certainly is derelict 
in their duty because thorough co-operation is the new 
order of business and withholding credit information is, 
in my judgment, one of the cardinal sins; and very few 
houses within my knowledge make a practice of doing 
this. 

It has come to my observation that some companies 
that have bought about their limit from one house, will 
give orders to other distributors with whom they have 
not been doing business; and because they have a rat- 
ing that will pass the requirements of the credit depart- 
ment, no effort is made to find out how they are paying 
other people. 

I would strongly recommend that unless a company has 
a first-class credit rating, trade reports, as well as com- 
mercial reports, should be secured before the first order 
is passed. There are a lot of people “working” business 
concerns by going from one house to the other, making 
accounts until they finally get around and have to pay 
somebody. There have been instances where they go 
their limit with everybody and finally blow up. This 
situation could be avoided by the proper interchange of 
credit information. 

I have also noted in some instances companies making 
application to the mercantile agencies for a rating will 
give for references a few companies they make a practice 
of discounting their bills in order to get a first class 
rating. We usually insist upon getting at least a half 
dozen trade references if the account is a good sized one. 
so we can check up on this properly. 


HOLD STRICTLY TO THE TERMS 

I think under this head comes the question of ho!ding 
customers strictly to the terms as shown on the invoice. 
A great many companies make.a practice of taking an 
extra 30 or 60 days and we say nothing about it. We 
will never educate our trade until we take a stand against 
this practice and call their attention to it. Right here is 
another abuse I believe is common and peculiar to the 
supply business, and that is, the practice of discounting 
bills on the 10th, and 15th, and 20th of the month follow- 
ing the purchase. I can remember when mill supply 
invoices were strictly 30 days, 2 per cent in 10 days. A 
few customers persuaded some mill supply houses to 
make them a special arrangement to pay on the 15th and 
lst of the month less 2 per cent. This has extended to 
almost a common practice of permitting customers to 


discount all the preceding month’s bills on the 10th of 
the month following. Now I find quite a few customers 
who do not send in their checks until the 15th to the 
20th of the month and who take off 2 per cent. This 
is a pernicious practice and should be stopped; but never 
will be stopped until the jobbers stop it. We cannot 
get such liberal terms from the manufacturers from 
whom we buy. Therefore, I see no reason why we should 
be semi-bankers for our customers, which is true if we 
permit this practice on their part. 

I am convinced that frankness with our customers is 
the best policy, and we have in many instances turned 
down orders because an account was past due, forcing 
them to pay up, and have sold them more goods over a 
period of twelve months than the fellow who is lenient 
and lets the account ride. Of course, this is not true of 
every company, but there are such people in every ter- 
ritory, and such people can be handled only by being firm. 

As to the practice of charging interest on past due ac- 
counts, I personally know of no mill supply houses that 
are making a practice of this as we assume if we get the 
money eventually we are well off, which, of course, is 
fooling ourselves. 

RETURNED GOODS EVIL 

The return goods evil is one that confronts every m/ll 
supply house that I know. We have goods returned ar- 
bitrarily, and without reason, and sometimes special 
goods that are made up on that particular order that will 
be a total loss if the customer does not take them. 1 
dare say every firm represented in this field has the 
same experience. What are we going to do about it? 

The only thing I can suggest is that if we are to blame 
in handling the order incorrectly, by our salesman not 
getting the specifications right, or by any mistake on our 
part, we certainly have to assume the blame, but if the 
goods are as the customer ordered them, they must pay 
for them. I believe the customer will have more respect 
for us when we insist on payment for such articles than 
if we lay down and lose that much. 

In regard to claims for shortages and damages our 
chief worry is with small shipments, either by parcel 
post or express, but more often goods shipped by parcel 
post, such as emery wheels, and other breakable material. 
We make a little higher charge for such goods shipped 
by parcel post to cover such breakage or damage. Fur- 
thermore, we add 10 cents to every parcel post package 
that goes out to cover the additional cost of taking care 
of it. This does not actually cover the cost of the box 
and packing, considering the man’s time to get it out 
and put it up, but it does help. 

Give exact information to a competitor upon persons 
formerly employed by you, when such information is 
sought. In other words, give out the exact information 
as it should be, bearing in mind at all times that every- 
body is entitled to a square deal, both the house that 
expects to do the employing as well as the person seeking 
the position. We should always remember that almost 
everybody that works has someone dependent upon him, 
and we should apply “The Golden Rule.” 
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ORE hanger sales—quicker 
hanger sales—easier hanger 
sales—these are what you get when 
you sell “Pioneer” Steel Hangers. 


















“Pioneer” Hangers were the first 
steel hangers made. They still 
lead in quality and sales volume. 


Write for our profitable dealer proposition. 


STANDARD PRESSED STEEL Co., 
Box 3, JENKINTOWN, PA. 


The Sales Pioneer! 

















Read why “Pioneer” 
Hangers sell easily 


. Rigidity. One piece steel legs, 


from end of foot to bottom of 
frame. 


2. Extreme rigidity. Reinforced 


at bend of foot by a_ heavy, 
high-carbon special angle iron 
which gives additional rigidity 
and safety. 


3. Strength. In addition to the 


above, every rivet is extra large 
and hydraulically driven. Rivets 
ean't shear off or work loose. 


. Looks. Ruggedly designed—no 


dust pockets, all edges smooth 
and headed. 


5. Economical. “Pioneer” Hang- 


ers cost less F.O. B. ceiling. 























Standard Pressep STEEL G 
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New Products 
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T. B. Wood’s Sons Company, Chambersburg, Pa., is 
placing on the market an automatic belt contactor, which 
is said to accomplish the results of the old swinging belt 
tightener, but to be a distinct advance over the latter. 
It increases tractive effort by wrapping the belt around 
the pulleys, by increasing the arc of contact, and does 
not set up a heavy initial belt tension. The result is an 
increased are of contact and a reduction in belt tension, 
with a constant tension in the slack side of the belt, not 
more than half the tension that is in the slack side of an 





open belt when at work. The contactor pulley auto- 
matically swings around between the driving and the 
iriven pulleys, and is designed so that a constant tension 

maintained in the slack side of the belt as the load in- 
creases or decreases. It is claimed that the new device 
vill save belting, floor space, bearings, motor cost and 
wer. The company states that short center drives, 
nce considered impossible, and ratios of pulley diam- 
ters said to be impractical may now be operated with 
e aid of the new contactor. 


The Plimpton Lift Truck Corporation, Stamford, 
mn., has announced a new model, which it claims to be 
e only lift truck designed along the lines of the auto- 


The steering knuckles and wide symmetrical 


ad 


bile. 








base are designed to permit the load to sag the platform 
sufficiently in the center to produce a cradling effect, 
which is said to prevent the load from opening up or the 
ndividuai units from slipping off the truck. It is further 
laimed that vibration in transit causes the units to nest 
more compactly together. The platform legs are aligned 








with the four wheels of the truck, avoiding any possi- 
bility of the legs dragging on sills or at the top and bot- 
tom on inclines. The new model truck raises vertically. 
It is a load length truck, with all mechanism beneath the 
platform. The company is distributing its products 
through mill supply houses in the United States and 
abroad. 


Flexible Steel Lacing Co., Chicago, has added a new 
and smaller size to its line of belt fasteners. The new 
size is intended for use on belts from 14 to 7/16 inch 
thick on both conveyor and heavy duty power transmis- 





sion service. The company has been making tests with 
this new fastener for many months. Each unit of the 
new size consists of an upper and lower plate and two 
special bolts and nuts. The pressure of the plates, drawn 
together with a wrench on the bolts and nuts, compresses 
the belt end, and is said to provide a tight butt joint with 
a great surplus of strength. 


Luther Grinder Mfg. Co., Milwaukee, has placed on 
the market a new tool post grinder which is said to be 
adaptable to any type of lathe. It is portable and pro- 
vided with a carrying handle. The grinder has a %- 
horsepower motor, alternating current, single phase, 60 
cycle, 110 volts, 1,750 revolutions per minute. The pul- 
leys are of the flanged type, the motor shaft pulley being 











of four-inch diameter, the wheel shaft pulley for external 
grinding work three-inch, and for internal work 11-inch. 
The grinder has a spindle shaft of steel with °s-inch 
diameter and eight inches long in bearings, with six 
inches extension beyond bearings for internal grinding. 
The splash system of oiling is used. Grinding wheel and 
belt are protected by aluminum guards. The belts are 
endless and 114 inches wide. 


Liftsaver Manufacturing Company, 30 Church street, 
New York, has placed on the market a handling unit in 
the form of an all steel hand truck with a collapsible ex- 
tension that will permit piling large quantities of pack- 
ages, kegs, cases or cartons without endangering the 
safety of the load. It is claimed to be particularly 
adaptable for work in the warehouse or storeroom of a 
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GILBERT WOOD PULLEYS 














Distincti 

tinctive Surpass All Others 
Design 
Material 
Workmanship a ailaienie a 
Finish Fail 
Reputation Gilbert Pulleys 
»>ervice 


Succeed 





SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 





























Each CRESCENT PLATE 
is curved so that the joint 


hugs the pulley tightly—holds 


the power. No wear of metal . 4 > 

on the pulleys, no noise—a \ y GO ae 

“sweet” running belt is the - \ A y 

result. Crescent Belt Fasten \ 

ers insure continuous produc- 

tion—reduce Belt troubles to 

a minimum. Write for Belt ° a ’ 
Joining Booklet. Crescent Belt Avoid Trouble—Sell Williams 














e 
Fastener Company, 247 Park Mill Straps 
Avenue, New York. 

We make every kind of strap used in the textile 
mill and most other kinds of strap as well. These 
straps are cut in connection with our belt making 
and from the same high grade oak leather. They 
will be found very different from the usual run of 
straps, and will build up a satisfied clientele that 
will yield good profits. 

A trial order will convince you. Make the test 
right now. 


CRESCENT 


Make Good Belts Give Better Service 
BELT FASTENERS 


I. B. WILLIAMS & SONS 
Dover, N. H. 


14-16 N. Franklin St. 71-73 Murray St. 157 Summer St. 
Chicago New York Boston 
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mill supply house, and that when the truck assumes the the one ordinary blade, and the time varied from 33 1/3 
position of a “roller horse,’ pipe, tubing and other to 3 1/3 times faster. The accompanying illustration 
lengthy products may be loaded and unloaded with min- shows one of the new blades and a pile of gear blanks. 
Eighty pieces of 4°, inch SAE 3120 steel were cut on an 




















Atkins machine running at 80 strokes per minute. The 
blade was 18 inches long, .065-inch thick, six teeth per 
inch. The first piece was cut in 15 minutes, and the 
80th piece in 16 minutes. It is said that the new blades 
will cost five times as much as a commercial quality 
The Four-Way Lock Company, 4900 Lexington avenue, hacksaw blade at present prices. 

Cleveland, has placed on the market a new type of pad- 
lock. This new burglar- 
proof device is operated by 
a four-sided key through 
eight levers with sixteen 
locking surfaces. It is said 
to resist every picking or 
vibrating test for opening 
locks. It is also said to be 
impossible to make an im- 
pression of the key and 
thus to make a duplicate, 
and each key is registered 
with the manufacturer. 
The new lock has a grooved 
slot in the shackle which and dustproof. The abrasive wheel is 6 inches by '% inch 
fits into the grooved slot of | in diameter. The unsewed cotton buff if 7 inches by %g 
the bolt in such a manner’ inch. The new machine is designed for use both in serv- 
that it is said to be im- ice shops and in home garages. 

possible to vibrate them out of a locked position. The : 
four sides of the key have combinations cut on each side Keystone Grinder & Manufacturing Company, Pitts- 
and the levers of the lock are located on two planes and burgh, has placed on the market a new portable electric 
operate in opposite direction in each plane. The lock twist drill grinder, which is said to have been designed 
body is machined from a solid piece of bronze. All other 
parts are brass, except the shackle and the shackle stop 
pin, the former being of case hardened cold rolled steel, 
and the latter of copper plated music wire spring steel. 


imum labor. The new device may be converted by means 
of attachments into a gravity conveyor for unloading 
packages and other work. 


Marathon Electric Mfg. Co., Wausau, Wis., has placed 
on the market a new electric grinder and buffer. The ma- 
chine is driven by a 14 horsepower motor totally enclosed 








Ek. C. Atkins & Company, Indianapolis, have announced 
a new hacksaw blade which, the company states, will cut 
six times as long as any other hacksaw blade of the same 
specifications, and furthermore will cut from 50 to 100 
per cent more rapidly. These claims are backed by the 
company guarantee. It is said that one of the new 
blades set a new record in an operation at the Muncie 
Gear Works. The blade was run on a Peerless six by 
six-inch machine at 120 strokes per minute, cutting two- 
inch round SAE 3120 steel. Six commercial quality first 
grade tungsten-alloy steel blades were run on another 
machine during the same period of time, both machines 
using the same stock and the same speed. It is claimed for producing work at a rapid rate with unskilled work- 
that the one new Atkins blade made 400 cuts at the same men. The grinding action is produced by light pressure 
time that six ordinary blades made 298 cuts. In other of the drill against the face of the grinding wheel. The 
words, the new blade cut eight times as much steel as drill is held firmly in place by means of a wedge-shape 




















1 KULL QUPPLUES 





August, 1925 





















factory. 


mm NET 


- Pe ae 


Pa 


NF 








VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. 


JOS. A. VOGEL COMPANY 


The price is right. 


SOLD BY ALL JOBBERS 


Wilmington, Delaware 
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FORGED STEEL VALVES AND FITTINGS 





HIGH PRESSURE PACKINGS 





Hi AND POWER BELT PRESSES 
. For Emergencies and 1 Repairs 


Ever ready and de- 
pendable where pow- 
er is not. always 
available. 

The Hand Pump 
Press exerts a pres- 
sure equal to the 
power drive. 


The Screw Press 
exerts 5 tons. 


Charles F. Elmes Engineering | Ww orks 











1009 Fulton St., Chicago, U. A. 








This Cross Section 


shows one of the superior 
points of Harris Seamless 
Copper Ball Floats—the re- 
inforced spud and_= spun 
over shank. 





Another Feature 


that helps to sell Harris 
Floats is the smooth sur- 
face. This means unin- 
terrupted working of the 
apparatus in which the 
float is installed, due to 
the fact that dirt and 
scale will not cling to 
the outside of the float. 





Stock Sizes 


Ball Floats in sizes from 4” to 12” 
diameter for open tank, 25, 50, 100 and 
150 pounds working pressure are carried 
in stock for immediate delivery. Speciai 
floats made to order. Send for prices and 
dealers’ discounts. 


Arthur Harris & Co. 


Engineers Coppersmiths Brass Founders 


Brass Finishers 


210-218 N. Curtis St., Chicago, Ill. 
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tool holder. A continuous air circulation on the face of 
the wheel cools the tool. No water is necessary. The 
machine weighs 30 pounds. The device is driven by a 
Westinghouse 14-horsepower motor, and may be oper- 
ated from an ordinary light socket. It is fitted for grind- 
ing 14-inch to 1%-inch drills and for redressing all kinds 
of edge tools. 


Naperville Machine Company, Inc., Naper- 
ville, Ill., has placed on the market a new fire 
extinguisher, which the company guarantees 
to be leak-proof. It is of one-pint capacity, 
made of seamless brass tubing, with a brass 
piston rod, filling cap and safety-screw packed 
with lead. In addition to the extinguisher, 
the company has placed on the market a fire 
extinguisher fluid as a refill for any liquid 
fire extinguisher. It is claimed that this will 
not freeze at 50 degrees below zero, is a non- 
conductor of electricity and not injurious to 
machinery nor delicate fabrics. The Naper- 
ville Machine Company has heretofore been a 
manutacturer of arbor presses, bench presses and other 
products. 





The Ohio Brass Company, Mansfield, Ohio, has devel- 
oped a new design of gate 
valve, the feature of which is 
a flexitite disc. The latter is 
a one-piece casting including 
the boss, which threads on the 
stem. It is hollow on the in- 
side, with the exception of the 
two posts which join the two 
faces. A saw slot around the 
edge of the disc is said to con- 
tribute further to the flexibil- 
ity between the halves. The 
new valve has a malleable iron 
hand wheel with a full steel 
hex lock nut. Molded graphite 
asbestos rings are used for 
packing, and there is room 
for repacking without remov- 
ing the hand _ wheel. Ma- 
chined surfaces provide for 
packing under pressure when 
the disc is raised to the maxi- 


mum. This valve is said to 
shut off absolutely tight un- 
ler the most severe service 


conditions. 

The Van Dorn Electric Tool Company, Cieveland, has 
announced a new six-inch bench grinder. The special 
feature of this new tool is an improved wheel guard 





which can be adjusted readily with one bolt so that at all 
times the front end of the guard is close to the grinding 
wheel. This is said to allow the emery wheel to be used 
with complete safety to the operator even when the 
diameter has become very small. The tool rests are also 








adjustable and can be kept at the proper distance from 
the grinding wheel at all times. The new grinder is pro- 
vided with a handle for convenience in carrying it about 
the job. One of the accompanying illustrations shows the 
grinder itself, and the other shows the new feature of the 
grinder in use when the grinding wheel is worn very 
small. 





Trade Literature 
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The Buckeye Brass & Mfg. Co., Cleveland, Ohio, has 
issued a new catalogue illustrating and describing its 
complete line of bushings, which includes a service stock 
of 250 different sizes. 


The Clipper Belt Lacer Company, Grand Rapids, has 
published a revised catalogue, No. 22, covering its com- 
plete line of belt lacers, fasteners, belt cutters with safety 
features, and connecting pins. The new catalogue de- 
scribes and illustrates the special pin which the company 
recently brought out. 


The Charles Parker Company, Meriden, Conn., recently 
used reprints of its full page advertisement from the 
June issue of MILL SUPPLIES as business stationery <0 
tell the trade why it had used the space in colors in this 
issue. The message refers to MILL SUPPLIES as “the 
jobber’s own paper.” Incidentally, the letter tells about 
a booklet, No. 57-B, which is being distributed by the 
company. 


Link-Belt Company, Chicago, has announced the pub- 
lication of a new sixty-eight page book describing new 
methods for handling coal and ashes in boiler houses. 
The book contains many illustrations showing installa- 
tions. It also contains much data of interest to engineers 
and architects; and is of particular value to anyone inter- 
ested in boiler houses and their equipment. A copy will 
he mailed upon request. 


Reeves Pulley Company, Columbus, Ind., has issued a 
new bulletin on its variable speed transmission. In this 
bulletin are illustrated three different phases of the 
range of this device from one extreme to the other. It 
also contains a speed chart showing the relative speed of 
the constant and variable shafts for each turn of the 
shifting screw, a table of transmission, price list and 
illustrations of typical installations, a brief list of some 
of the industries in which variable speed transmission is 
used and an inquiry blank. 


Walworth Mfg. Company, Boston, has issued a new 
general catalogue, No. 83, the largest ever issued by the 
company. There are several new features in this book. 
One is the appearance of a title page at the beginning of 
each section, summarizing Walworth practice in connec- 
tion with the products contained in that particular sec- 
tion. The catalogue includes for the first time the line 
of hydraulic steeliron flanged fittings and the new Sigma 
steel fittings and valves; also a new line of needle point 
globe and angle valves for fuel oil and gasoline, the new 
Walworth stop and waste valves and a new design yoke 
top iron body globe and angle and cross valves. One 
section is devoted to heating supplies. The company has 
eliminated from this issue 4%, 7, 9, 11, 15 and 22 inch 
sizes. The catalogue contains one section of useful data 
in connection with the valve and fitting trade. The cata- 
logue is printed on sepia paper in a peculiar shade of 
brown ink. A new departure is the use of a figure num- 
ber system. 
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quantities, you want ne 
shipped TODAY? = fif 
@ Wire them—phone them—they'll go off our ware- it 
house racks and on the cars in a jiffy. aa 
© You can always get them from stock, and for a fair : 
price, at “Medart’s.” ae 
MR. UPPLY DEALER—We have been ged in the 
Pulley ace iness for 45 years, and we know a great deal more 
about making good pulleys than many other concerns. 
{ OUR POLICY in building Wood Split Pulleys is: Cheap 
ness 1$ $ ; products must be the best in their class. We 
wouldn’t t f run the est risk of. impairing the 
valine st 2 as: Good W e 
Get the “MEDART"” woop SPLIT PULLEY | from stock! 
THE MEDART COMPANY IRTS.Dearborn St. 
(Formerly Medart Patent Pulley Co.) > 
General Offices and Works: St. Louis, U. S. A. Icd 0 
Office and Warehouse, CINCINNATI 
Offices 
CHICAGO PHILADELPHIA NEW YORK PITTSBURGH 
Shafting, Couplings, Col Hangers, Bearings Searing Supports. 
Friction Clut« hes Iron I Steel Rim Pulleys, Gearing, Sprock- 
ets, Chain, Rope 1 tope Drives, Belt Tighteners, etc. 
> "VALLEIRON” a Ed F ® ) Cl h 
 HERCU LES HYATT” gemont Friction Ulutches 
Selected for Driving Lathes 
DUST PROOF ROLLER BEARINGS ’ ; 
POWER TRANSMITTING APPLIANCES Because of their rugged construction. strong 
frictions and few working parts, Edgemont 
AES ; ( 
Friction Clutches are used as standard equip- m 
ment by a number of leading manufacturers aN 
of lathes. A strong endorsement for Edge- 
) mont Clutches. ul 
bf Y as 
. 
/\ hi 
K \ | 
VN t \ \ 
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W —INDISPUTABLE FACTS— W di 
( ) THE ROLLERS ARE FLEXIBLE: Their slight flexibility takes % tl 
\] care of irregularities in the surface of the shaft as well as all \) A Prompt shipments 
\ Se pp Pon aly ee ee \\ A are made to the 
7 S SELF-L 5 NG because each o he hollow heli- (W/ s r 
NW cally wound rollers acts as its own oil container and oil distribu- MW “nll trade and I 
tor, insuring positive lubrication over all rolling surfaces. There  \ the best engineer- Ww 
is no oi! leakage and the economy is such that lubrication three SRE SCEVICE 18 al- 
or four times a year is sufficient in most cases. ways available to a 
IT IS DURABLE because its steel rollers are capable of giv- help your cus- n 
ing years of hard service with no appreciable wear. It is not tomers secure the 
affected by shock loads, vibration or by other loads within the correct clutches. a 
capacity of the shaft. Writ f 
POWER SAVING: By eliminating 50 to 80 per cent. of fric- patted a a ned 
tion, make possible a saving of 10 to 25 per cent. on the whole 7 i , V 
power transmitted. This power saving at forty to fifty dollars 
per horse-power per year will result in a return on the invest- a 
ment of from 50 to 125 per cent. 
WILLIAMSPORT, PA.. U. S. A. ' . 
\ The Edg2ment Mach'ne Co., Inc. S 
VALLEIRON Dayton, Chio 2 
































When writing to Advertisers please mention Miri Supptirs. 








\ugust, 


1925 


KNULL QUPPLUBS 














(Obituary ) 


Rollin S. Woodruff, since 1905 president of The C. 5. 
Mersick & Co., New Haven, Conn., jobber of iron and 
steel, mill, plumbing, electrical and automobile supplies, 
and a former governor of Connecticut, passed away at 
his home in Guilford, Conn., June 30, 1925. His passing 
brought to an end a career which paralleled that of many 
other successful figures in our country’s history, for he 
rose from errand boy in a hardware store to the head of 
a great business, and in addition won the highest recog- 
nition from the citizens of his adopted state. 

Mr. Woodruff was born in Rochester, New York, July 
14, 1854, a son of Rev. Jeremiah Woodruff. He spent the 
early years of his life in a country village. When he was 
fifteen years only, his family moved to New Haven, and 
it was in that city that he obtained his first job, running 
errands for a hardware store. Beyond a limited period 
in the public schools of his native town and in Lansing, 











Rollin S. 


Woodruff 


lowa, Mr. Woodruff started his business career in this 
modest way, without the educational advantages of the 
average boy today. 

After being engaged in various financial and mercan- 
tile enterprises in New Haven, Mr. Woodruff became 
associated with the Mersick Company, which up to 1875 
had been operated under the name of English, Atwater & 
White. When the business was incorporated under its 
present name in 1905, Mr. Woodruff was elected presi- 
dent, and remained the active head of the business up to 
the time of his death. 

Mr. Woodruff held many important public offices. In 
1903 he was elected state senator, and two years later 
was elected lieutenant-governor. On September 20, 1906, 
at the republican state convention in New Haven, he was 
nominated by acclamation as a candidate for governor, 
and at the succeeding election was triumphantly elected. 

For many years Mr. Woodruff was a director of the 
Mechanics’ Bank, of New Haven, and he also had served 
as president of the New Haven Chamber of Commerce. 


Albert D. Dorman 
Albert D. Dorman, president of the Chicago Pulley & 
Shafting Company, Chicago, passed away Saturday, June 
27th, at the Henrotin Memorial hospital, that city, fol- 
lowing an operation. He was 58 years old, and until a 





few days before his death had been actively engaged in 
business. Mr. Dorman was the head of several large 
corporations, including the Steel Sales Corporation and 
the Steel Products Manufacturing Company, also a vice- 
president of the B. F. Gump Company, and western man- 
ager tor the Union Drawn Steel Company. He was a 
director of the Mercantile Trust and Savings Bank, of 
Chicago, and a member of several clubs. Mr. 
is survived by his widow. 


Dorman 


George A. Wood 

George A. Wood, president of The T. B. Wood’s Sons 
Company, Chambersburg, Pa., passed away at his home 
in that city on Wednesday, June 17th. Some months ago 
he had been taken ill, but had recovered sufficiently to 
permit him to be around again. On the afternoon pre- 
ceding his death, he had taken an automobile ride to 
Scotland, Pa. That night, his heart, weakened by 
long illness, gave way suddenly. 

Mr. Wood was generally recognized as Chambersburg’s 
leading citizen. He was a son of the late T. B. Wood, 
founder of the business with which he had been asso- 
ciated throughout his lifetime. Born October 9, 1845, 
on his grandfather’s farm near New Kingston, Pa., 
George A. Wood early in life demonstrated an industri- 
ous trait, and at the age of 16 left the Chambersburg 
Academy to become associated with his father in the 
foundry and machine shop, which had been established 
some years before in North Third street, Chambers- 
burg. For 63 years he has had an uninterrupted active 
business association with the T. B. Wood’s company. 

When he first entered the shop as an apprentice, the 
business depended largely on local activities. Many of 
the bridges in Chambersburg and in nearby communi- 
ties were built in the Wood shops, which also manufac- 
tured equipment for tanneries, furnaces and mills in that 
section. In 1868 he was made a partner in the business, 
and in the early part of the present century, when the 
firm was incorporated, he became president and general 
manager. During this long association, he took the 
leading part in building the business from a small shop 
to a large industrial plant with hundreds of employes. 

Deeply religious throughout his entire life, Mr. Wood 
was a leader in the activities of the Zion Reformed 
Church. He was senior elder, a member of the consist- 
ory, and since 1903 had been superintendent of the Sun- 
day school. For almost half a century he served as 
church trustee. He was a regent of Mercersburg Acad- 
emy. His philanthropic and charitable work was wide- 
spread, and marked by an inherent modesty and an 
aversion to publicity. Recently he was the donor of a 
new pipe organ to be installed in the new chapel of 
Mercersburg Academy. His relations with his employes 
were marked by a friendly spirit of democracy, and his 
plant became known as a model industrial establishment. 

Of late years, Mr. Wood has devoted considerable time 
to banking business, and for 20 years has served as presi- 
dent of the First National Bank of Chambersburg. 

Mr. Wood is survived by his wife, who was Katherine 
M. Spangler of Chambersburg, three sons, Charles O., 
Theodore B. and George Herbert Wood, all of Cham- 
bersburg, one daughter, Mrs. Bertha K. Mitchell of 
Princeton, N. J., and two brothers, T. M. Wood of Phila- 
delphia, and Charles H. Wood of Anthony, Kansas. 

The following is part of a tribute to Mr. Wood which 
appeared in an editorial in a Chambersburg newspaper 
on the day following his death: 

“As a manufacturer Mr. Wood rose to heights. 
his presidency the firm that bears his father’s 
name grew into a big and prosperous concern. Never in 
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the years of its development and growth did Mr. Wood 
let the company become a cold, bloodless thing. He 
always maintained the personal touch, the intimate per- 
sonal relation with the employes. ‘George A.,’ as he 
was affectionately known by the scores of employes, was 
not to them just a name for the head of the firm. ‘George 
A.’ was their friend, and every man knew it. The em- 
ployes knew that when conditions warranted it they 
would not have to strike to get a merited raise in wages. 
They knew that this expedient was not necessary under 
the Wood plan, and so the company has been singularly 
free from labor troubles. 

“Mr. Wood’s life touched the general public most ex- 
tensively as a banker. For years he had been president 
of the National Bank of Chambersburg, the town’s old- 
est financial institution. Mr. Wood, as a banker, was 
the same Mr. Wood who presided over the Zion Reformed 
Sunday school as superintendent, and the same Mr. 
Wood who as head of a big manufacturing concern 
adopted honesty, not because it is the best policy, but 
because it is the only motive that can actuate a Chris- 
tian gentleman. Mr. Wood was a careful banker, but 
he was not a shrewd one, shrewd in the sense of placing 
the dollar before the man. He did not check his Chris- 
tianity at the door when he entered a meeting of his 
bank directors. It was with him there, just as it was 
with him in his president’s office out at the plant in 
Fifth avenue, or when he walked down Main street in 
his native town or along the boardwalk in Atlantic City.” 

<=> 


PARCEL POST SHIPMENTS 
Interesting Report Shows Average Value of Such Orders in 
Wholesale Hardware Houses 

A composite report covering parcel post shipments by 
wholesale hardware houses has been issued by The Na- 
tional Hardware Association of the United States. Copies 
of this report have been distributed to members of the 
National Supply and Machinery Distributors’ Associa- 
tion. The average percentage of orders for parcel post 
shipment, based on reports from 130 wholesale houses, is 
17.01 per cent. The average value of parcel post ship- 
ments is $6.09. The average weight is 81/5 pounds. 

Sixty of the jobbers reported that they do not carry 
their own insurance on parcel post packages, while 25 do 
and 41 do partially. Sixty-five reported that they carry 
their own insurance up to a certain value, the average of 
the latter being $15.29. Eighty-seven houses operate 
their parcel post departments in conjunction with their 
regular shipping departments, while 41 operate separate 
parcel post departments. Only six keep a separate cost 
record of the parcel post department. 

The estimated average cost of each parcel post ship- 
ment in these wholesale hardware houses is .21 per cent, 
including labor, packing material, cartons, boxes, paper 
and twine. Sixty-two jobbers reported that their parcel 
post business is not profitable, while 61 find it profitable. 
Fifteen of them make a service charge to the customers 
on parcel post shipments, in some instances five cents per 
nackage, in others 10 to 25 cents. One house reported 
that it adds 10 per cent to regular prices. The majority 
of the jobbers believe it would be advisable to make a 
charge in addition to insurance. 

In answer to the question, “What is your practice in 
charging telegrams from customers and in paying for 
long distance telephone calls,” 21 houses reported that 
they decide each case on its own merits, 55 generally 
assume this expense and 45 refuse to accept such tele- 
grams and calls or charge them to the customer. The 
general practice is to assume the expense of telegrams 
or long distance telephone calls sent by jobbers. 
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nitely retain their smooth run- 


leading indus- 

trial papers — ning characteristics and eas\ 
is your stock i 4 : 
of Faultless swiveling under the constant 
Truck Casters el 

complete? shocks of great loads and the 


abuse of busy industrial service. 
They are equipped with solid 
lapped steel balls and pressed 
from extra heavy gauge steel. 
No wonder they cut your Te- 


placement costs. 


Faultless Truck Casters are 
made with solid cast iron, felt or 
rubber wheels; in both rigid and 
swivel types. 
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LAWSON PULLEYS 


The Millwright’s Choice 


BUILT UP BY HAND SINCE 1886 
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Manufactured by 


Menasha Wood Split Pulley Co. 
Menasha, Wis. 


Established 1886 











Moore & White 
Friction Clutches 


40 Years on the Market 


Over 200,000 in Operation 
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The Moore & White Co. 
2711 to 2741 N. 15th St. 
Philadelphia, U. S. A. 














OLONEY Leather Belting is 

manufactured by a company 
that has been making belting for 
over a quarter of a century. Toa 
man its personnel knows belting and 
the things that should or should not 
go into it—or be done to it—to pro- 
duce a quality product. 


This is one of the reasons why you 
are assured of efficient power trans- 
mission when you specify Moloney. 


Dealers carry Moloney Belting 
to insure customer-satistaction 


Moloney Belting Co. 


124-138 N. Franklin St. « CHICAGO 
PORTLAND. ORE. ATLANTA, GA. 


“A Belt is No Stronger Than Its Weakest Lap” 


97 Gen eral Service — 


| ALLIGATOR 
STEEL BELT LACING 


FLEXIBLE STEEL LACING ~ 


1633 Lexington St., Chicago, U, s, 
Engiand at 135 Finsbury Pave., London, E. C, ‘ 





The oval faces of the ALLIGATOR 
sectional steel rocker hinge pin, rock 
back to back without friction and last 
the life of the lacing without a second 
thought. These pins have been proven 
over years of service, under diverse 
conditions. 








Alligator Users Repeat 
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WOODBURY & WHEELER CO. 


Portland Mill Supply House Now Operating Under New Name and 
Will Continue to Specialize 

Woodbury & Wheeler Co. is the name on the signs on 
the former Smith & Woodbury Co. building at Second 
and Pine streets, Portland, Oregon. As mentioned in a 
news item in the July issue of MILL SUPPLIES, Ward C. 
Smith, former president of the Smith & Woodbury Co., 
has sold out his interest to William S. Wheeler. Mr. 
Smith retired on account of ill health, his physician 
recommending that he give up business, at least for one 
year. Mr. Wheeler, the new partner, was associated with 
Crane Company’s Portland branch for over six years, 
and has a wide acquaintance in the territory. 

According to Sidney F. Woodbury, president of the 
company, the house is specializing in certain lines, its 
salesmen and service men being expert in those lines. In 














Woodbury & Wheeler Compan vs Building 


addition, the company aims to carry more complete stocks 
of these particular lines than any other jobber in its 
territory. This policy includes specials and odd sizes as 
well as regular sizes. Mr. Woodbury states: 

“It is our idea and the plan on which we are working 
that if we carry complete stocks, know more about our 
goods than any one else, give our customers immediate 
service at the right prices, we should get the call over 
houses which may have part, but not all of the same quali- 
fications. We do not carry machine tools, heavy hard- 
ware, plumbing, sporting goods, nails, wire products or 
sundries, and, therefore, we are not competitors in the 
larger sense with such houses as Marshall-Wells, Crane 
Company and the Seattle jobbers.” 

The company is covering Portland territory, which in- 
cludes the state of Oregon and southwestern Washington. 
A stock list, showing the lines which are being carried, 
has just been published, and the company expects to have 


a new catalogue ready for distribution August 1. 
© et 9 


Who cian This Drill Chuck? 
A New York mill supply house has had an inquiry for 
a Spalding drill chuck 0 to % inch drill. The company 
has been unable to locate the manufacturer of this par- 
ticular type of chuck, and will appreciate any assist- 
ance which any reader of MILL SUPPLIES may give in 
locating the manufacturer of this chuck. 
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There’s Satisfaction and Profit 
Both in the New Oster 
No. 42 Receder 


Newly developed dies with 
greater rake, sharper cut- 
ting angle and narrower 
face cut the work required 
in half. 


Patented chip shield pro- 
tects the lead screw from 
dirt and chips. Universal 
centering chuck or separate 
bushings optional. 





A better built, more careful- 
ly finished, easier cutting 
die-stock guaranteed to out- 
last two ordinary tools. 


Capacity 1-2 in. inclusive in 
both plain and_ ratchet 
models. Write for our at- 
tractive discounts and full 
particulars of this profitable 
item. 


STER 


The Oster Manufacturing Co. 
Manufacturers of the most 
complete line of pipe thread- 
ing equipment in the world. 

2087 East 61st Place, Cleveland, Ohio 
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the life of the vise a Lacings are. Therefore, Bristol belongs 
Look at the sliding arm wherever there is belt work going on. 
3 Machined separately on all four sides to .002” tol- 
~ erance. Accurate and smooth working. 





Look at tl head This minute, a broken belt. All work 
OOK a 1e screw 7 

a ings ; Sage of the screw shaft, stops—but not for long. In a jiffy Bristol 
on: has done its work. The belt is mended. 


Look at the lever ends The joint is smooth, neat and strong. 


& The ball ends are forged on the lever, making it 


ractically indestructible. No special tool needed. Just a hammer 
Ever ry vise user and buyer | recognizes and appreciates and a block of wood. 
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THE PRENTISS POLICY teners we would like to send you a few 
Full price protection for the mill supply jobber. 








samples together with complete Catalog 


No. 717-H and trade discounts. 


The Bristol Company 
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McFIE’S POST-CARD NOTICES 
Los Angeles Steel Supply House Has Plan For Keeping Con- 
stantly Before Its Customers 

W. T. McFie Supply Co., 2138 North Los Angeles street, 
Los Angeles, factory distributor of steel products, has for 
eight years utilized with good results a post-card system 
to keep customers posted on the market, and at the same 
time to keep its name before them at all times. During 
these eight years, each week or fortnight, and whenever 
the market changed, the McFie company has sent a post- 
card to all its customers. 

Sometimes these cards contain a printed message in- 
tended simply to make the customer think of McFie, and 
at other times they contain a printed list of price changes 
or a list of stock sizes on hand in various lines. At the 
upper left hand corner of the card is a trade-mark con- 
taining the company’s telephone number, and on some of 
them there appears also an illustration of some individual 
item, such as a screw, nut or bolt. Below are a few 
typical McFie post-card messages: 

“Just thirty years ago. In 1895, this business was 
established at 135 E. Second street. No business can 
weather the alternate storms and fair weather of thirty 
years without rendering its trade a legitimate service 
built on confidence.” 

“Hidden away—yvyet vitally important! The rivets that 
hold your boiler plates or structural steel together—Our 
mill—The Townsend Co. began making rivets in 1816, 
109 years ago. Today, the largest and oldest rivet mill 
in America. Our Los Angeles stock is exclusively Town- 
send’s product.”’ 

“We get new business mainly by presenting the unvar- 
nished truth about ourselves, and we try to keep it by 
deserving to keep it. You are invited to test the results 
of this policy when it suits your convenience.” 

“We welcome new business mainly as an opportunity 
to demonstrate the general dependability of our service— 
a dependability we try to make so evident that it needs 
no further comment from us.” 

The above are typical of the sort of good will building 
messages that are used. The fact that each week or fort- 
night one of these cards is received at a customer’s place 
of business cannot fail to keep the name of the company 
sending them in the customer’s mind. The best proof 
of the success of this policy is that after eight years’ 
trial, it still remains a part of the McFie advertising 
plan although admittedly a great expense. 

The McFie company has just issued a new catalogue, 
which is decidedly different from the ordinary type. It 
contains 144 pages and paper cover, and is thumb in- 
dexed. In an upper corner of each page is printed the 
company’s telephone number and trade mark. On each 
page, too, there appears a sales argument either for the 
house or for some particular line carried, each one ac- 
companied by a thumbnail sketch. 

The company warehouses but 26 major lines of steel 
products and this number, “26,” is featured throughout 
all of its advertising. Another point which the company 
stresses throughout its advertising is the fact that it 
operates a perpetual stock record, which permits it to 
tell a customer immediately whether or not an order can 
be filled without delay. 

———-—2 
Brown Hardware Company 

The Brown Hardware Company, Roselle Park, N. J., 
has been incorporated to deal in builders’, factory and 
contractors’ supplies, succeeding to the business for- 
merly operated under the name of Brown & Co., located 
at 9 Westfield avenue, west. 
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Every month the name ROYERS- 
FORD is put on the desks of 217,- 
280 buyers and prospective buyers 
of transmission machinery. 


Wouldn't you like to tie up with 
Royersford advertising and carry the 
Royersford line? Look at this list of 
publications, with a combined circula- 
tion of 217,280 copies monthly—and 
each paper a leader in its field: 


Machinery, American Machinist, 
Industrial Management. American 
Miller, Cotton Oil Press, Mechanical 
Engineering. Dodge Idea, Belting and 
Transmission, Mill Supplies and Tex- 


tile World. 
Then comes MacRae’s Blue Book. 


We list your name as a Royersford 
dealer so that the prospect can know 
immediately who handles the Royers- 
ford line in his locality. We even list 
your telephone number. 


In addition, a constant stream of 
direct-by-mail literature is being sent 
to buyers of transmission equipment 
all over the country. 


And in back of all this, there is 
Royersford Service. It’s fast, and you 
can always depend on delivery dates. 


—So why not be a Royersford dealer ? 





If you would like to, write us. You 
might address Martin G. Sperzel. He is 
Sales Manager. 


Royersford Foundry & Machine Co. 
43 N. 5th St., Philadelphia 





The ROYERSFORD LINE 
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AMERICAN SWISS 


The File of Precision, manufactured to a gauge and with 
quality first requisite. Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists, jewelers, and other skilled workers. 


MOTOR PULLEYS 


PAPER AND IRON 


Prompt shipments are made 
from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. Let us 
fill your motor requirements. 


TELEPHONES Booklet with . oan ae ne interesting daia sent 
auaoe : l t 3 
MONROE ‘Birkre‘Macnine‘Works upon request. ; ° y the ee , ealers 
= Soe nor ine © 2A American Swiss File & Tool Co. 

j 456 N. Union Ave., Chicago 410-416 Trumbull St., Elizabeth, N. J. 















































Sell the "New Badger’Car Mover Under Our < ese andi 


Dealers are protected in the sale of the “NEW BADGER” Car Mover by 
our strong guarantee. We warrant all malleable parts for six months—re- 
placements made free—f. o. b. factory. 


The “NEW BADGER?” moves the biggest cars easily and rapidly. It is light, 
well balanced and has a quick-acting compound leverage. It has the power and the 
speed. Made of certified malleable iron, with special tool steel never-slip spurs and large 
maple handle. The best car mover on the market at the price of an inferior tool. Let 
us send you our dealers’ proposition. 


ADVANCE CAR MOVER CO.,  WFicentin 

































BUCKEYE 


Automatically Oiled 
POWER PUMP 


For Pressures Up to 100 Pounds 


Built in five sizes 





The Buckeye Automatically Oiled Power 
Pump is designed for hard, continuous 
service. It is double acting, driving mech- 
anism runs in oil, is brass lined and has 






Jenkins and Moncrieff 


Both names, now linked together, have stood for 
high quality products for over sixty years. 
Moncrieff Gauge Glasses are worthy additions to 
the Jenkins family. 

The Jenkins Sales organization, in its full strength, 
stands back of these fine old Scotch glasses which 
have been serving American industry for over five 
decades. 

Consistent advertising and thousands of calls made 
in person by Jenkins service representatives will 
remind your customers of the excellence of the 








many excellent features not to be had in any other pump of Moncrieff line 
its kind. It is an exceptional pump for general service. : 
Write for catalogue and prices JENKINS BROS. 
Made by 80 White Street...............New York, N. Y 
524 Atlantic Avenue....... Boston, Mass 
MAST, FOOS & CO. 133 No. Seventh Street....... Philadelphia, Pa 
SPRINGFIELD, OHIO 646 Washington Boulevard........Chicago, Ill 
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BUILD FOUR STORY ADDITION 


Kester Machinery Required Larger Quarters for Its 
Rapidly Growing Business 

Kester Machinery Co., Winston-Salem, N. C., distribu- 
tor of mill supplies and machinery, is building a four- 
story addition to its building at 430 Main street, in order 
to meet the demands of its rapidly expanding business. 

The business was founded in 1880 by the late John H. 
Kester. At that time it was operated as a manufactur- 
ing enterprise under the name of the Kester Manufac- 
turing Co., its products being tobacco and woodworking 
machinery of all kinds. 

Later the plant was destroyed by fire, and shortly 
afterwards a mill supply house was established by the 
sons of John H. Kester. Since the organization of this 
business the Kester Machinery Company has been un- 
usually successful, and on four different occasions it has 
been obliged to seek larger quarters, the last move being 
into its own building, which the company now occupies. 

Recently the growth necessitated additional space and 
result the company decided to erect an addition, 
with electric elevator service to the fourth floor, on which 
the offices will be located. The company carries a com- 
plete line of mill and factory supplies, as well as pipe, 
valves and fittings. 

An engineering department is also maintained. This 
takes care of electric and steam power plant equipment, 
in addition to heating and installation contracts for in- 
dustrial plants. 

The company has recently opened a branch store in 
High Point, N. C., stocking a complete line of mill and 
factory supplies, electric motors and other allied products. 


NEW YOUNGSTOWN JOBBER 
Cavanaugh Company Now Carries Complete Line of Mill and 
Contractors’ Supplies, and Hardware 
The Cavanaugh Company, 312 West Federal street, 
Youngstown, Ohio, is a comparatively new mill supply 
house. Primarily a manufacturer of hardwood floors, the 
company for the past six years has also been in the hard- 
ware business, jobbing paints, shelf and heavy hard- 
ware, and is now also distributing mill and contractors’ 

supplies. 

G. R. Semans, formerly associated with the Colonial 
Supply Company and Somers, Fitler & Todd Company, 
Pittsburgh, has been with the Cavanaugh Company as 
head of the new department since its organization a few 
months ago. The company has several salesmen on the 
road, covering Youngstown, Niles, Warren, Girard, New- 
ton Falls, Columbiana, East Palestine, Salem, Letonia, 
Hubbard, Struthers and other towns in Ohio, as well as 
Sharon, New Castle and Beaver Falls, in Pennsylvania. 

The company is carrying in stock a complete line of 
mill supplies, such as pipe, valves, fittings, bars, angles, 
sheets, nails, bolts, nuts, washers, screws, wire rope, ma- 
nila rope, chain hoists, transmission, belting, mechanical 
rubber goods, files, hack saw blades, drills, reamers, taps 
and dies, large and small tools of all kinds, contractors 
and electrical supplies, as well as a complete jobbing line 
of builders’ hardware. 


2 
Buys Old Supply Business 

E. S. Rock Company is now operating the business 
formerly conducted at Portland and Sudbury streets, 
Boston, by the S. H. Davis Co., distributor of mill 
supplies, hardware and cutlery. On May 1, 1925, the 
Davis company made an assignment with Stanley Cun- 
ningham, of Milton, Mass., as ‘assignee. Mr. Cunning- 
ham operated the business up to June 16, 1925, at which 
time he sold it to the Rock company. The Davis business 
was first organized 53 years ago. 
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or solid 


Hex-Top wu 
Cups 


all sizes 


Link-Belt Company, 200 S. Belmont Ave., Indianapolis 


Link-Belt Safety 
lars Furnished in split 


ease < 
Furnished in 


Both set new 
Standards 


ALTHOUGH weighing one 
third less than ordinary 
grey iron safety collars, Link-Belt 
Malleable Iron Safety Collars are 
much stronger and more durable, giv- 
ing longer and more reliable service. 
The design is simple, convenient and 
practical, and add to both appearance 
and value of equipment with which 
used. 


> HEX-TOP< Grease Cup 


The many outstanding advantages of the 
Link-Belt > Hex-Top< Grease Cup have 
been responsible for its use as standard in 
many leading manufacturing plants. 


Col- 


types 


With a turn of a screw driver, wrench, or 
of the hand, > Hex-Top < forces the lubricant 
directly to machine bearings. Sharp, die-cut 
threads permit easy turning and prevent waste of 
grease. 

For free samples, clip this announcement and pin 
to your letterhead. Give sizes wanted. 








Send me a sample of |. Grease Cup Collar Mill Supplies 
Name Firm 
Street City State 
=| DIXON'S Fo 
~ 77 a a = 
=p. ae Ne 
[3 eal a. 
fi SILICA-GRAPHITE |]~~)\. 
S 
ee ae Pioneer of All Graphite 
AOS Paints 
Sh Lowers paint costs per \ 
\ YY year of service by providing : 
\ NY efficient protection for a sur- 
prising period of time. 


It is a natural combina- 
tion of silica and flake 
graphite for the pigment. 
The vehicle is pure boiled 
linseed oil. This pigment is 
inert, aids in preserving the 
original elasticity of the ve- 
hicle, increases the thick- 
ness of the paint film and 
has long life. 


Dixon’s paint will not 
peel, crack or flake off and 
is not affected by rust-pro- 








ducing agents, such as 
fumes, acids, dampness, etc. 


Write for Booklet 71-B 


Joseph Dixon Crucible Co. 


Jersey City, N. J. 
Established 1827 
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A better packing to sell 
than ordinary spool valve stem 


You can increase your profits,—re- with a one pound spool of valve stem 
duce your stock investment,—and in- packing. Your profit is 331/3% on 
crease your sales by selling PLASTIC your selling price. 


Metallic Packing instead of the ord- 


’ : r k investment is greatly re- 
inary braided or twisted valve stem Your stock investment is g y 


duced because it is not necessary to 


packing. carry different sizes in stock. One box 

You will also be selling your cus- of PLASTIC will pack any size valve 
tomers a better and more convenient stem. A few boxes in stock will en- 
packing. Superior in every way to the able you to fill any order for valve stem 


ordinary spool packing. Used by the packing. 
United States Government and some of ; 
the largest corporations in the United ee = ys —— — 
States, it has proven the ideal packing —— PNOW ; ~ ee ts pos 
Laas hel : pumps. is the time to start sell- 
wn Tra ata or oscillating rods and ing it. Your initial stock order of ten 
; 2¥2 lb. boxes includes a supply of small 


Your profits and sales are increased salesmen’s sample test boxes and ad- 
because the smallest box of PLASTIC vertising literature imprinted with 
is 21% lbs. at $1.50 per lb. as compared your firm name. 

Ir you give your salesmen PLASTIC to sell in place of the ordinary standard 
valve stem packing, you can sit back and watch your sales and profits increase 
and at the same time have that pleasant feeling which comes with a reduction 


in your stock investment. 





Patnar r ley y ty?) rm 7 LG } , ° } ; 
Betore packing—plastic form In stuffing box—a frictionless bearing 


PLASTIC PACKING DIVISION 


THE HOLLOW CENTER PACKING Co. 
1968 EAST 660TH STREET 


CLEVELAND, Onio. 
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Applicat ion of Correct Sales Principles in the 


Mill Supply Salesmen Will Find It Very Helpful to Get Into the Habit 
of Taking Along a Sample on Each Trip 


Sales Manager, James McGraw, 


I think that the most important 
habit for a mill supply salesman to 
develop is to think first and fore- 
most about profits and to forget 
about volume. The best possible 
way to do this is to push “special- 
ties.” 

The writer of this 
once a meek and lowly 
salesman,” 


article was 
“mill supply 
and let me tell you if it 


hadn’t been for “Specialties” he 
would have starved to death. I had 
in my territory several salesmen 


who had been in this same territory 
a generation or more. What they 
left for me in the way of staples was 
at what the little boy shot. What 
was I to do when the engineer said, 
“T need a bale of waste, but Walter 
Graham of the Empire people will 
be here tomorrow; I'll give it to 
him.” (This actually happened. ) 

The only thing left for me to do 
was to push specialties. Before we 
started to travel in “Fords,” I had 
an extra sample case, or I would 
take an ordinary book strap, strap it 
around a belt lacing machine, or a 
force feed lubricator, and start out. 

After the advent of automobiles, 
and when we stopped hiring old 
“Dobbin” for a day’s work, I would 
stock up the rear of the Ford, and 
often would sell all of the samples 
before I returned to the house. Our 
purchasing agent always gave me a 
new specialty first, and would say, 
“Wagener, take this specialty out 
and try to sell it. It if goes all 
right, we'll buy some.” 

MAKE DEMONSTRATIONS SELL 

I always try to keep our sales- 
men on their toes trying to sell some 
specialty. We got the jump on other 
jobbers on the “Little Giant’’ pipe 
wrenches, and sold them so fast we 


H. T. WAGENER 


swamped the factory with orders. 
About eighteen months ago we 
started to handle the Wood’s Molyb- 
denum steel shovel. Since that time 
we have sold several hundred dozen 
of this high priced article, and why? 
Just because every single salesman 
has a sample “Molly” shovel or 
scoop in the back of his car, and 
takes it right into the thick of the 
fight. They do not show a cut in 
the catalogue, but show and demon- 
strate the shovel itself. 


Our city salesmen recently took 
out a sample of a small electric 
router and shaper. Unfortunately 


we were limited in our samples, so 
they only had samples of one hun- 
dred and ten volt machines. In 
almost every instance, they sold the 
man to whom they demonstrated the 
machine. The man who had two 
hundred and twenty volts in his 
building, would only smile and say, 
“The machine is too small; it won’t 
do the work.” It did look small and 
we knew it would do the work, but 
he didn’t and we couldn’t show him. 

I frequently make short trips with 
the salesmen, and on these trips I 
always take a sample of some spe- 
cialty to sell myself, in the event 
the salesman doesn’t have one suit- 
able with him. 

HERE’S AN ACTUAL EXPERIENCE 

One of our men asked me some 
months ago to send him a sample of 
some specialty for him to sell. I 
simply sent him a “Wall” steel bench 
oiler, a common device like an every 
day squirt can, and he sold all we 
had in stock the first week. 

I recently heard one of our sales- 
men say, in the presence of the 
other men at a sales conference, that 
“Wagener is certainly right. When 


Inc., Richmond, Va. 


you have a specialty with you, it 
gives you something to talk about, 
and keeps the customer from telling 
you, ‘no, don’t need anything today’ !’’ 
HAVE STARTED CONTEST 

We have just started a contest on 
specialties. We have picked out ten 
items, giving so many points for 
each sale of each one of the items. 


The standing of the men in this 
contest is marked up on a large 
blackboard in my office. We have 


announced several prizes to the men, 
one prize for the highest total num- 
ber of points, and ten for the high- 
est number of points on each item. 
Interest is now at fever heat. They 
were so eager at the last meeting to 
find out who was leading that they 
almost ruined the blackboard. 

Our next plan is to pick out one 
or possibly two. specialties each 
month and offer a prize to the sales- 
man selling the most. 

I think our men are beginning to 
realize that especially when they are 
calling on new customers they can- 
not offer them any inducements to 
buy pipe, tubes, bolts. Therefore, 
the only way to get an opening 
wedge is to talk specialties. 

A REMINDER AND A SALE 

In the July issue of “The Mill 
Supply Salesman” Section, I noticed 
an article on the subject of “special- 
ties” by Kenneth G. Merrill. It may 
be interesting to know that one of 
our salesmen told me several weeks 
ago that just as he was leaving his 
hotel, his mail was delivered to him. 
In this mail he found a little book- 
let which Mr. Merrill gets out for 
his company. As the salesman was 
getting ready to call on the engineer 
of the large industrial plant, he sud- 


(Continued on page 80) 
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Favors Minute-Men Salesmen 


Sales Manager of Standard Supply and Equipment 
Company Believes Concentration on Customers 


Is Valuable to a Mill Supply House 


“Il am in favor of hustling ‘min- 
ute-men’ salesmen in whom I can 
drill foresight, and who will not be 
handicapped by hindsight.” 

That is the answer of Vance C. 
Boyd, sales manager of the Stand- 
ard Supply & Equipment Co., Phila- 
delphia, to the question, ““‘What type 
of salesman do you tavor for selling 
mill supplies?” 

Mr. Boyd has been with this com- 
pany for six years. Before becom- 
ing sales manager, he had served as 
assistant sales manager. He is what 
might be classified as an enthusiastic 
sales manager. He has some ideas 
all his own on the way to secure re- 
sults, and furthermore, he is not in 
the least averse to exchanging ideas 
on sales subjects with other men in 
his line. Selling is a hobby as well 
as a business with him. 

RATIO BETWEEN CALLS AND SALES 

“Ever since I became sales man- 
ager of the Standard Supply & 
Equipment Company,” said Mr. 
Boyd to a MILL SUPPLIES man, “I 
have expounded a policy of concen- 
tration. This means the careful 
selection of customers in groups A, 
B, C or DD. Classification within 
each group is dependent upon the 
number of calls necessary to secure 
a maximum of business. You will 
find there is a resultant ratio be- 
tween visits and gross sales. I am 
a great believer in compilation of 
certain relative records, and in dis- 
cussing them individually with the 
salesmen and collectively in our sales 
meetings, which are held weekly. 

MAKE SALES MEETINGS SNAPPY 

“We always try to make these 
weekly meetings ‘peppy’ and origi- 
nal, never routine or cursory dis- 
cussion. We try to choose original 
subjects such as ‘Dig in and Plug,’ 
‘Know Your Man,’ ‘The Scientific 
Salesman,’ ‘Hustling Minute-Men,’ 
‘Foresight Is Hindsight Applied,’ 
and ‘How Big Is Great?’. 

“Understand I do not claim all the 
subjects in our meetings are origi- 
nal, but our manner of dealing with 
them is. We make a direct appeal 
to certain individual traits charac- 
teristic of our own men. I some- 
times conduct an entire meeting 
with the thought in mind of putting 
over a point with just one man. 


“A sales manager must be a 
‘square shooter’ and he must know 
his man. One of the qualifications I 
absolutely insist upon in a candidate 
for a salesman’s position is willing- 
ness, because such a man can be 





Vance C. Boyd 


trained to render any kind of serv- 

ice to his customer, and really that 

is one of our main reasons for ex- 

istence as mill supply jobbers.” 
EVERY DAY IS NORMAL 

Mr. Boyd was asked, “What is 
your opinion about present business 
as compared to normal?” 

“We do not believe in ‘normal’ as 
an adjective applicable to business,” 
he replied. ‘We must contend with 
buying as it exists, hence each en- 
suing day is ‘normal’ within itself, 
if you get my point. In other words, 
do each day’s work best. We never 
let theory run away with proven 
facts either.” 

““MINUTE-MEN SALESMEN” 

Here are some of Mr. Boyd’s ideas 
as evidenced by excerpts from his 
notes: 

“A ‘minute-man salesman’ is al- 
ways ahead of the field, full of new 
ideas and always uncorking new 
thoughts. His uniform is knowl- 
edge; his steed ability. Just as Paul 
Revere was a jump ahead of the 
Sritish forces, so is our ‘minute- 
man salesman’ ahead, with the hot 
breath of competition spurring him 
onward. The initiative displayed 
and accurately applied is the neces- 
sary factor in insuring success. 

FORESIGHT IS HINDSIGHT APPLIED 

“How often have you seen some 
deed accomplished, or a sale con- 
summated, and had an inward con- 
sciousness that you could have done 


as well had you only thought of the 
same thing? How often have you 
put in prices and confidently ex- 
pected the order, but instead re- 
ceived the old death knell, ‘It has 
been placed with So and So.’ You 
overlooked that competition entirely, 
but you won’t the next time. Oh! I 
could cite thousands of instances of 
second thought, but I would sooner 
concentrate on first thought men. 
Give me men of vision and imagina- 
tion. 

“Above all in a mill supply sales 
organization there must be 100 per 
cent personal interest, and all the 
oarsmen must be pulling together 
and listening attentively to the cox- 
swain, who in our business is the 
sales manager—the guardian of 
effort.” 


The Heavy Hitter 
“Pll cut the price,” said Salesman Bill, 
“For if I don't, my rival will. 
“T’ll make it fifty, ten and ten 
“And add an extra five on then.” 


Now Salesman George comes up to bat 
Two sets of prices under his hat. 

He knocks the toss right off the lot. 
Oh, boy, he made the going hot. 


The third man up was Harry Lure. 
On prices he was Simon pure. 

The buyer pitched the cut-price curve. 
Harry struck out, but kept his nerve. 
Now time moved on, as time will do, 
And Bill and George moved with it, too, 
Worn out from the cut-price pace, 
Too tired to get beyond first base. 


But Harry kept himself in trim. 

The buyer's speed never worried him. 
He struck out once and then once more. 
Another man would have been sore. 


But he was made of different stuff 
And never feared a buyer's bluff. 
The next time up he picked a “beaut” 
And hit it hard, right on the snoot. 


“ee 


Attaboy, Harry,” his bosses said, 
“You've hit the ball square on the head. 
“With quality you've won once more. 
“That brand of playing’s sure to score.” 


(Continued from page 79) 

denly decided that he would talk to 
this engineer about pipe joint clamps 
because this little booklet had re- 
minded him of them. He took the 
booklet with him when calling on 
the engineer, and before he left the 
latter, secured his order for $96 
worth of pipe clamps. 
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Salesmen Should Be Open Minded 


Accept Advice and Suggestions at All Times and Don’t Become Too 
Satisfied With Yourself and Your Accomplishments 


Probably no class of business men 
has received as much advice as sales- 
men. Certainly no class has profited 
more by the advice, and evidence of 
that fact is found in the great ad- 
vance in the calibre of the average 
salesman in the last twenty years. 

Some salesmen have resented the 
advice given, have thought the sales 
manager has had too much to say 
about how he wanted the job done. 
Some have gone about with chips on 
their shoulders, assuring themselves 
and others that they knew their job 
better than anybody else, and that 
nobody need try to tell them. But 
some, a good many, have met advice 
and suggestions with an open mind 
and have absorbed all the help they 
could get, and have grown in sales 
making ability and in mental stat- 
ure. 

Salesmanship, effective as it is to- 
day, has not yet reached perfection. 
There is some talk about hundred 
per cent selling ability and about 
hundred point salesmen, but we all 
know that the more salesmen im- 
prove, the more chance there is for 
them to improve further. A man 
might learn all there is to know 
about salesmanship today, but to- 
morrow there would be something 
more to learn. The salesman who 
gets to where he knows he is good, 
where he is high man with his house, 
may be good enough to satisfy him- 
self and the manager at the 
time, but unless he continues to 
learn, to grow, it will not be long be- 
fore he will find that the procession 
has gone on and left him. 

STORY OF TWO SALESMEN 

There were two salesmen travel- 
ing out of Rochester for the same 
house, having similar territories as 
far as opportunities were concerned. 
These two young men developed rap- 
idly and both were successful. 

George M. worked hard to acquire 
proficiency with the line and when 
he got up with the top notchers of 
the house, he married and became 
settled in his habits and satisfied 
with his ability and the return from 
it. He fell into the rut. He was still 
good, just as good as ever, but the 
trouble was that others, competitors’ 
salesmen, had not stopped growing, 
and they passed him by. They be- 


sales 


FRANK FARRINGTON 


gan getting more and more of his 
business and George found himself 
on the down-grade. 

The other young man, Oscar D., 
got along just as George did at the 
outset. He had about the same rat- 
ing with the house. He too married, 
but neither marriage nor any sense 
of self-satisfaction led him to lose 
his ambition. He saw farther ahead 
than George and he determined to 
keep growing just as long as he 
stuck to the job. The result was 
that he reached a point where he 
was given the opportunity of taking 
the Rochester city trade for his ter- 
ritory, meaning that he could live at 
home, although it would be harder to 
hold up his volume of sales with only 
the home city from which to draw. 

Oscar accepted the challenge of 
the more restricted field and went to 
work to develop a maximum trade 
there, seeking every means of in- 
creasing his own efficiency to that 
end. The result was that last year 
he turned in a record volume of busi- 
ness and was given a bonus prize of 
$1,000 for the biggest territorial de- 
velopment of any man on the sales 
force. 

WE ALL LIKE 

In these days when the tendency 
is more and more to pay on the com- 
mission basis, so that the salesman 
who earns more gets more, and the 
ambitious man is at once rewarded 
financially for his ambition, any 
salesman can see the point to work- 
ing for greater efficiency. I believe, 
however, it is the duty of the sales 
manager to see that the men are 
shown something more than just a 
money appreciation for their good 
work. We all feel that we do better 
work, and we all show more interest 
in the business, if there is an obvi- 
ous and an expressed appreciation of 
what we are doing. 

A salesman who was employed in 
a store left after making a fine rec- 
ord and took a position where he 
would receive less money. Someone 
asked him why he made the change 
which did not seem to be to his ma- 
terial advantage. 

“T’ve been in that place just five 
years,” was the reply, “and the only 
time I ever had a word said to me in 
praise of my work was once when 


APPRECIATION 


the boss said ‘Good,’ when I sold a 
big bill to a customer who had never 
bought of us before. I’ve got to 


work where the boss is kind of 
human.” 
There are mill supply salesmen 


who will say in reply to that, that 
they aren’t worried over the matter 
of getting no compliments from the 
house as long as they get their com- 
missions and salary every pay day, 
and no kicks come through from the 
sales manager. 

The salesman who claims that 
praise and compliments mean noth- 
ing to him, is probably sincere in his 
belief that what he says is true, but 
I never met a salesman so hard 
boiled inside that honest and de- 
served praise would not crack the 
hardness a little, even though it 
might not show. The man is not 
human who does not warm up a bit 
when someone shows proper appre- 
ciation of good work he has done, 
and if a man is warmed at all by 
such praise, there inevitably must be 
a helpful effect upon his work. 

Praise and flattery and compli- 
ments are not to be spilled injudici- 
ously, slopped here, there and every- 
where. They are to be used more 
like the condiments which spice food 
to our taste, than like a sauce which 
is to be enjoyed for its own sake. 

MORE THAN MERE MONEY 


One of the things that holds the 
loyalty of men who have long been 
with a company, is the way they have 
been treated by the officers of the 
house. Mere dollars and cents in 
salary or commissions do not create 
a real heartfelt spirit of loyalty. 
They may hold men and may keep 
them working hard because they 
need the money, but they do not get 
under their belts and make them 
want the house to succeed. There is 
scarce a mill supply salesman on the 
road today who will not go out to- 
morrow with a stiffer determination 
to do his best, if tonight he gets 
from the home office a letter telling 
him that his work last week, done 
under adverse conditions and in the 
face of red hot competition, was 
mighty good work and is appreciated 
back at the home office. 

Companies that willingly give 
praise where praise is due are likely 
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to give more thought than others to 
the welfare and convenience of their 
salesmen. Relations are something 
more than mere dollars and cents ar- 
rangements. Salesmen know that. 
They know that one house, when 
making up a sample kit, thinks only 
of getting in the full line of samples, 
leaving it to the salesman to handle 
the outfit as best he can. They know 
that another house making up such a 
sample outfit, thinks of the salesman 
and of his having to handle that kit 
or case or trunk, of his having to 
pack and unpack it, and seeks to 
make the actual manual labor for the 
salesman as light as possible, in or- 
der that he may not be needlessly 
wearied physically, or irritated men- 
tally. 

The house that is thoughtful of its 
salesmen as to their feelings and 
convenience, does things that make a 
hit with them, that make their work 
easier and more effective, and _ it 
holds its men _ better, better 
men, better from its 
force. 

Oh ves, there may well be some- 
thing more human in relations be- 
tween house and salesmen than just 
the orders and pay checks that 
change hands. 


gets 


results 


gets 


SUCCESS DEPENDS ON VISION 


There are men of the impossible 
type at both ends of the line, both 
sales managers and salesmen of the 
hard boiled sort, who are antagonis- 
tic, working at cross purposes, pull- 
ing against one another. Such men 
individually or together cannot pro- 
duce the best results. Big, success- 
ful business is never built up with 
the men involved working selfishly, 
thinking only of the personal advan- 
tage possible from what they do. 
Success on any worth while scale is 
dependent upon a bigger vision. 
Salesmen of mill supplies today re- 
quire a bigger, broader vision than 
ever before. Men of narrow minds 
and narrow vision cannot but be men 
of narrow business, and they cannot 
be expected to see the opportunities 
that open out in all directions. 

I said that no class of business 
men has received as much advice as 
salesmen. I think perhaps some 
salesmen have complained about the 
amount of advice offered them by 
both their employers and by outsid- 
ers like myself. Well, if the sales- 
man pays no attention to the advice, 
considers it valueless and merely a 
nuisance, then the offering of it cer- 
tainly ought not to bother him much. 
It can do him no harm if he leaves it 
alone, and if he accepts the advice 
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and makes use of it, it is sure to ben- 
efit him and then he surely cannot 
object to it. Any salesman who 


thinks he is good enough is in dan- 
ger. As soon as he feels that he is 
good enough, he stops trying. 


Useful Sales Manual 


Syracuse Mill Supply Salesman Developed a Loose- 
Leaf Information File 


Leopold L. Joh, a mill supply sales- 
man for Burhans & Black, Ince., 
Syracuse, N. Y., has devised a novel 
record book which he ealls the “Mill 
Supply Sales Manual,” 
a loose-leaf system for 
keeping data relative 
to customers and pros- 
pects. He has used 
this manual success- 
fully for several years, 
has it copyrighted and 
is now publishing it as 
a sideline business. 

Mr. Joh started sell- 
ing mill supplies for 
John Weekes & Son Co. 
in 1913. Three years 
later he joined the 
Fairbanks Company’s 
sales organization. 
Shortly after making 
this change, he began 
a study of the different 
products of his custom- 
ers with a view to de- 
termining what items 
he could sell them. He 
entered this data in a 
leaf book under 
the heading, ‘Pros- 
pects,” and after he 
had sold the customer, 
he made a record of the 
sale in an alphabetical 
file, noting the date, 
the amount and other 
information. Later he extended the 
system to include a record of con- 
tracts, tests, quotations and a list of 
his customers’ names. 

In May, 1921, Mr. Joh joined the 
Burhans & Black organization. One 
day C. W. Goodman, at that time 
sales manager for the company, and 
now with Weed & Company, asked 
him if he had any idea about the 
sales of grinding wheels to a certain 
local steel mill. Mr. Joh referred to 
his book and told Mr. Goodman ex- 
actly what grinding wheels this mill 
was using, and also how many they 
had purchased during the past year. 

The sales manager was greatly 
surprised to receive such accurate 
information, and inquired as to how 
Mr. Joh always seemed to have such 
information about his customers. 
The loose-leaf book was produced 


loose 





and Mr. Goodman suggested that it 
would be a very valuable one for all 
mill supply salesmen, and that Mr. 
Joh should make it available. Fol- 


lowing the suggestion, Mr. Joh be- 
gan to publish his manual, and the 


first mill supply house to secure 
copies was his own company, which 
has since adopted it as standard 
equipment for its salesmen. 

The front part of the book is re- 
served for keeping a temporary rec- 
ord of calls and miscellaneous infor- 
mation. The pages in this section 
are plain ruled sheets. 

The second section is for the 
alphabetical file. The sheets are 
printed to allow space for the name 
of the customer, the materials and 
supplies sold and the record of sales. 

There are also separate sections 
for making records of contracts in 
force, tests, prospects, quotations 
and lists of purchasing agents, su- 
perintendents, foremen and other in- 
formation. 
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Friendship and Business 


True Story Illustrating That Failure to Give Service 
is Not Forgotten Very Soon 


It had been a great game and a 
grand and glorious reunion with the 
old boys. There surely is a joy in 
forgetting the cares of business, 
and in meeting again the pals of yes- 
terday. What a satisfying relief to 
be returned to the rah-rah days and 
ways. After all, there are few bonds 
that bind one person so closely to 
others as the ties of schoolday 
friendship. 

These and others of a like variety 
were the thoughts that flashed 
through John Alley’s mind as he sat 
in a railroad coach bound out of Bos- 
ton for Springfield, after witnessing 
a thrilling baseball game held in 
connection with a gathering of the 
alumni of his college. 

Just before the train pulled out of 
the South station, a group of last 
minute arrivals came aboard. They 
were in a merry frame of mind, and 
their good natured bantering about 
the narrow margin by which they 
had made connections naturally at- 
tracted Alley’s attention. After all, 
were they not kindred spirits with 
his own? 

As the group came down the aisle, 
Alley suddenly jumped up with a 
loud greeting. “‘Palmy, old boy, how 
in the world are you? I can hardly 
believe my eyes.” 

“Johnny.” The handclasp that fol- 
lowed was one of those genuine ones 
that leaves no doubt regarding the 
mutual delight felt by these two old 
friends. 

The next hour was pleasantly 
passed renewing the experiences of 
the two, who had not met since the 
day some fifteen years before when, 
sheepskins in hand, they had said 
good-bye before departing to take up 
new lives in the business world. 

Tom Palmer (he was “Palmy” to 
his pal of college days) had been 
fairly successful in his chosen field. 
As sales manager of a large manu- 
facturing company he had won many 
laurels, and had only recently been 
made an officer of the corporation. 
As he swapped stories with John Al- 
ley, he learned that the latter had 
for several years been making his 
home in a middle western city. 

“Don’t suppose you ever see any 
of the boys out there?” he queried. 

“Yes, indeed,” replied John. “Hal 
Jones, Stan Kenwood and Jimmy 
Ordway are all out there, and I see 


them occasionally. In fact, I ran 
into Jimmy only a week before com- 
ing east.” 

“Oh, that bird. I know he’s out 
there, and if you see him soon, tell 
him that if I ever meet him, I’m go- 
ing to give him a nice swift kick in 
the pants.” 

“Why, what’s the trouble? You 
and Jimmy were more than friendly 
in college. Let’s see. Weren’t you 
two roommates one year?” 

“No, but we lived next door to one 
another, and many’s the party we 
went on together.” 

“Why the mad, then? Did he 
steal your best girl or hasn’t he paid 
you the five he borrowed back in the 
good old days?” 

“No, this is a horse of another 
color. You know Jim is the main 
works out at his factory. We used 
to sell them a lot of our goods, but 
we haven’t been able to get a thing 
out of him now for the past few 
years. I’ve written him time and 
time again, but can’t get a rise out 
of him. In fact, he won’t even an- 
swer my letters now. You tell him 
that I said he is a piker.”’ 

At Worcester, “Palmy” left the 
train after an effusive good-bye to 
Johnny. The latter continued his 
journey alone, happy at the thought 


that it isn’t such a big old world 
after all. 

The conversation about Jimmy 
Ordway had entirely slipped his 


mind before he reached his destina- 
tion. A few weeks later he dropped 
into the club one day and ran into 
Jimmy. The sight of the latter 
brought back the recollection of his 
meeting with “Palmy,” and he de- 
livered the message with the promise 
of the big kick. 

“Why, the big stiff,” interjected 
Jimmy. “He can go to kingdom 
come and then some as far as I’m 
concerned. Sure, we used to give 
him some business—a lot of busi- 
ness. They make fine goods, but back 
in 1919 when we needed their stuff 
badly, they turned us down. Ex- 
cuses galore. Couldn’t meet their 
orders. Couldn’t promise delivery. 
In fact, they even ignored us on one 
or two occasions. Now things are 
different and they are in need of 
business. ‘“‘Palmy” was a good fel- 
low in college, but he’s not going to 
get me to come back to his factory 


for supplies after the raw deal we 
got from his company back a few 
years.” 

As Jimmy started out of the club, 
John Alley took the elevator for the 


dining room. He had a luncheon 
engagement with a business ac- 
quaintance. To the latter he de- 


tailed the story of his two college 
chums, and remarked: “Friendship 
is of great value to all of us, but 
when it comes to business, why I 
guess business is just business, and 
service is what counts.” 





O’ Shay 
way. 


A salesman named Jimmie 

Had a pleasing and affable 
When grouches saw Jim, 
They'd start smiling at him, 

So business was good every day. 


Intensive Work Counts 

A veteran mill supply salesman 
during a recent visit to the editorial 
sanctum of “The Mill Supply Sales- 


man” Section, related some of his 
experiences. In the course of his 
remarks, he ventured the opinion 


that many mill supply salesmen to- 
day are missing golden opportunities 
by not doing sufficiently intensive 
work in their territories. He said 
that he knows this from experience 
because he had discovered that his 
own territory could be made to pro- 
duce greater results through the 
“fine-tooth comb” methods, instead 
of his former method of “hitting the 
high spots.” 

This salesman’s remarks are in 
line with what has been advanced 
recently by leaders who have been 
investigating distribution methods. 

In these days when the automobile 
and radio occupy a dominant posi- 
tion in the business life of the 
United States, there are plenty of 
small repair shops scattered every- 
where throughout this country which 
are users of large quantities of tools 
and supplies. See them and sell them. 

The law of averages holds good in 
the mill supply field as it does in 
insurance or any other selling line. 
In the long run the number of or- 
ders secured varies in direct propor- 
tion to the number of customers 
upon whom the salesman calls. 

A salesman who is going to get a 
lot of orders has to see a lot of 
people. 
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Hack Saw Blades 


Salesmen Should Know That Improper Treatment Is Fre- 


quent Cause of Trouble 


Most mill supply salesmen sell hack- 


saws. They should be interested, there- 
fore, in knowing that these devices 
were invented by Americans. The 


other day 
facturer 


a representative of a manu- 
who specializes in this line 
came across an article in a British busi- 
ness paper, which contained a brief ac- 
count of the history and manufacture 
of hacksaw blades. He found it of deep 
interest to himself and sent his copy 
into MILL SUPPLIES with the suggestion 
that it might prove of interest to sales- 
men. 

The article states that “the hacksaw 
has been described as the most valuable 
and important addition in half a cen- 
tury to the tools used by engineers,” 
and that “it rivals the file for useful- 
ness, has been a considerable factor in 
expediting and cheapening engineering 
production, and is indispensable in 
every work-shop and on the bench of 
those who work in metals.” It further- 
more asserts authoritatively that “no 
engineering shop today is regarded as 
properly equipped unless one or more 
hacksawing machines are installed for 
cutting up iron and steel.” 

Here is the description of the manu- 
facture of hacksaw blades: 

“A hacksaw blade has to withstand 
rough treatment and often to cut ex- 
tremely hard material, and it is neces- 
sary that it should be made of the finest 
crucible steel, which is usually alloyed 
with tungsten. The steel is cast in flat 
ingots and rolled into sheets about .72 
inches long by 20 inches wide and in 
various thicknesses. Each sheet is pared 
all round in a large shearing machine, 
cut into sections, and afterwards into 
strips of proper width. Owing to the 
hardness of the material, the shearing 
operation is severe, and one that calls 
for the greatest care to ensure perfectly 
smooth edges. The shears can only be 
kept in proper condition for doing their 
work by constant regrinding. 

“The strips next go to a milling ma- 
chine on which the teeth are cut, as 
many as two gross being milled at one 
time. The jigging and clamping of so 
many strips in the machine at one time 
present a considerable problem. The 
milling cutters used for the purpose are 
an expensive item in the cost of the 
blades, and they have to be made with 
perfect accuracy so as to prevent what 
are known in the trade as high and low 
teeth on the strips. Another delicate 
operation is setting the teeth to pro- 
duce the necessary clearance when the 
blades are working. Absolute accuracy 
is essential because of the very fine 
dimensions of some of the teeth. Unless 
great care be exercised in making the 
setting tools, the teeth are liable to be 
mutilated, and the amount of the set 


will be variable. The set strips are 
then blanked out in powerful presses 
into the finished lengths, an operation 
which rounds the ends, punches the 
holes and impresses the brand. 

“The blades are now ready for heat 
treatment, which consists of hardening 
and tempering, processes which are 
vital to the production of first-class 
blades. Pyrometers are used to control 
the heat of the furnace, and after the 
required heat is taken up, the blades 
are quenched in oil and tempered suit- 
ably. 

“The final process, before bundling 
and boxing, is to soften the ends of the 
blades to prevent breaking when they 
are tightened on the frame. This part 
of the work is generally done on travel- 
ing belts passing over gas burners. The 
production of the blades entails ac- 
curate reproduction methods and the 
use of automatic machinery, all the 
processes being interdependent.” 

Another section of the article de- 
scribes the care that should be taken 
with the blades. In it may be some 
suggestions for salesmen who receive 
complaints from customers about the 
blades they sell. Here is what this 
British paper has to say about this im- 
portant subject of hacksaw treatment: 


“Not the least of the worries of the 
hacksaw maker is that arising from 
the improper treatment of their prod- 
ucts in the workshop. It is notorious 
that more hacksaws are broken through 
misuse than are worn out in fair work. 
It is unfortunate that more attention 
is not paid to the study of the char- 
acteristics of this singularly valuable 
and useful tool. Possibly its cheapness 
has been responsible for the careless 
way in which it is so often treated. 
A frequent cause of trouble is the ap- 
plication of an improper lubricant to 
the machine blade. This is often of so 
greasy a nature that the blade slips 
over the work. A recommended mix- 
ture is made of a pound of soda, a gal- 
lon of water, and a small quantity of 
soluble oil. All modern sawing ma- 
chines have a lifting motion on the 
return stroke, and should that mechan- 
ism get out of order, heavy wear and 
tear on the blade follows, hence it is 
desirable to see that the machine is 
kept in proper order. In cutting sec- 
tions hacksaws are often spoiled be- 
cause the work is improperly held in 
the vise. If, instead of cutting 
smoothly, a chopping action is set up, 
the teeth are stripped. Complaints 
arise out of the selection of the wrong 
type of blade for the work to be done. 
The best results can only be obtained 
by using blades with the correct num- 
ber of teeth, and that is indicated on 
charts supplied by the makers. Were 
semi-skilled workmen instructed in the 
use of these tools the hacksaw bills 
would be reduced appreciably.” 


Salesmen Can Learn a Lot From Nature 


The other morning, while doing 
his daily commuting on the old six- 
thirty into Chicago from the west- 
ern suburbs, the writer had as a 
train companion the sales manager 
of a large manufacturing company. 

Quite naturally conversation 
drifted into a discussion of the trial 
that has brought the little Tennes- 
see community of Dayton into the 
limelight and onto the front pages 
of the metropolitan dailies. 

This sales manager is an ardent 
fundamentalist. He was born and 
reared in the country and from child- 
hood has had a deep reverence for 
the mystery of growing things. 

It is his sincere belief that some- 
thing more than evolution is re- 
sponsible for bringing life into exist- 
ence in the springtime, following the 
barren death that winter brings to 
so many forms of plant life. 

He explained some of his philos- 
ophy of life, and his fondness for 
studying the conflicts of the elements 
at various times. 

“T tell my salesmen,”’ he remarked, 
“that they can learn a lot if they 
will only observe how a farmer works 


with nature. First, if he is going to 
grow good corn, he must select good 
seed, then select the best ground in 
which to plant that seed. He must 
plough the ground carefully, then 
plant his seed, cultivate, keep out 
the weeds, and finally he must be 
on hand at harvest time to gather 
in the corn, or it will rot and all his 
work will be a failure. 

“Just so with selling. You have 
to select good seed, in other words, 
good products and talking points. 
Then you have to select good land, 
meaning good prospects. You have 
to plough your way into these pros- 
pects, plant your seed, cultivate, keep 
out those business errors which may 
be likened to weeds, and finally you 
must be on hand to reap the harvest, 
which in business is the orders. 
Otherwise, your work as salesmen 
will rot and be a failure.” 

There’s something for you mill 
supply salesmen to think about in 
your spare time. See if you are sell- 
ing in the way to bring the greatest 
harvest, or if you are merely drop- 
ping your seed without regard for 
the desired results. 
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Are You in a Position to Supply 
Bonney "CV 
Chrome Vana- 
dium Wrenches? | 


Master Mechanics 
everywhere are us- 
ing Bonney °C. V. 
Chrome Vanadium 
Wrenches 






















*C. V. is a Bonney trademark = “t 
registered in the U. S. Patent Office . Wry, 
o ee Za 
aa Set No.-25 
BON NEY Contains six **“CV” Engineer's 
type 15 degree angle wrenches 
: 7 ” 


Oar ‘ST S.. with 12 different openings from 

=> ¥%'' to 1”. Price, east of Missis- 
sippi $6.85 without Leatherette 
Roll. $7.85 with Roll. Canadian 
and Wester prices slightly 
higher. 








Bonney Chrome Vanadium Wrenches are 
becoming standard among good mechanics 
and even though you carry a line of ordinary 
carbon steel wrenches, it will pay you to 
handle also Bonney high quality wrenches, a 


demand for which has already been estab- 


IG of ROBISH Be lished and is rapidly growing. 
Sout dy h 


Write for our attractive Jobber proposition. 


Bonney Forge & Tool Works 


Allentown, Pa. 


Makers of Special Service Wrenches of Chrome Vanadium, Carbon 
Steel Drop Forged Wrenches, Stillson Wrenches, Vises and Drop 
Forgings and the Bonney Rim Tool. 





(Patents Pending) 
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When writing to Advertisers please mention Mitt Supptiss. 
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Every belt backed by 
90 years’ experience 


Back in 1835 J. B. Hoyt founded the business that has 
grown into Edw. R. Ladew Co., Inc. 

Determined to produce the finest leather belts, he 
originated the practice of using selected cuts, carefully 
matched, instead of the run of the hide. He developed 
the lap joint tl permitted the m f elt. 





‘ } 
ng of the endless | 





; fore it went into the belt was his idea 
The leather belt and the cement that n 
pos f his work He made countless other discov- 
ries and improvements, many still the exclusive property of 
Ladew. 

This record nd leadership guarantees you belts 
that are rigl 





pect. Send in the coupon today for 
f Book.” It will cut belting costs in 


epw.R. |} A DEW ooo, tx. 
BELTING AND OTHER LEATHER PRODUCTS 
Since 1835 29 Murray Street, New York City 

Branches: Atlanta, Ga.; Boston, Mass.; Chicago, IIl.; 

Glen Cove, N. Y.; Newark, N. J.; Philadelphia, Pa.; 

Pittsburgh, Pa.; San Francisco, Cal. 
------—-----MAIL TODAY------- 

EDW. R. LADEW CO., Inc. 102-E 
29 Murray St., New York, U.S. A. 
Please send me a copy of “The Proof Book” 
and full information about Ladew Leather Belting. 


Name 





Company. 


Address... 

















Monarch Ball Metal 
The Steel Process Babbitt 
SEE 
THE 
_\IDEA ? 


TRape 





mark 


The Only Babbitt Metal in Ball Form 


Why is it round and What's in the hole? 


MONARCH Ball Metal is put 
up in balls not to attract atten- 
tion, but for a very important 
mechanical reason—to allow the 
deposit of a mineral flux in the 
center. 


The hole which you see runs to 
the center of the ball and con- 
tains just the right amount of 
Chas. A. Templeton, Mill 
Conn., 


“We have been handling 


twenty years, It has alw 


I don’t remember 
have had a complaint 


NEW deoxidizing flux that has 
not lost its usefulness by having 
been heated. This new flux 
makes the metal flow free as 
water, without blow holes, hard 
spots or other defects. IT's 
THE ONLY METAL EVER 
GRANTED A MECHANICAL 
PATENT BY THE 
GOVERNMENT. 


Supply Jobber, Waterbury, 
Wrote: 

Monarch Metal for about 
ays given full satisfaction 


single mstance where we 





Write for further particulars and distributors’ proposition. 


MONARCH METAL CO. 
119 South Lincoln St. Chicago, Ill. 











THOMPSON'S 
HACK SAW BLADES 





a 


MILFORD Brand—All hard tungsten steel for cut- 
ting solids such as tool steel, rails, etc. 


THE WAVY SET BLADE 


MIL FLEX Brand—The Wavy set blade Soft-back 


tungsten steel practically unbreakable, for cutting 
pipe, BX, Sheets, Conduit, etc. 





THOMPSON’S Flexible Back Band Saws for cut- 
ting Metals. 


The above constitutes a fine line on which energetic distribu- 


tors are making handsome profits. Write for our dealer propo- 
sition. 


— Manufactured by — 


The H. G. Thompson & Son Company 


New Haven, Conn. 








Thousands of workmen to- 
day demand a Turner No. 45 
and nothing else. 
preciate that there is no sub- 
stitute for the eleven superior 
patented features of the Tur- 
ner 


Superheating Burner Baffle and 
heater plug perfectly gasify pres- 
ent-day gasoline or kerosene, giv- 
ing 400 degrees 
Turner patent. 
less, 


You Too Should Demand the No. 45 


They ap- 


_Tummenmoroney 





more heat— 
Seamless, solder- 


polished Brass Tank with 


No. 45—I Quart 


but one opening and that above fuel line—it can't leak. 


Turner patent. 


Twin needle control obviates enlarged ori- 


fice, a nuisance common to ordinary blotorches—Turner 


patent. 
sure—Turner patent. 
fectly. 


Automatic Safety Valve prevents bursting pres- 


The Pistol Grip fits any hand per- 
FEARLESSLY GUARANTEED. 


Order from Your Jobber. 


new catalog 


¢ 


Newton St., Sycamore, IIl. 


The World’s Largest Exclusive Manufacturers of 
Blotorches, Fire Pots and Brazers 


Write us for 























When writing to Advertisers please mention Mitt Supp ies. 
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Personals 
G. L. Reeves is now president of the Reeves Pulley Com- 
pany, Columbus, Ind., succeeding his brother, the late Milton 


O. Reeves, who died June 4th. He was formerly secretary 








G. L. Reeves 


and treasurer of the company, and is the third of the Reeves 
brothers to hold the office of president of the company. Paul 
B. Reeves has been elected vice-president of the company, 
John Jewell treasurer and R. F. Reeves secretary. The 
directors, in addition to these officers, are Carl M. Reeves 
and D. T. MeNeil, the latter of Detroit. 

Harry associated with the H. S. Gray Company, 
Honolulu, machine tool dealer, has been making a tour of 
the machine tool centers of the United States. 

Thomas I. Shriver has been transferred from the 
ford branch oflice of Henry Prentiss & Co. 
office, from where he will cover territory 
hamton, Elmira and Williamsport. 

W. F. Blythe has been appointed sales manager of the 
mill products division of the Bridgeport Brass Co., Bridge- 
port, Conn. He was associated for many years with the 
sales organization of the American Brass Co. 

Gus Momsen, of Momsen, Dunnegan, Ryan Co., El Paso, 
Texas, accompanied by Mrs. Momsen and their son, Reuben, 
sailed from New York on July 14th for a three months Euro- 
pean trip, during which they will visit England, France, 
Germany and Italy. 

R. B. Thomas, formerly secretary and treasurer of the 
Manufacturers’ Supply Co., Lima, Ohio, is now operating the 
Mid-West Sales Company with headquarters at 212 East 
Market street, that city, dealing in engineering specialties 
and factory supplies. 


Craig, 


Hart- 
to the Syracuse 
in Scranton, Bing- 


H. H. Yeager has resigned his position as supervisor of 
transmission sales for S K F Industries, Inc., of New York 
City. Mr. Yeager, who has been in intimate touch with the 


mill supply field during his service with the S K F company, 
has not yet announced his plans for the future. He is mak- 
ing his residence at 20 Ormond street, Hempstead, N. Y. 

J. R. McGinley has retired as president of the Duff Mfg. 
Co., Pittsburgh, manufacturer of jacks and other products, 
and has become chairman of the board. He has been suc- 
ceeded as president by his son, Thomas A. McGinley, who 
was formerly vice-president. Two new vice-presidents have 
been elected, P. G. O’Hara and C. N. Thulin, the former 
eastern sales manager at New York, and the latter western 
sales manager at Chicago. 

R. M. Gattshall, formerly assistant manager of mechanical 
sales of the Republic Rubber Company, Youngstown, Ohio, 
has been promoted to the position of advertising manager 
of the mechanical goods division. In an official announce- 
ment to the Republic sales organization, the company stated 
that the trade promotion work such as Mr. Gattshall has 
been doing so successfully during the past year will continue 
under his jurisdiction in the advertising department. 

John F. Schurch, formerly vice-president in charge of 
western sales, has been elected president of Manning, Max- 
well & Moore, Inc., New York, to succeed John Marcus Davis 
whose resignation to accept the presidency of the Delaware, 
Lackawanna & Western Railroad was recorded in the July 
issue of MILL SuPPLIES. Mr. Schurch was graduated from 
the University of Minnesota in 1893. Following graduation 
he entered the service of the Minneapolis, St. Paul & Sault 

















John F. Schurch 
Ste. Marie railroad, with which he remained for several 
years. He left the employ of the railroad to become associ- 
ated with the Railway Materials Company, of Chicago. In 
1914 he was elected vice-president of the T. H. Symington 
Co., Rochester, N. Y. In June, 1922, he was elected a vice- 
president of Manning, Maxwell & Moore, Inc., and placed in 
charge of company’s Chicago headquarters at 27-29 North 
Jefferson street. 

W. A. Whaley, formerly vice-president of W. M. Whaley 
& Co., Inc., Norfolk, Va., has entered business for himself 














e /\* 
SO RR An cr es aN > Am 


August, 1925 











[x REM EREAREXEURCUXE SECERECEREXE CURE MEREREALECEUELELE CEREAL U AERA KREUK CUXERESEKELEEKAE LEEKEERUXEAEKELE CUREAEREKEXERERSR) 








EUKERECERECERECELECE EE LER ECECELERERESELCERS CEREE ELEC RELA AE LE UUCEREKULILE xuxa 








Crescent Universal 
Woodworkers 


OU do not have to cut the price 

to get orders for CRESCENT machines. 
CRESCENT prices are made at the factory, 
and are as low as is consistent with building 
strictly high grade wood working equip- 
ment. Your customers want CRESCENT 
quality and are willing to pay for it. Send us 
more orders and we will show you that the 
machines make good. 





Send today for catalog giving complete description of our band 





saws, saw tables, join 1apers, planers, borers, planer and 
matchers, swing saws, disk grinder, cut off table, hollow chisel 
mortiser, variety wood worker, universal wood workers, 






ie 
Crescent Machine Co. 
96 Columbia Street 
LEETONIA OHIO 
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Blue Grass 
Wipers 


are 


Washed 
Disinfected 
and 
Sterilized 


Blue Grass Wiping 
Cloths are absolutely 
guaranteed against 
danger from _ infection. 
No germ can survive our 
rigid chemical and heat 
(324°) process. Noth- 
ing better for wiping, 
polishing and _ packing. 
Frequent turnover and 
our liberal arrangement 
make Blue Grass Wipers 
a profitable line for mill 
supply distributors. Ask 
for particulars. 


Endorsed by 
Health 
Officials 


Louisville Sanitary Wipers Co., Inc. 
Vanufac:urers 


Louisville, Kentucky 








Poole Gears 


For Every Industrial Use 





We have gears of every size and type—16,000 
standard fixtures that will meet your most exacting 
requirements. 


Tell us your problems and let our engineering 
Department recommend the proper gears to use. 
This is part of our gear service. Use it. We also 
make reduction gears, castings and special machin- 
ery. Catalog No. 259 sent by request. 


Poole Engineering & Machine 


Company 
Woodberry, Baltimore, Maryland 


















The Atlas 


Car Mover 


Uses all the energy to PUSH 
the car. No energy wasted 
in lifting it 
The Chief Engineer 


of tests of one of America’s leading 
railroads, after experiments with vari- 
ous makes of movers, said of the 
ATLAS: “‘It will move a car farther in 
a given number of strokes than any 
other mover, and with less effort.” 





Backed by our Unqualified Guaraatee 


Our Distributors’ Proposition 
will interest any supply house 
that is not selling Atlas Car Mov- 
ers. Send for it. 


Appleton Car Mover Co. /} 
Appleton, Wis. ; 


“In Every Plant an Atlas Car Mover” 























When writing to Advertisers please mention Mitt Suppties. 
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as a broker at 700 Redgate avenue, Norfolk. Mr. Whaley’s 
mill supply experience dates back to 1907, when he started 
in with his father’s company. In 1912 he was elected vice- 
president and general manager of the company, and served 
in this dual capacity until 1923, when he retired from the 
business because of illness. He is once more in good health. 

J. A. Roesch, Jr., formerly vice-president, has been elected 
president of the Steel Sales Corporation, Chicago, to suc- 
ceed the late Albert D. Dorman. 

Noah F. Young, for several months active head of the 
Lumen Bearing Company, Buffalo, was elected president of 
the company at a meeting of the board of directors held on 





Noah F. Young 
July 20th. He will continue to serve as treasurer and gen- 
eral manager of the company. Mr. Young has been in the 
service of the Lumen company for the past 18 years. Pre- 
vious to his connection with the organization he was for five 
years in the engineering and purchasing departments of the 
Lackawanna Steel Company, which has since been taken over 
by the Bethlehem Steel Corporation. Mr. Young is one of 
those successful business men who are classed as “self-made 
men.” When he was 11 years old his father died, and he 
was obliged to leave school as soon as he had completed his 
grammar school course. Five years ago he was elected 
treasurer of the Lumen company and in February of this 
year was appointed general manager. 

tussell F. Blades, who has been actively engaged in sell- 
ing mill and plumbing supplies in southern territory for 
many years, has been appointed manager of a new branch 
which Haines, Jones & Cadbury Company, Philadelphia, has 
opened at 101 Marion street, Tampa, Fla. Mr. Blades has 
been representing the company in Tampa territory for some 
time and is well acquainted with the trade. The new branch 
house is the fourth that the company has opened within the 
past few months. 

B. J. McCarthy, formerly director of the plumbing depart- 
ment of the Brooklyn branch of W. A. Case & Son Mfg. Co., 
of Buffalo, has been appointed head of the newly established 
promotional department of the P & H Supply Company, Fort 
Wayne, Ind. He is a University of Illinois man, and during 
the world war enlisted in the air service. D. H. Coan is no 
longer associated with the Fort Wayne Pipe & Supply Co., 
the subsidiary of the P. & H. Supply Company. Mr. Coan 
was formerly buyer of the mill supply department. 





Factory Additions 
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The Hughes Tool Co., Houstori, Texas, will build an addi- 
tion at an estimated cost of $37,000. 

The Pajaro Valley Cold Storage Co., Second and Walker 
streets, Watsonville, Cal., plans to build an addition to its 


89 


ice manufacturing and cold storage plant at an estimated 
cost of $165,000. 

The Buckeye Cotton Oil Co., Greenwood, Miss., is re- 
building its mill at an estimated cost of $175,000. 

The Wolverine Brass Co., Grand Rapids, Mich., is building 
a power plant addition at an estimated cost of $25,000. 

Wolverine Shoe & Tanning Co., Rockford, Mich., will build 
a one-story power plant at an estimated cost of $45,000. 

The Abrasive Company, Philadelphia, will build a one- 
story addition to its plant at an estimated cost of $20,000. 

The Long Bell Lumber Co., Longview, Wash., is building 
a number of mill additions at an estimated cost of $300,000. 

The Pioneer Hardwood Flooring Co., Ashland avenue, Bal- 
timore, will build a new building at an estimated cost of 
$55,000. 

Atlas Electric Co., 1212 Hamilton street, Philadelphia, is 
building a two-story factory addition at an estimated cost of 
$55,000. 

Electric Storage Battery Co., 720 Beacon street, Boston, 
will build a branch distributing plant at an estimated cost 
of $140,000. 

The Advance Furniture Co., Hopkins street, Jamestown, 
N. Y., is building a two-story addition at an estimated cost 
of $85,000. 

The Machine Corporation, 308 Terrace 
street, Buffalo, plans to build a machine shop at an estimated 
cost of $35,000. 

The Michigan Brush Mfg. Co., 3701 Michigan avenue, De- 
troit, plans to build a one-story addition at an estimated 
cost of $50,000. 


Harvey-Hanes 


The Davis Furniture Co., 119 Cheney street, Jamestown, 
N. Y., is building a four-story factory addition at an esti- 
mated cost of $60,000. 

The board of selectmen of Nahant, Mass., is planning to 
have extensions made in the town’s water system at an esti- 
mated cost of $200,000. 

The Weber Dental Mfg. Co., Canton, Ohio, manufacturer 
of dental office equipment, will build a factory addition at an 
estimated cost of $40,000. 

Buffalo 
turer of corrugated boxes, 
estimated cost of $55,000. 

The Mortensen Woodworking Co., Sixty-first street and 
Eighth avenue, Brooklyn, plans to build an addition to its 
shop at an estimated cost of $60,000. 

The Crown Cork & Seal Co., Baltimore, manufacturer of 
bottling machinery and caps, is building a one-story addi- 
tion at an estimated cost of $50,000. 

The Ford Motor Co., Detroit, will build additions to its 
plant near St. Paul to be used as a glass manufacturing 
works at an estimated cost of $3,500,000. 

Gilfillan Brothers, 1815 West Sixteenth street, Los An- 
geles, manufacturer of iron and steel specialties, is building 
an addition at an estimated cost of $40,000. 

The Temple Ice & Refrigerating Co., Temple, Texas, has 
plans for a large addition to its ice manufacturing and cold 
storage plant at an estimated cost of $150,000. 

The Fort Smith Cotton Oil Co., 723 North First street, 
Fort Smith, Ark., will rebuild its mill which was recently 
damaged by fire with loss estimated at $100,000. 

The Norfolk & Western Railway Co., Roanoke, Va., is 
reported to be planning to build extensions at its shops at 
Williamson, W. Va., at an estimated cost of $650,000. 


Box Factory, 2 Scoville street, Buffalo, manufac- 


is building a mill addition at an 


The Manufacturers’ Equipment & Engineering Co., Fram- 
ingham, Mass., plans to build a factory addition to be used 
for japanning work, the estimated cost being $60,000. 

The Central Cold Storage Co., Dearborn and Kinzie 
streets, Chicago, will build a two-story power house at 1506 
South Sangamon street at an estimated cost of $50,000. 
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ELECTRICAL TOOLS & EQUIPMENT 
SOLD BY MILL SUPPLY JOBBERS 








Sfran 


Flexible Shaft 
Grinding, 
Polishing and 
Buffing Machine 
is a Mighty 
Handy Tool 
When once installed it 
becomes the most pop- 
ular machine in the shop. 
Several sizes 


Catalog Upon Request 


Manufactured by 
N. A. Strand & Co. 


5001-09 No. Lineoln St. 
Chicago, Tl. 


MARATHON 
Grinder and Buffer 


This outfit is ideal for grinding tools, 
preparing metal surfaces for welding, and 
for countless other uses in machine shops, 
garages, repair shops, service stations, 
blacksmith shops and wherever men work 
in metals. 

Our specialization in the production of 
small, high grade motors makes our prices 
25 to 50 per cent below the average. Your 
best investment of the year will be the 
purchase of a Marathon Grinder and 
Buffer. Write for Bulletin. 





We fully co-operate with mill supply houses. 


MARATHON ELECTRIC MFG. CO. 
50 Island St., Wausau, Wis. 








PIONEER frcric DRILLS 


Light weight, yet sturdy. Heat 
treated alloy steel gears. Every 
tool inspected and tested. New 
type of ventilating fan. Rugged 
motors. Fool proof switch. 
Pressure in direct line with 
spindle, avoiding bit breakage. 


Universal motors. 
and two-speed. 
The PIONEER Line includes 
heavy duty and Garage Special 
drills, center, surface and floor 
grinders. Send for catalog and 
jobbers’ prices. 


Louisville Electric Mfg. Co. 


Louisville, Kentucky 


Single speed 





i 
Ball Bearing Lquipped, but cost 
no more than the plain bearing 
tools now on the market, 


Factory Maintenance with 


Stow Flexible Shafts 





Drilling —Grinding—Buffing and Wire Brush 
All Sizes—Motor and Belt Drive 


STOW MANUFACTURING CO., INC. 
Binghamton, N. Y. 





Built for 


14” Size 
$28.00 


14” Size ths # 





the Work! 


e P > 
She Cincinnals 
line of portable electric 
drills, grinders and buffers 
is complete, including all 
types, sizes and prices for 

every purpose. 


Write for complete catalog 
and Jobbers’ proposition. 


The Cincinnati Electrical Tool Company 


1525 Freeman Avenue 


Cincinnati, Ohio 











ALWAYS A SOUND INVESTMENT 


Production is faster—the work is done better—and your men are 


more contented if their tools are always keen and sharp. 


work is impossible with dull tools. 





justable tool rests, extra thick 
never an expense—always a saving. 


rubber covered 


High quality 
The 


BODINE TOOL GRINDER 
Portable—Electric 


svon pays for itself by increasing 
the amount of work each man can 
do, thereby lowering labor costs 
and saving time. 

The Bodine is made in % H.P. 
and % H.P. Equipped with ball 
bearings, heavy wheel guards, ad- 
cord. The Bodine is 
The price is reasonable. 


We will be glad to send you full particulars on request. 


THE BODINE ELECTRIC CO. 


2256 West Ohio St. 


Chicago, Ill. 





Ball Bearing Portable Blower 





Retail 
Soft Rubber Nozzle 

This “MARVEL” Portable Blower is designed for blowing 
dust and dirt out of MOTORS, GENERATORS, SWITCH 
BOARDS, LOOMS, KNITTING and other TEXTILE 
MACHINERY, as well for GAS BLOW PIPES, GAS FUR- 
NACES, etc. Has 20 feet high grade cable and armored plug. 
Perfectly balanced. Has TOGGLE SWITCH in handle, oper- 
ated by thumb. Gives 16” water column pressure. 

Note the Metal Conduit carrying wires from motor to handle. 

Motor operates at 10000 R.P.M. on BALL BEARINGS. This 
Blower is a great time and labor saver, and its mechanical and 
electrical design gives assurance of a very long life, with a min- 
imum of attention. 


Made with UNIVERSAL motors 
(A.C. & D.C.) for both 110 volt 
and 220 volts SHIPPING 


WEIGHT 18 lbs. Shipped on 10 
days’ trial ANYWHERE. 
Sell them to your customers. Write 


for Dealers’ Discount, mentioning 
this advertisement. 


MANUFACTURED BY 
ELECTRIC BLOWER 
COMPANY 


352 Atlantic Avenue 


Boston 9, Mass., U. S. A. 








When writing to Advertisers please mention M1LL Supplies. 
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New Factories 











The Adel Light & Power Co., Adel, Iowa, will build a new 
power plant at an estimated cost of $100,000. 

The Phoenix Stone Co., Arlington, Va., plans to build a 
one-story mill at an estimated cost of $90,000. 

The North East Electric Co., Rochester, N. Y., will build 
a new factory at an estimated cost of $325,000. 

The Acme Mining Co., Joplin, Mo., will build a new 
in the Waco field at an estimated cost of $125,000. 

The Everett Pulp & Paper Co., Everett, Wash., plans to 
build a new pulp mill at an estimated cost of $400,000. 

Mills Brothers & Darter, Inc., Greenville, Tenn., plans to 
build a woodworking mill at an estimated cost of $30,000. 

Lewiston Portland Cement Co., Lewiston, Idaho, plans to 
build a new cement mill at an estimated cost of $1,500,000. 

The Grunder Industries, Inc., Beeville, Texas, will build a 
new cotton compressing mill at an estimated cost of $65,000. 

The Twin Tree Lumber Co., Hopkins, Ga., will build a 
new lumber mill near Warsaw, Ga., at an estimated cost of 
$75,000. 


mill 


The Crooks-Dittmar Co., Williamsport, Pa., will build a 
new one-story woodworking plant at an estimated cost of 
$200,000. 

The Morrison Veneer Co., Jamestown, N. Y., will build a 
new factory at Saranac Lake, N. Y., at an estimated cost 
of $40,000. 

The American Shade Roller Co., 151 Thirty-third street, 
Brooklyn, plans to build a new factory at an estimated cost 
of $90,000. 

The Holland Furnace Co., Holland, Mich., is building a 
new branch factory at Bethlehem, Pa., at an estimated cost 
of $200,000. 

The Capital City Casket Co., 604 East Markham street, 
Little Rock, Ark., will build a new factory at an estimated 
cost of $50,000. 

The City of Milwaukee will build a new machine shop, 
repair and service shop for municipal work, the estimated 
cost being $175,000. 

The New England Tank & Tower Co., 44 Main street, 
Everett, Mass., is building a new machine shop at an esti- 
mated cost of $45,000. 

The Arcione Electro Plating Co., 223 Eighteenth street, 
West New York, N. J., is building a new factory at an esti- 
mated cost of $50,000. 

The board of education, Luverne, Minn., plans to build a 
new high school with a manual training department, the 
estimated cost being $250,000. 

The Florida Spanish Tile Mfg. Co., St. Petersburg, Fla., 
plans to erect a plant at an estimated cost of $50,000. The 
company was recently organized. 

The Pennsylvania Plate Glass Co., Inc., Kane, Pa., has 
plans for a new works at James City, Pa., to be built soon 
at an estimated cost of $1,500,000. 

The Fordson Power Co., Detroit, is said to have plans for 
constructing a hydroelectric power plant Ypsilanti, 
Mich., at an estimated cost of $500,000. 

The Great Western Sugar Co., Ladysmith, Wis., is re- 
ported as planning to build a new sugar mill near Julesburg, 
Colo., at an estimated cost of $650,000. 

The South Penn Oil Co., Union Trust building, Charleston, 
W. Va., plans to build a new gas compressor plant near 
Yawkey, W. Va., at an estimated cost of $100,000. 

The board of education, Berea, Ohio, plans to install 
manual training equipment in a new high school building 
to be erected soon at an estimated cost of $300,000. 

The National Cast Iron Pipe Co., Birmingham, Ala., will 
build a new warehouse and pipe shop at Forty-eighth and 
Whipple streets, Chicago, at an estimated cost of $100,000. 

James B. Duke, president of the Southern Power Co., and 
associates have secured permission from the provincial gov- 


near 


ernment, Quebec, to build an aluminum plant at Chute-A- 
Caron, near Quebec. The estimated cost of the project, in- 
cluding a power development, is said to be $7,500,000. 

The Banner Rock Products Co., Alexandria, Ind., manu- 
facturer of mineral wool and kindred specialties, plans to 
build a new one-story plant at an estimated cost of $50,000. 

The National Ice Cream Co., 371 Guerrero street, San 
Francisco, plans to build a new ice cream manufacturing 
plant at an estimated cost of $115,000, including machinery. 

The Barber-Colman Co., Rockford, Ill., manufacturer of 
milling cutters and other products, will build a factory 
branch at Framingham, Mass., at an estimated cost of 
$50,000. 

The Penn Metal Co., 675 Concord avenue, Cambridge, 
Mass., manufacturer of metal ceilings and other products, 
plans to build a new plant at Parkersburg, W. Va., at an esti- 
mated cost of $115,000. 

The Pennsylvania Power & Light Co., Allentown, Pa., 
plans to begin soon on construction of the superstructure of 
its new hydroelectric generating plant near Hawley, Pa., 
which will cost $5,000,000. 

The H. W. Johns-Manville Co., Madison avenue and Forty- 
first street, New York City, is reported to be considering 
the erection of a new plant near Pittsburg, Calif., at an 
estimated cost of $500,000. 

The National Metal Etching Corporation, Room 1709, 42 
Broadway, New York, plans to build a one-story factory in 
Long Island City, the company being a recent new organ- 
ization with a capital of $125,000. 





Increased Capital 











Unique Brass Mfg. Co., Detroit, has increased its capital 
stock from $150,000 to $200,000. 

The Williams Veneer Co., Baltimore, has recently in- 
creased its capital from $150,000 to $2,800,000. 

Inland Metal Products Co. has increased its capital from 
$50,000 to $75,000. The company was formerly the H. O. 
King Co., 1735 Armitage avenue, Chicago, manufacturer of 
pressed steel products. 








New Corporations 








Supervalve Co., Indianapolis, $25,000, to manufacture 
valves; incorporators: Irving M. Fauvre and others. 

The Ray Co., Boston, $500,000, to manufacture cutlery; 
incorporators: Henry P. Roberts, Roxbury, Mass., and 
others. 

Arnold Machine Co., Arnold, Pa., $100,000, to manufacture 
tools; incorporators: A. Guiseppe, John H. Rich and 
Michael Ricci. 

Curley-Nelson Co., Kearny, N. J., $50,000, to deal in tools 
and machinery; incorporators: Gustav A. Nelson and Wil- 
liam E. Curley. 

Worrell Mine Tap & Fasteners Co., Mascott, W. Va., 
$50,000, to manufacture rail fasteners; incorporators: R. H. 
Worrell and others. 

Vandy Metal Specialty Co., Rochester, N. Y., $50,000, to 
manufacture electrical machinery; incorporators: B. A. 
Vandy, and others. 

The National Pipe Products Corporation, Rochester, Pa., 
$25,000, to manufacture nipples and pipe bends; incorpora- 
tors: A. Blackstone and others. 

fadio Testing Laboratories, Upper Montclair, N. J., $100,- 
000, to manufacture radio supplies; incorporators: Charles 
Landerman, Brooklyn, and others. 

Best Valve Co., Portland, Oregon, $250,000, to manufac- 
ture and deal in valves and accessories; incorporators; E. J. 
Engdahl, John J. Beckman and others. 

King Sanitary Pipe Cleaner Co., Inc., Newton, Conn., 
$50,000, to take over the King Pipe Cleaner Co., of Bridge- 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 








Every Power Plant a Prospect 


Because power plants offer the largest market for Metallo Gaskets and 
Valve Discs, we are using generous space in two of the leading power 
journals to tell the engineers of the country about them. YOU can 


this growing business in your territory by simply stocking and 
oging Metallo products. You know by experience that is pays to 
dvertised products. 

Write for samples and full information, 









Last for Years in 
Hard Service 


Made of Copper 
and Asbestos 





Factory at New Brunswick, N. J 


Every mill supply house 
should stock and catalog— 


SPECIALTIES 
Pressure Regulators Float Valves 
Back Pressure Valves Steam Traps 
Stop and Check Valves —Other Valves, all listed 
Exhaust Relief Valves in the big catalog. 
Write for your copy and for the liberal dealer plan to— 


G. M. Davis Regulator Co. 


408 Milwaukee Ave., Chicago 


SCHULTZ 


When you sell an order of 
Schultz Friction Clutches, you 
sell your customer real service. 
Many plants use the Schultz 
exclusively. Write for Catalog 
and Dealer Discounts. 


A. L. SCHULTZ & SON 


1675 Elston Avenue., Chicago, II. 


Friction Clutches 
ETTCO 


Keyless Drill Chucks 


(NEW LOW PRICES) 


Where Others Slip 
Ettcos Grip 


Note the construction—sSelf-gripping 





Eastern Tube & Tool Co., Inc. 


594 Johnson Ave. Brooklyn, N. Y. 





The “Blakeslee” Non-Auto- 
matic Water Jet Pump 







A simple and cheap apparatus for removing 
water irom cellars, flywheel pits and founda- 


f. Ss tion or for emptying gas water tanks. The 


. 
tas motive power is hi-pressure water from mains. 

AD: No Freezing—No Valves or other Moving 
' Parts—Noiseless, Economical, Fool Proof. 

# Blakeslee Makes and Guarantees It. Wise 


OT 

pe 

Dea 

fj Dealers Sell It. Shrewd Men Buy It. 


Write for Bulletin No. 28 with full information. 


Blakeslee Mfg. Co., 10 Q St., Du Quoin, Ill. 


DETEX 


WATCHCLOCK 
CORPORATION 


SUCCESSOR 








EcoClockCompany 
Hardinge Patents 
Newman Clock Company 
PATROL—ALERT—NEWMAN 
and ECO Watchclock Systems 
Boston New York 
4141 Ravenswood Avenue, Chicago, Illinois 
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Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 


IS STRICTLY A JOBBERS’ PROPOSITION 


Jobbers specializing in transmission mate- 
rials will find our advertising system unusu- 
ally helpful in selling belt dressing. 


Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc 
Richmond, Va. 


HETTRICK 


The “Re-Order” Canvas Belt 


The bulk of our business in HETTRICK 
Canvas Belting is from supply houses 
that have stocked it for years. These 
supply houses have built up a re-order 
business in Hettrick Belting that elimi- 
nates most of the selling expense and 
makes it one of the profitable items. 








Why not let Hettrick do the same for 


you? 


The Hettrick Mfg. Co. 
Toledo, Ohio 


Red and Black—Conveyor and Transmission 


“The Belt of Service” 


When writing to Advertisers please mention Mitt Suppties. 




















Sereno F. 
Griscom. 


port, Conn.; incorporators: 
Walker and Alfred FE. 

Daum Fuse & Electric Mfg. Co., Pittsburgh, $100,000, to 
manufacture electric fuses and other devices; incorporators: 
John A. Daum, Perrysville, and others. 

The Newburgh Iron Works, 302 Washington street, New- 
burgh, N. Y., $50,000, to manufacture ornamental iron work; 
incorporators: Henry Wenz and others. 


King, Thomas E. 


Max Brills Sons, care of Barnett & Mintz, 44 Court street, 
Brooklyn, $25,000, to manufacture and deal in leather and 
belting; incorporators: Max Brills and others. 

Southern Illinois Plumbing & Heating Co., DuQuoin, IIL. 
$40,000, to deal in plumbing and heating supplies; incor- 
porators: W. H. Owens, C. I. Blackman and others. 

Roberts-Pressmar, Inc., Norwalk, Conn., $50,000, to deal 
in plumbing and heating supplies; incorporators: Charles O. 
Roberts, Paul E. Pressmar and Justus J. Fennell. 

Kingsland & Co., Inc., 75 Manufacturers’ place, Newark, 
N. J., $125,000, to manufacture sheet metal workers’ equip- 
ment; incorporators: Frank N. Kingsland and others. 

The Vivader Mailing Machine Co., Brooklyn, $500,000, to 
manufacture mail handling equipment; incorporators: D. G. 
Englander, Englander Spring Bed Co., Brooklyn, and others. 

Marshall Brass & Bronze y Co., Newark, N. J., 
$50,000; ineorporators: George H. Marshall and others. 
Frankel & Distler, 763 Broad street, Newark, are attorneys. 

Standard Plumbing Supply Co., New Haven, Conn., $100,- 
000, to deal in plumbing and heating supplies; incorporators: 
William Zeidenberg, Samuel Zeidenberg and Henry Zeiden- 


berg. 


Foundry 


The National Threadless Standard Coupling Corporation, 


68 William street, New York, $50,000, to manufacture hose 
couplings; incorporators: T. J. Bagley, E. W. Ernst and 
others. 

Holden Laboratories, Inc., 2637 Clybourn avenue, Chicago, 


$100,000, to manufacture mechanical devices and containers; 
incorporators: William E. Holden, George L. Deverall and 
Samuel G. Stephenson. 





Field Notes 








Plant Rubber Company, 318 First avenue, north, Minne- 
apolis, has changed its name to Plant Company. 

Michigan Smelting & Refining Co., Detroit, has added die 
castings and brass forgings to its manufacturing line. 

The Chase Companies, Inc., of Waterbury, Conn., have 
New York offices to 138 Lafayette street. 

Schlangen Bros. Co., Chicago, has added bearing bronze, 
hose coupling expanders and hose pipes to its line of products. 


moved their 





Hunter Pressed Steel Co., Lansdale, Pa., recently changed 
the trade name of its compression cups from “Crown” to 
“Hunter.” 

The Cohoes Rolling Mill Co., Cohoes, N. Y., manufacturer 
of iron pipe, has added a line of wrought iron nipples to 
its products. 

Handy Sack Baler Co., manufacturer of sack cleaning 
machines and balers, recently moved from Cedar Rapids to 
Marion, Iowa. 

Defender Automatic Regulator Co., formerly located at 
709 Pine street, St. Louis, is now at a new address, 308 
South 8th street. 

The Buffalo Forge Co., Buffalo, has appointed the E. L. 
Essley Machinery Co., Chicago,’ as its exclusive agent in 
Chicago territory. 

The Hydro Heater Co., Pittsburgh, has changed its name 
to the Simplex Boiler Company. The company’s only prod- 
uct is a gas boiler. 

Trico Fuse Mfg. Co., Milwaukee, has moved its Chicago 
district sales office to 1742 Monadnock block, 53 West Jack- 
son boulevard, Chicago. 

The Wm. Kane Manufacturing Co., Philadelphia, has pur- 
chased the business of the Ofeldt Gas Fired Boiler Co., Inc., 


ee eee meer evtenen- ~ 
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Nyack, N. Y., and has changed its name to Mears-Kane- 
Ofeldt, Inc. The company’s headquarters will be at 1903 


Hagert street, Philadelphia. 

The Parrot Head Tool Co., Oklahoma City, Okla., is a new 
organization which will manufacture drop forged pliers, pipe 
wrenches and other tools. 

Clenzall Machine Co. of America, formerly a manufac- 
turer of barrel trucks at 1328 South Kingshighway, St. 
Louis, has discontinued its business. 

Hudson Belting Co., formerly located at 1-2) Eaton Place, 
Worcester, Mass., is now at 79 Beacon street, that city. John 
W. Grant is president of the company. 

The Wm. H. McClain Co., 5928 Girard avenue, Philadel- 
phia, plumbing supply jobber, has opened a branch house at 
5350 Lancaster avenue, Bryn Mawr, Pa. 

The Inter-State Machine Products Co., Inc., Rochester, N. Y., 
manufacturer of siren fire alarms, has changed its name to 
the Sterling Siren Fire Alarm Company, Inc. 

The Bridgman Co., Philadelphia, jobber of plumbing and 
heating supplies, plans to build a new branch warehouse at 
Reading, Pa., at a cost reported to be $130,000. 

The Brownell Machinery Co., Providence, R. I., dealer in 
machine tools and supplies, formerly located at 11 Eddy 
street, is now in new quarters at 150 Pine street. 

Lumen Bearing Company, Buffalo, has moved its western 
sales office from 37 South Clinton street to 326 West Madison 
street. R. D. Sampson is in charge of this office. 

The Chicago Flexible Shaft Co., Chicago, has appointed 
George J. Hagan, 1105 Peoples Bank building, Pittsburgh, 
as representative for its line of industrial furnaces. 

F. W. Winter & Co., Faribault, Minn., manufacturer of 
windmills, now manufactures the “Schimmel” sanding ma- 
chines formerly made by the Kent Mfg. Co. of Faribault. 

The Reading Foundry & Supply Co., Reading, Pa., dis- 
tributor of mill and plumbing supplies, has opened a branch 
house in Pottstown, Pa., with Richard E. Smale as manager. 


The Alvord-Polk Tool Co. has been organized to direct 
the manufacture and sale of the products of the Alvord 
Reamer & Tool Co., and A. J. Polk & Son Co., Millersburg, 
Pa. 

Jacob Sonnenschein has started in business in the Monad- 
nock building, San Francisco, as a manufacturers’ agent. 
He was formerly in a similar line in New York for many 
years. 

The Ampco Twist Drill Company at its recent annual 
meeting elected the following officers: President, L. C. Bloom- 
field; vice-president, A. B. Connable; secretary-treasurer, 
C. G. Mackey. 

Kester Machinery Co., 442 Main street, Winston-Salem, 
N. C., is building a four-story addition to its supply house. 
The business was established in 1880. J. A. Kester is busi- 
ness manager. 

Geo. A. Weld & Co., manufacturers and sales agents, for- 
merly located at 79 Milk street, Boston, are now in new 
quarters in the Boston Chamber of Commerce building, 80 
Federal street. 

The National Supply Co., Toledo, Ohio, has been appointed 
exclusive representative in northern Ohio for the Ex-Cell-O 
Tool & Mfg. Co., Detroit, manufacturer of grinding spindles 
and other products. 

The United States Electrical Tool Co., Cincinnati, has 
appointed the Backmeier Sales Corporation, Cincinnati, as 
its sales agent in southern territory. The corporation main- 
tains offices in Atlanta and Dallas. 

James B. Seaverns, 1315 South Oakley avenue, Chicago, 
manufacturer of truck and bucket loaders, portable storage 
bins and other products, has recently changed the name of 
his company to James B. Seaverns Company. 

The Chicago-Wilcox Mfg. Ce. has taken over the Chicago 
Gasket Co. and the E. A. Wilcox Mfg. Co., both of Chicago, 
and will manufacture gaskets in a factory at East Seventy- 
seventh street and Anthony avenue, that city. 

The American Schaeffer & Budenberg Mfg. Co., Brooklyn, 
is moving the plant of its subsidiary, the American Steam 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 

















Double Needle Torches 
Save Time 





The No. 401 Champion 








Vanufucturer of 
Swing 


Steel Rivet Forge 
More time is wasted by a poorly con- can be seen working on 99 out of 
cat Ata hie ¥ ibly = } every 100 structural steel buildings 
structec orch than possibly any other i being built in the United States to- 
tocl. Good gasoline Torches having power- ; day. The same may be said of all 
ful burners are essential for burning pres- i railroads, bridge_ builders, a 
¢ _ . | makers, etc, The No. 401 Forge has 
ent day fuel properly and economically. } not only been adopted by this class of 
No. 208 Double Needle Torch is proven f trade in the United States, but also 
the best by comparison. It is the Torch } throughout the entire world. 
with the cleaner needle and has all latest i Carried in stock by all the leading 
improvements which add greatly to its effi- j mill supply jobbers. 
ciency and service to the user. | Write for catalog and price sheet. 
CLAYTON & LAMBERT MFG. CO. | Champion Blower & Forge Co. 
No. 208 Toreh 6257 Beaubien St., ; 
Ask for Latest Price DETROIT, MICH., U. 8. A. i Lancaster, Pa. 
a . e 9 
ristiansen 


Malleable Clamp Fixture 


Strong 
Light 
Easily Operatec 


a l iw i 2 ] x 1 









C. CHRISTIANSEN 
= CLAMP FIXTURE 
ney: ont 





| ae & cone Cael Made it ft.. 4-ft.. 5-ft. and 6-ft. s 


C. CHRISTIANSEN, 2814-42 W. 26th St., CHICAGO 


Benches, 
Bench Stops, 


Woodworking 


Tables, 


Hand 


Vanual Training 


Clamps, Screws, Vises, 


fat-Off Sau Furniture, ete. 





MASON 


Reducing Valves 
Are Standard 


Do You Carry Them in Stock? 


Our new Catalog No. 62 shows a num- 
ber of new pressure regulators and 
valves. 24 pages of tables on proper 
valve sizes. A copy sent on request. 


MASON REGULATOR CO. 


BOSTON, MASS. 
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A Quality Mark 


At our present low 
prices, “AMERICAN” 
is the greatest Leather 
Belting Value. Our 
Sales are proving it. 


AMERICAN LEATHER 
BELTING Co. 








atrous 
~~ 


Patent Plumbing Fixtures 
And Duojet Water Closets 


A LINE representing the most advanced ideas in 
sanitation. Economy of operation and ease of 
installation. Duojet Closets—Flush Valves—Urin- 
als — Drinking Fountains — Self-Closing Basin 
Cocks—Liquid Soap Fixtures, etc. 











steel for line pipe, tubing, casing, boiler 
tubes (seamless or lap welded) and all 
other classifications are now at your 
service. Quotations on any quantities 
will be furnished upon request. 





Rails 


and track equipment are fully 
All rails and track materials are 


Rails 
guaranteed. 
shipped subject to inspection and approval at 
their destination. 

Immediate shipments can be made from ware- 


Foster 


house stock, 








oe 


Si ged 


LBFOSTERCO-| 


PITTSBURGH PA.- NEW YORK CIT) 












Manufacturers of Leather Manufactured and Sold Exclusively by 
selting 
1455 West Congress St. THE IMPERIAL BRASS MFG. COMPANY 
ee 511 S. Racine Ave. Chicago, IIL. 
Pipe J A 
Genuine wrought iron modern soft \W LLI M 
wv 


mion OROP-FORGED Toor 


“VULCAN” 


CHAIN PIPE WRENCH 


A superior tongs with 
Proof-tested and Certi- 
fied chain. Strong, 
safe, dependable al- 
ways. 

For % to 18” pipe 
















J. H. WILLIAMS & CO. 
“The Wrench People” 


New York BUFFALO 


Chicago 








When writing to Advertisers please mention Mitt Supp.ies. 
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Gauge & Valve Mfg. Co., from Camden street, Boston, to 
the Wright Machine Co., plant in Worcester. 

The Scott Valve Manufacturing Company, Detroit, has 
appointed H. P. Rodgers and Company, Leader-News build- 
ing, Cleveland, as its representative in Cleveland territory 
for its complete line of bronze and iron body valves. 

Litterer Bros. Mfg. Co., Chicago, manufacturer of ferro- 
metal partitions for toilets, showers, dressing rooms and 
similar purposes, has moved from 730 North Franklin street 
to a new factory at 3022-3032 North Rockwell street. 

W. T. Bate & Son, Inc., Elm and Harry streets, Consho- 
hocken, Pa., is a new plumbing and heating supply house. 
The following are its officers: President, L. E. Gibbs; vice- 
president, T. N. Nelson; general manager, A. E. Maskrey. 

Stocker-Rumely-Wachs Co., 117 North Jefferson street, 
Chicago, has been appointed exclusive representative of the 
Reed-Prentice Co., Worcester, in Chicago territory and parts 
of Indiana, Michigan and Wisconsin and the states of Iowa 
and Nebraska. 

The Reliance Machine Tool Co. has been organized with 
offices at 2030 Santa Fa avenue, Los Angeles, to deal in new 
and used metal working machinery. Oscar Goldstein is 
head of the company. He was formerly associated with 
Frank A. Hicks, 242 Central street, Los Angeles, machinery 
dealer. 

The L. & I. J. White Company, Buffalo, N. Y., formerly 
a New Jersey corporation, has reincorporated under New 
York laws. Except for this change, which became effective 
as of July lst, the company will continue to operate as 
heretofore, manufacturing carpenters’, coopers’ and butchers’ 
tools and a complete line of machine knives. 

The General Mill Supply Company has succeeded the Man- 
ufacturers Surplus Tool & Supply Company, South Bend, 
Ind. Its address is 2902 South Michigan street. George R. 
Erickson, formerly manager of the company, is no longer 
associated with the organization. The new manager is H. M. 
Harper, who is well known in the mill supply field in Indiana 
territory. 

W. A. Jones Foundry & Machine Company, Chicago, has 
opened a new district sales office at 614 Builders Exchange, 
Minneapolis, in charge of F. S. Van Bergen. The territory 
which will be served includes all of Minnesota, North Dakota 
and South Dakota, and also parts of Iowa and Wisconsin, 
which adjoin Minnesota. The new Minneapolis office will 
have charge of the sales of the entire Jones line in that terri- 
tory. 

The Prentiss Vise Company, 106 Lafayette street, New 
York City, has purchased the Henry Cheney Hammer Cor- 
poration, of Little Falls, N. Y., and will continue to operate 
the plant with practically the same personnel as heretofore, 
and will continue to manufacture hammers. The products 
of the Cheney plant will be sold through the Prentiss Vise 
Company and the plant itself will be operated as the Cheney 
Hammer Division of the Prentiss Vise Company. 

John A. Granger & Sons Co., 319 West Ohio street, Chi- 
cago, has been organized to act as direct mill distributor for 
manufacturers of railroad, mill, mine and contractors’ sup- 
plies, and has already made arrangements to act as a dis- 
tributor for the Broderick & Bascom Rope Co., St. Louis, 
the Ajax Rope Co., Brooklyn, the American Bolt Corpora- 
tion, Detroit, the Western Block Co., Lockport, N. Y., and 
others. John A. Granger is head of the company. 

Wholesale prices of standard plumbing fixtures for a six- 
room house, collected by the Department of Commerce from 
reports of 12 representative manufacturers and jobbers of 
plumbing supplies, indicate that the prices for June were 
the lowest in many months. The index, based on 1913 prices 
as 100, was 166 for June, as compared with 168.2 for May 
and 180.2 for June, 1924. The six fixtures included in the 
report are bathtubs, washstands, water closets, sinks, laundry 
tubs and range boilers. : 

F. D. Mitchell, secretary-treasurer, American Supply and 
Machinery Manufacturers’ Association, on July 6th sent to 
the members of his organization a copy of a letter received 
from Alvin M. Smith, secretary-treasurer, Southern Supply 
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and Machinery Dealers’ Association, protesting against the 
action of certain manufacturers who have recently with- 
drawn the two per cent discount for cash allowed in 10 
days from date of invoice, and who have substituted one 
per cent discount. The National Supply and Machinery 
Distributors’ Association has already entered protest against 
this lowering of the discount rate. 

During the month of May, 1925, leather belting exports 
from the United States totaled 75,682 pounds, valued at 
$115,313. Canada was the largest buyer of this commodity, 
having purchased 14,162 pounds, or 18.7 per cent. Other 
countries which were large purchasers were: China, 11,490 
pounds; South America, 11,150; Mexico, 6,144; Cuba, 5,341, 
and British India, 4,984. During the first five months of 
this year American manufacturers of leather belting ex- 
ported a total of 505,719 pounds valued at $740,023, repre- 
senting an increase of approximately 70,000 pounds over 
the corresponding period of 1924, and an increase in value 
of $90,653 in the same period. 





CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., 
will be publi in this Department at a rate of 25 cents a line, each 


insert ; Count nine words to a line. 





SALESMEN WANTED 
WANTED—Salesmen to sell textile belting. Salary or 





commission. State territory desired, together with experi- 
ence. Replies treated confidentially. Address No. 829, care 


MILL Suppties, 537 S. Dearborn St., Chicago. 


WANTED—Salesmen and manufacturers’ agents now call- 
ing on industrial plants and mill supply houses can add con- 
siderably to their income by handling our mechanical leath- 
ers. We make anything in leather used in the industries, 
including belting, hydraulic and pneumatic packings, loom 
strapping and other textile leathers, etc., in oak, chrome or 
combination. We want at least one representative in each 
state in the United States, and in some states two or more. 
We aim for intensive working of small, compact areas rather 
than hitting the high spots in large ones. 
tory. 





Exclusive terri- 
In writing give references, experience, lines now han- 
dled and territory now covered. Colonial Leather Company, 
Trenton avenue and Somerset street, Philadelphia. 








SITUATIONS WANTED 


WANTED—Position with mill supply jobber or manufac- 
turer by progressive salesman acquainted with 
plants and contractors in Southern Wisconsin 
Fourteen years broad experience in this field. 
829, care MILL SUPPLIES, 537 S. 

WANTED—Salesman, 31, with a successful record of 11 
years selling for manufacturers to the mill supply dealers 
and jobbers within 100 miles of New York City, desires a 
connection in the same territory. Am now employed, but am 
looking for a better opportunity. Address No. 827, care 
MILL SUPPLIES, 537 S. Dearborn St., Chicago. 


industrial 
territory. 
Address No. 
Dearborn St., Chicago. 





WANTED-—Sales executive is now open for a proposition. 


Age, 40; married. Chemical and mechanical engineering 
training. Experienced salesman in technical lines, paints, 


varnishes, machinery and other products. American and 
European experience. For nine years a sales executive, man- 
aging sales, engineering and advertising. Prefer metropolitan 
location. Must yield $10,000 a year either at start or within 
a reasonably short time. Address No: 823, care MILL Sup- 


PLIES, 537 S. Dearborn St., Chicago. 


___FOR SALE 


In order to dispose of our stock of Grapho-Metal Packing, 
we offer same for sale at list less 40-10 per cent with a 
special discount of 50 per cent. Apply M. J. Gibbons Supply 
Company, Dayton, Ohio. 
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DIENER SAFETY FIRE APPLIANCES 


Approved and labelled by 
Underwriters Laboratories, Inc. 


‘‘PROTECTION’’ 


Non-Explosive 
SAFETY CANS 


Diener Products are sold 
through the jobbing trade. 
Quality and good service are 
regarded a duty of first impor- 
tance to our distributors. 
Protection Safety Cans are 
popular and in strong demand. 
All industrial plants, garages, printing houses, clean- 
ing establishments and those using gasoline and in- 
flammable liquids in small quantities throughout build- 
ings require Protection Safety Cans. 


Write for Fire Appliance Catalog No. 25 


nufactured by 


GEO. W. ‘DIENER MFG. CO. 


100 N. Monticello Ave. Chicago, Ill., U. S. A. 











‘ a orrid’ Torches made 
by Diener give the great 
est value to both con 
sumer and to the dealer. 
They give complete sat- 
isfaction to the user and 


satisfactory profit for 


Eri R= saa 
400 N. Mentxelie Ace, Chicago, ti 
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The Valve with the errroll 


Ee — Seat and disc of Nicu- 


lanium a hard, tough, 
close-grained nickel alloy 
—-resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 








3ut this is not all of Re- 
verso’s vitality as disc and seat 
are easily regrindable. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 17. 


REVERSO: — Bronze _ body 
for 200 lbs. pressure. Total 
temperature 550 deg. F. 


IROVERSO:—Iron body for 
150 lbs. pressure. Total tem- 
perature 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 

















Tanners and Manufacturers of 


Mechanical Leather Goods 





Rawhide Mallets and Hammers 
Rawhide Mauls (for die work) 





Write for copy of our Catalogue 





Round Rawhide Safety Lacing 


The wire-like rawhide belt lace which is gener- 
ally replacing round metallic lacing—now stccked 
by most supply dealers. 





The Chicago Rawhide Mfg. Co. 


1301 Elston Ave., Chicago, Ill. 
109 Broad St., New York, N. Y. 
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MYERS COG GEAR GIANT LOW DOWN 
—< DOUBLE ACTING FORCE PUMP 


for 


Mindful of the fact that this is 4 


the peak season of the year for tank 


FillingTanks, 


Washing out ee ae = ee that you will i 
re! oe tom unk peta 
sev ap give your orders prompt attention 
D, ad 4 Be assured that from whatever 
umping Water section of the country your order 
rom Pools, originates, shipment will be made 


Barn Yards, immediately upon its receipt. And 
ShallowWells, remember, when you order and sup- 
Cisterns and ply your customers with Myers 
Cellars #1 Tank Pumps you are selling them 
more than just ordinary tank pump 
service—pumps with numerous spe- 
cial features not to be found in other 
tank pumps. 





Get in touch with us today. 
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ACCE SSORTE s, 
McRae & Robert 
The Wm. Powell Co. 
The Roberts Brass Mfg. Co. 


AUTOMOBILE 





ACID aca PAINT 
T) Anees 
AI TANKS 
Wi B.S & Sc 
ANVIL Ss 
Columbus Any\ & Forging Co, 
Yost Mt e 
APRONS, LEATHER 
Chicago Rawhide Mfg. Co. 
Edward R. Ladew Co., Inc, 
ARBORS 
Morse Twist Drill & Machine Co, 
BABBITT METALS 
Dodge Mi anuf acturing Corp, 
The Mec t Company 
Monarch “Met il Co 


BARRELS, 
Mullins Body Corp, 
BARRELS, 


rsford Foundry 


STEEL 


TUMBLING 
& Machine Co, 
a ARINGS, BRONZE 
iss & Bronze Co, 
& Co. 


ss Co. 


Roye 








anufacturing Corp, 
BE ARINGS BRONZE, BABBITTED 
The Bunting Brass & Bronze Co, 


BE ARINGS, SHAFT, BABBITTED 
ry & Machine Co, 

‘aldwe ll & Son Co. 

Dodge Ma icturing 

ill Clut h, Mac hine 





Corporation 


& Foundry Co, 












ail Cor 
Th t Ce ly 
R o Fon y & Machine Co. 
Va Iron Works 
T. B. Wood’s Sons Co, 
BEARINGS, SHAFT, BALL 

Chicago Pulley & Shafting Co. 
Skayef Ball Bearing Co. 

BEAR INGS SHAFT, OILLESS 
Arguto Oilless Sear ini Co, 


BEARINGS 
Bond Foundry 


SHAFT, 
& Machine Co, 


ROLLER 





oO. 
Co, 
BELT DRESSING 
Alexander Broth ers 
Atlantic Manu turing Co 
“Cantol Belt w ax’’—E, Cc. Atkins & Co., Inc. 
Chicago Rawhide Mfg. Co, 


Joseph Dixon Crucible Co, 
Edward R, Ladew Co.,, Inc 

The Mechanical Rubber Co, 

R nond Belt Dressing Mfg. Co., 
Chas. ° n Co. 

Stanley Belting Corporation 





Schiere 


Victor Balata & Textile Belting Co. 
BEI T Ss aemateninaes 
The Bristol Company 


Clipper Belt Lacer Cc Sompany 
Crescent Belt F< 
Detroit Belt Lacer Co, 

Flexible Steel Lacing Co. 


istener Co, 











BELT LACINGS, LEATHER 
Alexander Brothers 
Chicago Rawhide Mfg. Co. 
“Cocheco’ ie B. Williams & Sons 
Edwa" . Ladew Co., Inc 
Chas Schieren Co. 

BELT LACINGS, METALLIC 


Clipper Belt Lacer Company 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 





The Bristol Company 
BELT SHIFTERS 
T. B. Wood’s Sons Co. 


BELT TIGHTENERS 


Dodge Manufacturing Corporation 


The Hill Clutch, Machine & Foundry Co, 
W. A. Jones Foundry & Machine Co, 
Link-Belt C ompany 

The Medart Company 


T. B. Wood's Sons Co. 
BELTING, BALATA 
Victor Balata & Textile Belting Co 
BELTING, CANVAS STITC ‘HED 
The Hettrick Mfg. ro 
The Mechanical Rubber Co, 
Victor Balata & Textile Belting Co, 
BELTING, CONVEYOR 
The Diamond Rubber Co., Inc, 
The Hettrick Mfg. Co. 
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The Mechanical Rubber Co. 
New York itin Packing Co, 
The Republic Rubber Co 
Stanley Belting Corporation 
Victor Bala & Textile Belting Co. 
BELTING, COTTON, SOLID WOVEN 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co. 
BELTING, IMPREGNATED 
The Hettrick Mfg. Co, 
Stanley Belting Corporation 
BELTING, LEATHER 
Alexander Br 








others 


3elting Co. 








Chie Mtg. Cu. 
Fx w Co., Inc. 


Company 
t Company 
Rahmann & C ~ 
Schieren C 

: Bond & Co., 
Sons 


ag ae 


Philadelphia 





LINK 








l ( 

BEL: TING, ROUND 
an Leather Belting Co, 
iwhide Mfg. Co. 





Schieren Co. 
idew Co., In 
ns & Sons 





BELTING, RUBBER 
Rubber Co,, Inc, 

» Caz 
Rubber Co, 
ry & Packing Co. 

















ic ubber Co. 
BEL TING, THRESHER 
The Hettrick Mfg. Co. 
Edward R, Ladew Co., Inc. 
The Mechanical Rubber Co, 
New York Be Iting & Packing Co. 
The Republ bber Co, 
I. B. Williams & ns 
Victor Balata & Textile Belting Co, 


BELTING, 
ck Mfg. Co. 
ta & Textile 

Ren ws — 


TRACTOR 





Belting Co. 
TWISTED 
Inc. 

Belting Co. 





BE L TING, WATERPROOF 
Alexander Brothers 
American 3 
Chicago R 
The He 
Edward 
Moloney Be 










Co. 


is & Sons 
& Textile Belting Co. 
E LTS, war, L DRILLING 
The Hettr Mfg. 
Stanley B f Corporation 
Victor Balata & Textile Belting Co. 
BENCHES, CABINET MAKERS’ 
Cc. Christiansen 
BENCHES (WORK), 
an Bros 
BENCHES, 
Cc. Christiansen 





JEWELERS 
MACHINISTS’ 


Leim 


BENCH LEGS 


aes = Clutch, Machine & Foundry Co. 
andard Pressed Steel Co. 
BENDS AND COILS, PIPE 
Chicago Nipple Mfg. Co. 
BINDERS, LOOSE LEAF CATALOG 
The Heinn Company 


BLOCKS, CHAIN 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
Link-Belt Company 
The Medart Company 
Royersford Foundry & Machine Co. 
Skayef Ball Bearing Co. 
Standard Pressed Steel Co. 
Valley Iron Works 
B. Wood's Sons Co, 


BLOWERS 
Champion Blower & Forge Co 
Electr lc Blower Co. (forge, exhaust, ventilating) 
Leim<s 


‘BI low ERS, PORTABLE, ELECTRIC 


Electric Blower Co. 
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BLOWERS, SANDBLAST 
Bros, 
BOILER ROOM PAINT 
Company 

BOILER TUBES 
National Tube Co. 


BOILERS, TUBULAR AND WATER TUBE 
Henry Vogt Machine Co, 
BOLTS, NUTS AND SCREWS 
Pressed Steel Co, 
BOXES, TOTE 
Corp. 
BRACKETS, WALL 
Foundry & Machine Co, 
Dodge Mfg. Corp. 
The Hill Clutch, Machine & Foundry Co. 
Link-Belt Company 
The Med Company 
T. B. Wood’s Sons Co, 
BRASS GOODS, 
American Injector Co, 
Detroit Lubricator Co, 
McRae & Roberts Co, 
Penberthy Injector Co, 
Sherwood Manufacturing Co. 
The Roberts Brass Mfg. Co. 
The Wm. Powell Co, 
Sherwood Mfg. Co, 
Sterling & r Mfg. Co. 
The D. T. is Valve Co, 
BR: AZING OUTF ITS, ACETYLENE 
Imperial Brass Mfg. Co, 


Leiman 


The Nitrose 


Standard 
Mullins Body 


Bond 


STEAM 





BRONZE BARS, CORED AND SOLID 
The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
M. L. Oberdorfer Brass Co. 
Stewart Manufacturing Corp. 


BROOMS, FACTORY, WAREHOUSE AND 

RAILROAD 
Brush & Broom 
Joseph Lay Co. 
BRUSHES, BENCH, FLOOR, ETC. 
Indianapolis Rrush & Broom Mfg. Co. 
The Joseph Lay Co, 

BUCKETS, ELEVATOR 

H. W. Caldwell & Son Co. 

3elt Comp: _ 
i’’—Mullins Body Corporation 

BURNERS, GASOLINE AND KEROSENE 

Clayton & Lambert Mfg, Co. 


BUSHINGS, BRONZE 


Indianapolis 


Mfg. Co, 
The = 





Bunting Brass & s3ronze Co, 

Oberdorfer Brass Co. 

Stewart Manufacturing Corp. 
CANS, OIL, SUPPLY 


P, Wall Mfg. Supply Co. 


CANS, OLLY WASTE 


Geo. W. Diener Mfg. Co. 
CANS, SAFETY, GASOLINE 
Geo. W. Diener Mfg. Co. 


CAR-MOVERS 
Mover Co. 
Mover Co, 
CASING, WELL 
National Tube Co. 
CASTERS, TRUCK 
Bond Foundry & Machine Co, 
Faultless Caster Co. 
CASTINGS, GRAY 
The Hill Clutch, Machine & Foundry Co. 
Illinois Malleable Iron Co, 
Link-Belt Company 


Advance Car 
Appleton Car 


AND MALLEABLE 


Poole Engineering & Machine Co. 
CASTINGS, SEMI-STEEL 

Bond Foundry & Machine Co, 

Poole Engineering & Machine Co. 
CATALOGS, MILL SUPPLY 

The Bluford Sharp Company. 

Brooklyn Daily Eagie. 

The Cuneo Press, Inc. 


R. Donnelley & Sons Co. 

Heinn Company 

CEMENT, LEATHER BELT 
Alexander Brothers 
Chicago Rawhide Mfg. Co. 
Cocheco—I, B. Williams & Sons 
FKdward R. Ladew Co., Inc. 
Chas, A. Schieren Co, 
CEMENT, PIPE JOINT 

Joseph Dixon Crucible Co. 

CHAIN BELTS 
= Pain Co. 


The 


W. Caldwell 
Link. Be It Compa 
CH AIN. ‘DRIV ES, SILENT 


Link-Belt Company 


SuPPLIEs. 














( ed ARG ING SE ES, BATTERY 
\iar Mig 
CHEESE CLOTH 


‘hicago Sanitar Rag Co. 


The J. 3 Hagy Waste Works 
a AUTOMATIC 
Easter & T I Eastern, 
ene Ks, DRILI 
Eas n Tu Tool Co nt a o 
M [wis & M Co 





CLAMPS, BELT 
T. B. Wood's Sons 
CL AMP S, “Cc” 





Bros. Tool Co. 
bert iM 

. Williams & Co 

CLAMPs, ade meaes Rs’, 

Cc. Christians 


< OL E ANERS, FLUE 
Sherwood Mfg. . 
( LOCKS, WATCHMEN’S 
ration 








Detex W ri Corpo 
Cc — TS, FROST PROOF 
Jos Voz 
CLOTHS, WIPING 
Chicago Sanitary Rag Co., Ine, 
Louisville Sanitary Wipers Co., Inc, 
CL ‘ eer S, FRICTION 
Bond Foundry & } hine Co. 
Chicag fting Co 
Dodg rporation 
Edgemo uchine Ce "he 
The Hil ‘Clutch, Mat hine & Foundry Co. 
Link- Be nm 
The omen 
The Moore » Co, 
“The Reeves’—Reeves Pulley Co, 
A. L. Schultz & Son 
Valley tron Works. 


T. B. Wood's Sons Co. 
COCKS, AIR 

American Injector Co, 

McRae & Roberts Co, 

The Wm, Powell Co, 

The Roberts Brass 

The Sterling & inner Mfg. Co, 

The D. T. Williar 





cOcKS, BALL 
Detroit Lubricator Co, 
McRae & Roberts Co. 
The Sterling & Skinner Mfg. Co. 
COCKS, BATH 
Chicago Nipple Mfg. Co. 
COCKS, CORPORATION 
The Wm. Powell Co, 
COCKS, CYLINDER 
The Roberts Brass Mfg. Co. 
The Sterling & Skinner Mfg. Co. 
COCKS, GAGE 
American njector Co. 
Jenkir I 
McRae & Roberts Co, 








“Ohio’’—The Ohio Brass Co. 
The Wm. Powell Co. 

The Roberts Brass Mfg. Co. 
Sherwood Mfg. Co. 


The Sterling & Skinner Mfg. Co, 
The D. T. Willian 

COCKS, STEAM AND SERVICE 
McRae & Robert 
The Wm, Powe ° 
The Roberts Brass Mfg. Co. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 

COGS, FOR MORTISE GEARS 
Menasha Wood Split Pulley Co, 
Poole Engineering & Machine Co, 

COILS AND BENDS, PIPE 
Chicago Nipple Mfg. Co. 
COL LARS, SHAFT 

Bond Foundry & Machine Co, 
Chicago Pulley & Shafting Co, 
Dodge Manufacturing Corporation 
The Hill Ciatck; Machine & Foundry Co, 
Link-Belt Comy y 
The Medart Com] ny 
toyersford Foundry & Machine Co. 
Standard Pressed Steel C<¢ 
Valley Iron Works 
T. B. Wood’s Sons Co, 





s Valve Co, 








Co. 


Co 








COLLARS, SHAFT, MALLEABLE IRON 


Link-Belt Company 
COLUMNS, WATER 
Nason Manufacturing Co, 
COMPOUND, PIPE JOINT 
Joseph Dixon Crucible Co. 
CONVEYORS, FOR ALL PURPOSES 
H, W. Caldwell & Son Co. 
Link-Belt Company 
COPPERS, 
Chicago Solder Co. 
( _ NTERBORES 
The Clevelan vist Drill Co, 
Morse Twist Dr & Machine Co, 
COUNTERSHAFTS 
Chicago Pulley & Shafting Co. 
Edgemont Machine Co., The 
The Hill Clutch, Machine & Foundry Co, 
The Medart Company 
Royersford Foundry & Machine Co, 
T. B. Wood's Sons Co 
COUPLINGS, PIPE, FLEXIBLE 
Moran Flexible Steam Joint Co, 





SOLDERING 
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COUNTERSHAFTS, SMALL 
Birkle Machine Works, 
N, A. Strand & Co, 
COUPLINGS, SHAFT 
Chic cago Pulley & Shafting Co. 
Manufacturing Corporation 
Hil 1 Clutch, Machine & Foundry Co, 
It Company 
mpany 
ord Foundry & Machine Co, 
Bond Foundry & Machine Co. 
d Pressed Steel Co. 
T. B. Wood's Sons Co. 
COUPLINGS. SHAFT, FLEXIBLE 
Birkle Machine Works 
Bond Foundry & Machine Co. 
The Hill Clutch, Machine & Foundry Co, 








ADJUSTABLE T. B. Wood's Sons Co. 


COUPLINGS, SHAFT, 


Dodge Mf fg. ‘orp, 

Edg« Qn Machine Co., The 

The il Clutch, Max shine & Foundry Co, 
The ~sadl & White Co. 


re Medart Company 

L. Schultz & Son 
A B. Wood’s Sons Co 

COUPLINGS, SHAFT, MARINE 
3ond Foundry & Ma ichine Co, 
COVERING, PULLFY 
Chicago Pulley & Shafting Co. 
CRAYONS, LUMBER 
Joseph Dixon Crucible Co, 
CUPs, LEATHER 
( eae ago ——— Mfg. Co. 
E Ladew Co., Ine. 
The Ww ati Iiman Co, 
CUPs, OIL AND GREASE 

American Injector Co. 
Detroit Lubricator Co. 
Penberthy Injector Co. 
The Wm. Powell Co, 
Sherwood Mfg. Co, 
D. T. Williams Valve Co. 

CUPS, G RE ——" MALLEABLE IRON 


Link-Belt Company 

( r TTERS, BELT 
Clipper Belt Lacer Company 
Detroit Belt Lacer Co 





cl oe GASKET AND WASHER 





Edw lew Co,, Inc 
CUTTERS, GLASS 
American Saw & Mfg. Co 
CUTTERS, MILLING 
Cle nd Twist rill Co. 
Morse Twist Drill & Machine Co, 


CUTTERS, PIPE 
rong Bros, Tool Co, 
eenfield Tap & Die Corp. 
Toledo Pipe Threading Machine Co. 
CUTTERS, ROD 
fhe Bench Machine Tool Co 
CYLINDERS, WATER, AIR OR GAS 
National Tube Co 
Wm. B.S e & Sons Co. 


‘DIE Ss, THREADING 


Armstrong Bros, Tool Co, 





rp. 





& M ichine Co. 
. Ca 
eading Machine Co. 
DIPPERS, COPPER 
Arthur Harris & Co. 
DISCS, VALVE 





Jenkins Bros. 
Metallo Gasket Co, 
DOGS, LATHE 
Armstrong Bros. Tool Co. 
J. H. Williams & Co, 
DRILLING POSTS 
Armstrong Bros. Tool Co. 
Lovejoy Tool Works 
DRILLS, ELECTRIC 
Black & Decker Mfg. Co, 
nnat ‘lect 1 Ce 








DRIL I: S, POST 
Champion Blower & Forge Co. 
The Crescent Machine Co. 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co, 
Lovejoy Too] Works 
DRILLS, TWIST 
Cleveland Twist Drill Co 
Greenfield Tap & Die Corp, 
Morse Twist Drill & Machine Co, 
DRIVES, POWER 
The Toledo Pipe Threading Machine Co. 
DRUMS, CAST TRON 
The Hill Clutch, Foundry & Machine Co, 
The Medert Company 
T. B. Wovd’s Sons Co 
EJECTORS 
American Injector Co. 
Nason Manufacturing Co. (acid) 
Penberthy Injector Co. 
Sherwood Mfg. Co. 
ELIMINATORS, OIL 
The D. T. Williams Valve Co. 


FRICTION CUT-OFF 


ENGINE AND BOILER FITTINGS 
American Injector Co. 
McRae & Roberts Co. 
The Wm. Powell Co. 
The Roberts Brass Mfg. Co. 
Sterling & Skinner Mfg. Co. 
Sherwood Mfg. Co. 
D. T. Williams Valve Co. 
EXPANDERS, TUBE 
The Watson-Stillman Co, 
Lovejoy Too] Works 
EXPANSION 
Wm. B. Scaife & Sons Co. 
EXPELLERS, OIL AND MOISTURE 
The V. D, Anderson Co, 
EXTENSIONS, TAP 
The Allen Mfg. Co. 
EXTINGUISHER LIQUID 
Diener Mfg. Co. 
EXTINGUISHERS, FIRE 
Geo. W. Diener Mfg. Co. 
FANS, VENTILATING, ELECTRIC 
Electric Blower Co. 
Marathon Electric Mfg, Co. 
FASTENERS, BELT 
The Bristol Company 
Crescent Belt Fastener Co, 
Flexible Steel Lacing Co. 
FEED WATER SOFTENER AND PURIFIER 
Modge Manufacturing Corporation 
The Swartwout Company 
FEEDER VALVES, STEAM HEATING 
BOILER 





TANKS 


Geo. W. 


Nason Manufacturing Co. 
FILES 
American Swiss File & Tool Co. 
die — rs’, toolmakers’, 


(Precision, 
jewelers’, machin- 


The ( oni vet File Corporation of America, 
Scandinavian Western Importing Co., Ltd, 
FILLERS, BARREL 
Moran Flexible Steam Joint Co, 
FILLERS, OILER 
P, Wall Mfg. Supply Co. 
FILTERS, WATER 
Wm. B. Scaife & Sons Co, 
FIRE FIGHTING DEVICES—UNDER- 
WRITERS’ APPROVED 
Geo. W. Diener Mfg. Co. 
FIRE ieee ENTING EQUIPMENT—UNDER- 
RITERS’ APPROVED 
Geo. W, pines Mfg. Co. 
FITTINGS, HIGH PRESSURE 
Chas, F, Elmes Engineering Works 
Henry Vogt Machine Co. 
The Watson-Stillman Co. 
FITTINGS, HYDRAULIC 
Chas, F. Elmes Engineering Works 
Henry Vort Machine Co, 
The Watson-Stillman Co, 
FITTINGS, PIPE, MALLEABLE 
Illinois Matleable Iron Co. 
Walworth Mfg, Co. 
FITTINGS, PIPE, STEEL 
Chas. F, Elmes Engineering Works 
The Watson-Stillman Co, 
Henry Vogt Machine Co, 
FLENIBLE SHAFT EQUIPMENTS 
Stow Manufacturing Co., Ine. 
N. A. Strand & Co, 
FLOATS, COPPER 
The V. D. Anderson Co, 
Arthur Harris & Co, 
FLOOR STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Foundry & Machine Co. 
The Medart Company 
Royersford rounary & Machine Co, 
T. B. Wood's Sons Co. 
FLUX, SOLDERING 
Chicago Solder Cc. 
FLY WHEELS, CAST IRON 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
Link-Belt Company 
fhe Medart Company 
T. B. Wood's Sons Co. 
FORGE BLOWERS, ELECTRIC 
Electric Blower Co, 


FORGES, BLACKSMITH 
Champion Blower & Forge Co. 
FORGES, RIVET 


Champion Blower & Forge Co. 
Lovejoy Tool Works 

FRAMES, HACK SAW 
E. C. Atkins & Co., Inc, 

FRAMES, WALL 

Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
The Medart Company 
Royersford Foundry & Machine Co, 
T. B. Wood’s Sons Co. 

FURNACES, SOLDERING 
Clayton & Lambert Mfg. Co, 
Geo. W. Diener Mfg. Co. 
Scandinavian Western Importing Co. 
The Turner Brass Works 
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A Type for 


Every Service 


Bulletins on request 


THE GOULDS MANUFACTURING CO. 
SENECA FALLS, N. Y. 
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More and more are American railways and 
industries standardizing on the American 
made Libbey Gauge Glasses. And for these 
very good reasons: 

They stand sudden and radical changes of 
temperature and highest steam pressures. 


They remain clear and transparent in service. 
Uniform in size. 
As the demand grows we need more 


dealers to supply it. If you don’t sell 
them now, write for dealers prices. 


LIBBEY GLASS MANUFACTURING CO. 
TOLEDO, OHIO 














| Cylinder Cocks 





The Trio Triumphant 


Genuine 
Nason 
Steam 
Traps 





Class B, 1 to 20 Ibs. 


BY 





Class C, 20 to 70 Ibs. 


In 1841 we started 
and have been at it 
ever since. Write us. 





Side Lug, 40 to 150 Ibs. 


Nason Manufacturing Co. 
Steam Specialty Specialists 


71 Fulton St., New York 














Our Line is the Recognized Standard on 


Air Cocks Gauge Cocks 
Air Valves Water Gauges 
Priming Cocks 












Write 
for 
Catalog 





THE P 
STERLING & SKINNER MEG. CO. 


DETROIT, MICH. 
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r. W Mfg. Supply 


GAGE GLASSES 


HYDRAULIC 
ng Wo 





GAGES, ‘LIQUID AMMONIA 
h f Co, 


turing 





Nason 
GAGES, WATER 
Americen Injector Co. 








Detroit Lubricator Co 

McRae & berts Co 

Nason Manufacturing Co, 
Penberthy Injector Co 

The Penn Engineering Co 
The Wm. Powell Co 

TT R erts Brass Mfg. ° 
Sterling & Skinner Mfg. €o 
T D. F.. Wik V e ¢ 


GASKETS 








Tenk 

Hewitt or ¢ 

Metallo t Co. 

New York Belting & Packing Co 
GEARS 

Bond I ind & M I Co, 

H. W. Caldwell & Son Co 

Dodge Mat turing Corporatior 

The Hill h, Machine & Foundry Co. 


Link-Belt Cor 

The Medart C pany 

Foole Engineer & Machine Co, (all kinds) 
GEARS, RAWHIDE 

> Mfg. Co 

SPEED REDUCING 

& Foundry Co. 













Co. 


ACETYLENE 


Irnperial Brass Mf b 
Gl ASSES GAGE 


The Libbey Glass Mfg. Co 
GRAPHITE FOR ALL PURPOSES 
Joseph Dixon Crucible Co. 
GREASE, LUBRICATING 
Bond Foundry & Machine Co., ‘“‘Bondeline” 
icit ; 





Joseph D xon Co 
Royernfor: 1 Foundry & Machine Co. 
Ww ? \ Co 


GRINDERS, BELT, ROPE AND MOTOR 
I VEN 


GRINDERS, bers NC H AND FLOOR 





y & Ma hine Co, 
Co 


Marathon i Fou 

Wisconsin Elec 
GRINDERS, ELECTRIC 

Mfg. ° 

& Decker Mfg. Co 








Stow Mar , iri ( 
N. A, Strand & Co 
Wisconsin Electric Co 
GRINDERS, TOOL. ROLLER BEARING 
Chicago Pulley & Shafting Co 
GRINDERS, VALVE 
Wisconsin Electric Co 
GUARDS, ELECTRIC LAMP 
Flexible Steel Lacing Co. 
GUNS, O11. AND GREASE 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
HANDSCREWS 
Cc. Christiansen 
HANGERS, BALL BEARING 
Chicago Pulley & Shafting 
Skayef Ball Bear 
Valley Iron Works. 
HANGERS, DOOR 
F. B. Myere & Bro. Co. 
HANGERS, PIPE 
“Ball Joint '—*ne Penn Engineering Co. 
Illinois Ma e Iron Co, 
Walworth “og Co, 
HANGERS, SHAFT 
American Pulley Company 
Bond Foundry & Machine Co, 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 
The Medart Company 
Royersford Foundry & Machine Co. 
Skayef Ball Bearing Co. 
Standard Pressed Steel Co 
Valley Iron Works 


Co 














T. B. Wood’s Sons Co 
HEADERS, PIPE 
Chicago Nipple Mfg. ¢ 
HEADS, EXH AUST 
The Swartwout Comnany 
HEAT RESISTING PAINT 
The Nitrose Company 


WI! 


HEATERS, FEED WATER 
The Swartwout Company 
HEATERS, GLUE, STEAM AND GAS 
Nason Manufacturing Co. 
HOISTS, CHAIN 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
HOLDERS, TOOL 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
HOOKS, BELT 
The Bristol Company 
Flexible Steel Lacing Co. 
HOSE, COTTON 
bber Co., Inc. 
al Rubber Co, 
selting & Packing Co. 
HOSE, RUBBER 
Diamond Rubber Co., Inc. 
bber Co, 
ie } unical Rubber Co. 
New York Belting & Packing Co. 
The Republ Rubber Co, 
HYDRAULIC LEATHER 
Rawhide Mfg. Co 
Simes Engine I 









Chicago 
A ‘Schie ren Co. 
tson-Stillman Co, 

INJECTORS 

American Injector Co. 

Penberthy Injector Co, 

The Wm. Powell Co. 

Sherwood Mfg. Co. 


JACKS, LIFTING 





;, F. Elmes Eng. Works (hydraulic) 
joy Loo! Works 
JOINTERS, WOODWORKING 
JOINTS, KE XP ANSION, COPPER 
a ri « 
JOINTS, PIPE, FLEXIBLE 
KE rT TLES, STEAM JACKETED 
4 & ri 
KNIV ES MACHINE 


E. C. Atkins & Co. 
LACE LEATHER 
vyhide Mfg. Co. 
Co Inc 





h A. Co. 
I. B. Williams & Sons 
ibs ACERS, BELT 
-er Co, 
Co, 
BELT, METALLIC 
Company 
astener Co, 
Lacer Co. 
1 Lacing Co. 
The Bristol Company 
LADLES AND KETTLES, MELTING 
Mullins Body Corporation 
LAMP GUARDS 
Flexible Steel Lacing Co. 
LATHES, WOODWORKING 
G ’ Tap & Die Corporation 
\V « Co, 
LEATHER SPECIALTIES 
r Brothers 
Rawhide Mfg. Co. 
Fawar rm. Tadew Co., Inc 
w. S. Nott Company 
LEATHERS, HAND 
Chicago Rawhide Mfg. Co. 
LEGs, BENCH 
Standard Pressed Steel Co 
LEGS, LIFT TRUCK PLATFORM 
on Lift Truck Corp. 
LONGSCREWS 
‘hicago Nipple Mfg. Co. 
LUBRICANTS, BALL & ROLLER BEARING 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
Wat y Oil Works Co. 
LUBRICATORS 
American Injector Co. 
Detroit Lubricator Co, 
McRae & Koberts Co. 
The Wm. Powell Co. 
Sherwood Mfg. Co, 
The D. T. Williams Valve Co, 
MACHINE TOOLS 
The Crescent Machine Co, 
Greenfield Tap & Die Corp. 
Royersford Foundry & Machine Co. 
MACHINERY CLUTCHE*s 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., Inc. 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 
l Medart Company 
I Moore & White Co. 
A. L. Schultz & Son 
T. B. Wood's Sons Co 
MACHINES, BAND SAW, FOUNDRY 
The H, G. Thompson & Son Co, “MilClark”’ 
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MACHINERY, COAL HANDLING 
H, W. Caidwell & Son Co, 
Dodge Manufacturing Corporation 
Link-Belt Company 
MACHINERY, CONVEYING AND ELEVATING 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co, 
Link-Belt Company 
MACHINES, CUTTING OFF 
The H. G. Thompson & Son Co. “Milband”’ 
MAC HINES, GRINDING AND POLISHING 
tric Company 
son idry & Machine Ce 
Royersford Foundry & Machine Co. 
N. A. Strand & Co. 
Wisconsin Electric Co. 
M: ae HINERY, ICE AND REFRIGERATION 
H Vogt Machine Co, 
MACHINES, METAL CUTTING 
E. C. Atkins & Co., Inc. 
MACHINES, PIPE CUTTING AND 
THREADING 
Greenfield Tap & Die Corp, 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co, 
MACHINES, PUNCHING AND SHEARING 
Royersford Fovndry & Machine Co. 
MACHINERY, WOODWORKING 
E. C. Atkins & Co, 
The Cresc oe Machine Co. 
enfi¢ & Die rrporation (lathes). 
promi AND HAMMERS, RAWHIDE 
Chicago Rawhide Mfg. Co. 
MANDRELS 
Morse Twist D1 & Machine Co. 
MATS AND MATTING, KUBBEK 
Diamond Rubber Co., Inc. 
The Mechanical Rubber Co, 
New York Belting & Packing Co. 
oe — CONVEYORS 




















Link-B 101 
F. E. pe & i Co 
METAL, BEARING 

Dodge Manufacturing Corporation 
Bunting Brass & Bronze Co. 
The Medart Company 
Monarch Met Co 
Keeves Pulley Co. 
Stewart Manufacturing Corp. 

MILL LEATHERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
The Chicago I vyhide Mfg. Co. 
E ard R. Ladew Co.,, Ine 
Schieren Co. 
Tilliiams & Sons 


MOTORS 








ELECTRIC 


Azor Motor Mfg. Co. 

Bodine Electric Company 
Marathon E tri Mfg. Co 
Wisconsin Electric Coimmpany 


MOVERS, CAR 
Advance Car Mover Co, 
Appleton Car-Mover Co. 
MULE STANDS 
Bond Found & Machine Co, 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
The Medart Company 
T. B. Wood's Sons Co, 
NIPPLES, PIPE 
Chicago Nipple Mfg. Co. 
Nt bi WING 
The Eberhard Mfg. Co, 
OIL PUMPS, HAND 
Sherwood Mfg. Co. 
OIL WELL ACCESSORIES 
The Wm, Powell Co. 
OILERS, HAND 
P, Wall Mfg. Supply Co. 
OLLERS, MULTIPLE FEED 
Detroit Lubricator Co, 
Sherwood Mfg. Co, 
OILING DEVICES 
American Injector Co, 
Detroit Lubricator Co, 
McCullough Mfg. Co. 
The Wm. Powe!l Co, 
Sherwood Mfg. Co 
The D. FT, Wiiliams Valve Co. 
OLLS, LUBRICATING 
Waverly Oil Works Co. 
PACKING, AMMONIA 








Chicago Rhopac Products Co. 
Diamond Rubber Co., Inc, 
Greene, Tweed & Co, 


Hollow Center Packing Co, 

The Mechanical Rubber Co, 

New York Belting & Packing Co, 

The Republic Rubber Co. 

PACKING, FLEXIBLE METALLIC 

Chicago Rhopac Products Co, 
PACKING, HYDRAULIC 

Alexander Brothers 

Chicago Rawhide Mfg. Co. 

Chicago Rhopac Products Co, 

Diamond Rubber Co., Inc. 

Chas. F, Elmes Engineering Works 

Hewitt Rubber Co, 

Hollow Center Packing Co, 

Edward R, Ladew Co., Ine. 
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Swartwout Hydromatic Steam Traps 


This Swartwouttrap doesits work per- 
fectly, without trouble, without ex- 
pense. Illustration shows enlarged view 
of monel metalvalve and valve seat,both 
ofwhich are reversible and interchange- 
able, insuring perfect fit and long wear. 
Should be carried by every jobber. 












Flexible 


Joints 


For Steam, Air, Water. 
Gas, Oils and other 
liquids 





Straight Pattern 


MORAN Flexible Joints are 
suitable for almost every pur- 
pose requiring a flexible con- 





veyor of steam, air, gas or ROWING DEMAND is constantly making the 
liquids. Years of actual service sale of Swartwout Steam Specialties more profitable 
have demonstrated their superi- to our agents. Back of this increasing demand stands 
ority. They are made in seven consistent advertising, whole-hearted cooperation of our 
types, all of which can be sup- salesmen, prompt deliveries, and products of the very 
iaaiy Gudtetn plied with either flange or screw highest standard. 

i eg pees Me pace High Pressure Bucket, Low Pressure Float and Return, 
up to 150 pounds. Extra heavy Lifting and Vacuum Steam Traps. Cast Iron Exhaust 
joints from 250 to 1000 pounds. Head, Steam, Oil and Air Separators, Air Traps, Water 
When ordering specify what Level Control Valves, and the well known Swartwout 
type of joint wanted and if for All Service and Junior Feed Water Heaters. 


steam or liquid. They are made 
in sizes from 14-in to 36-in. 


Distributors, send for catalog. Swa fi ; wout 


Moran Flexible Steam 


ia ee Steam “pore 


A a lias THE SWARTWOUT COMPANY 
Louisville, Ky. CLEVELAND, OHIO 
I 


General Offices: 18 Cleveland,O.-Orrvi 

















Special Liquid Type 




















Industry’s Chief Asset-—36 Sizes | 
Material Handling Minimized T ROBERTS Products 


New 12 page Bulletin illustrates many radical ad- 
vantages in use and design. Are ; rustworthy 
Sold almost exclusively through Mill Supply 

Houses. Most attractive propositions for Distribu- 
tors, Dealers and Agents. Write today. etic: ita ty. eiini 


The Plimpton Lift Truck Corp. into every product of the 


Elmcourt, Stamford, Conn. ROBERTS Line 


See . 
SN You can depend on 






















































































ROBERTS coods to give 
you maximum durable serv- 
r ice. 
The ROBERTS Line is com- 
plete and you are assured of 
VE OLAV ERLE VHNIN CNA ASANASAVUVAVAANAVAVIAIVAIASh prompt service for your most 
GMAA MND M MWA WCWCWCVH ABA RW VCVCC NANA ke _ 
ae +4 pressing needs. 
ae 99 oe Standardize on ROBERTS 
Say QUALITY “L OX SERVICE BSS Products. They will repay 
haha UNIFORMITY HIGH SPEED OISTINCTION 33 you well. 
ss se 
eS = THE ROBERTS BRASS MFG. oe 
RN 
ee ee Manufacturers of bruss goods for steam, water, 
Se gas, gasoline, air, oil and automotive use. 
Swe 
HACK SAWS 310 | DETROIT, MICHIGAN 
>> 
é P . p . I”? 
“She Tooly tn the Plaid Bor +e 
KN 
AM IERICAN SAW & MFG. CO. SPRINGFIELD. MASS. ee 
ANDO SAWS — SCREW ORIVERS — GLASS CUTTERS 
~ a 
ORME. aaa 
EEE saheaee SY NAABMAVANAAYS 1333 ial 
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I, B. Williams & Sons 


PACKING, PISTON 





R ] cts ¢ 
D R ene 
r é & Co. 
Hewitt Rubber Co, 
Center I king Co. 
The > Mi hanical Ru re 
New Yor Beltir & Packing °o 
The I I Ce 





PACKING, RUBBER 
Diamond Rubber Co., It 

ver Co, 
r Pacl 








Di nd Rt r Co. In 
si 6 Jenkins Bros, 
Co. 
Packing Co 
I ber o 
& P ng Co 











The ubl ibber Co, 
PACKING, VALVE STEM 

Diamond Rubber C Inc, 

R 1 I ts ( 

Groene Rubber Co. j 

Hollow ¢ r Packing Co, 








I inical Rubber Co, 
New York Belting & Pa 
Penberthy Injector Co. 


King Co, 


The Republic Rubber Co, 
The Roberts Brass Mfg. Co. 
Sherwood Mfg. Co. 
P AEN, ACID RESISTING 
TI N 
Pr AINT, BLAC K INDUSTRIAL 
The Nitr I 
P ALNT, COLD RESISTING 
The Nitrose pany 
Pr MINT, HEAT RESISTING 
The N pany 
P PAINT, MOISTE RE RESISTING 
Th r 


PAINT, SILICA-GRAPHITE 
Dixon Crucible ¢ 
PAINTS, WE \THER 
The Nitrose Cor 


Joseph 
RESISTING 


PANS, 
Mullins Body Corp. 
PASTE, 
Chicago Solder Co. 
PEGS OR PINS, BELT 
Chicago Rawhide Mfg. Co. 
Clipper Belt Lacer Co. 
Detroit Belt Lacer Co. 


TOTE 
SOLDERING 


LACING 









Flexible Steel Lacing Co, 
PIPE THREADING TOOLS 
ae tron sros, — Co. 
eenfi p& orp. 
Toledo Pine Thre aiee Machine Co, 
PIPE, HIGH PRESSURE 
The Watson-Stillman Co, 
lsiseaiaie STEEL 
L. B. Foster ( 


National it 
PLANE RS, 
Ws ‘ 





WOODWORKING 
J. D. 








5 ASE 





Bond Foun: Co. 
Dodge Man T ration 

PLATES, F L OOR- AND CEILING 
The Penn Engineering Co, 

PLATFORMS, LIFT TRUCK 
The Plimpton Lift Truck Corporation, 
Standard Pressed Ste Co. 
PLIERS 

Bonne Fo & Tool We 

P LUGS, BRASS AND FUSIBLE 
American Injector Co, 





Sherwood Mfg . 
Tee D.. F. Williams Valve Co, 
The Wm. Powell Co. 
POLES, TUBULAR STEEL 

National Tube Company 

—* GLUE, AUTOMATIC CONTROL 
J. D Tallac ; 
POWE R 
American Pulley Cor 
Arguto Oilless Bearing Co, 
Bond Foundry & a Pot Co, 
H. W. Caldwell & Son Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co, 
The Hill Clutch, Machine 
Link-Belt Company 
The Medart Company 
The Moore & White Co. 
Royersford Foundry & Machine 


npany 


1e 
& Foundry Co, 


50. 


A. L. Schultz & Son 
Skayef Ball Bearing Co. 
Standard Pressed Steel Co, 


Valley Iron Works 
T, B. Wood's Sor 
PRESSES, BE 
- Elmes En 


is Co. 





tT, HYDRAULIC 


Chas, F ering Works 





e & Co. 
TRANSMISSION APPLIANCES 
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yO PP Los} 
PRESSES, DRILL, JEWELERS’ SENSITIVE 


Bros, 
PRESSES, DRILL 


Leiman 


AND FOOT 








Royersford Foundry & Machine Co, 
PRESSES, HYDRAULIC, FORCING 
( s *’. Elmes Engineering Works 
PRIMING CUPS 
Detroit Lubricator Co, 
McRae & Roberts Co, 
TI I rts Brass Mfs 
The Ster & Skinner Co, 
PROTECTORS EL EC TRIC LAMP 
lexi St Li ( 
PULLEY COVERING 








Chicago Rawhide Mfg. Co. 
PULLEYs, BALL BEARING 
Skayef Ball Be Co. 
*h go y fting Co. 
PULLEYS, CAST IRON 
Machine Works 
Foundry & Machine Co, 





Caldwell & Son Co 
ige Manufacturing Corporation 
Hill ( “lute h, & Foundry Co. 









Machine 














inyv 

t I & Machine Co, 
re Iron 
7, 2 Wood's Co. 

PULLEYS, CONVEYOR 

‘aldwell & Son Co 
» Hill Clutch, Machine & Foundry Co. 

ink-Belt Company 
The Medart Company 
T. B. Wood's Sons Co. 


PULLEYS, FLANGE 
ige Manufacturing Corporation 
Hill ( ‘lute *h, Machine & Foundry 
k lt Company 





Co. 










PULLEYS, FRICTION CLUTCH 
i ¥ idry & Machine Co, 

shafting Co. 

( ‘orporation 
»dgemont Machine Co. 

Hill Clutch, Machine & Foundry Co. 
elt Company 

o d aoe s Foundry 
The Med: Company 
White Co, 





& Machine Co. 





Reeves Pu ley Co 
A. L. Schultz & Son 
5 ef Ball Bearing Co. 
t. B Wor y\d’s Sons Co, 
PU LL > YS, IRON CENTER 


Corporation 


nasha : Ww ‘ood St lit Pulley Co, 





T. inaw Mig. Sons Co. 


PULLEYS, LOOSE 








Chicago Pulley Ss rafting Co. 

ds Manufacturir Corporation 
The Hill Clutch, “Mac hine & Foundry Co. 
Link-Belt Cor 





> Medart ¢ 
























sa searing Co 
. Wood’s Sons Co. 
PULLE YS, MOTOR 
Bi Machine Wor 
D > Manuf t Corporation 
The Hill Clutch, achine & Foundry Co, 
y Jones Foundry & Machine Co, 
“ ‘-Belt Company 
The Medart Company 
Reeves Pulley Co. 
The Rockwood Mfg. Co. 
Ss naw Mfg. Co. 
T. B. Wood's Sons Co, 
PULLE Ys, PAPER 
The Rockwood Mfg. Co. 
PULLEYS, ROLLER BEARING 
Skayef Ball Bearing Co. 
PULLEYS, STEEL 
Pulley Company 





Corporation 


STEEL RIM 


anufacturing 


PUL L E ¥S, 
lart ipany 
.P AND TAPER CONE 





( g Corporation 
The nL ( Shute ch, Mac hine & Foundry Co. 
The Meda Comp 
are on lash¢ a Ww ood Sy lit Pull >y Co, 
R ss Pulley Co. 





B. Ww ood’s Sons Co, 

PULLEYS, WOOD SPLIT 
ago Pulley & Shafting Co. 
Manufacturing Corporation 
> Medart Company 
a Wood Split Pulley Co, 
Pulley Co. 

Saginaw Mfg. 








Co, 

PUMP JACKS 
Goulds Mfg. Co. 
Foos & Co. 

Myers & Bro. Co. 
PUMPS, 


The 
Mas 





AIR 
Leiman Bros. 
PUMPS, BOILER FEED 


The M. L. Oberdorfer Brass Co, 


PUMPS, ELECTRIC 
Goulds Mfg. Co. 
F. E. Myers & Bro. Co. 
The M. L. Oberdorfer Brass Co, 

PUMPS, GAS AND VACUUM 
Leiman Bros, 

PUMPs, HAND 
The Goulds Mfg. Co. 
Mast, 


The 


AND POWER 


Foos & Co. 
“, E. Myers & 
The M. L. 


Bro. Co. 
Oberdorfer Brass Ca, 
PUMYs, JET 


tor Co, 





g. Co. 
PUMPS, MINE 
The Goulds Mfg. Co. 
as Foos & Co. 
Myers & 





Bro. Co. 
PUMPS, OIL 

Detroit Lubricator Co, 
Leiman Bros. 
The M. L. Oberdorfer Brass Co, 
Sherwood Mfg. Co. 

PUMPS, TANK 
Mfg. Co. 
Foos & Co. 
Myers & Bro. Co. 

PUNCHES AND DIES 
Foundry & Machine Co. 
PUNCHES, HAND 

The Bench Machine Tool Co 
PUNCHES, SCREW 
Works 
HIGH 
¥ 


The Goulds 
Mast, 
F. E. 


Royersford 


Tool 
RADIATORS, 


Lovejoy 
PRESSURE VERTICAL 
UBE 
Nason Manufacturing Co, 
RAILS, ELE 2c TRIC MOTOR 
Birkle Machine Worl 
R. AILS S, STEEL 








I B. Foster Co. 
RANGE BOILERS 
Wm. B. Sceai & Sons Co, 
RASPS 
S linavian Western Importing Co., Ltd. 
RATCHETS 
Armstrong Bros, Tool Co, 
REAMERS 
Drill Co, 
yp & Die Corn. 
Morse Twist Drill & Machine Co, 
REDUCERS, SPEED 
The Hill Clutch, Machine & Foundry Co, 


Poole Engineering & Machine Co, 


ROPE DRIVES 
H. W. Caldwell & Son Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt C ompany 
The Medart Company 
T. B. Wood's Sons Co, 
ROPE, WIRE 
Wickwire Spencer Steel Co., Inc. 


RUBBER GOODs, 
Diamond Rubber Co., Inc, 
Hewitt Rubber Co, 
Jenkins Bros, 

The Mechanical Rubber Co, 
New York Belting & Packing Co, 
The Republic Rubber Co, 

SAFETY DEVICES 
The Crescent Machine Co, 
Dodge Manufacturing Corporation 

SAND BLAST OUTFItsS 

Bros, 


ME CHANICAL 


Leiman 
SANDERS, DISC 
J. D. Wallace & Co, 
SAWS, BAND 
& Mfg. Co. 


Ame rican Saw 


k. C. Atkins & Co, 
The Crescent Machine Co. 
The H. Thompson & Son Co, (metal cutting) 
p ae wetines & Co 
SAWS, BAND, NARROW, WOOD CUTTING 
E. C. Atkins & Co. 
The H. G. Thompson & Son Co, 
SAWs, CIRCULAR 
E. C. Atkins & Co, 
SAWS, HACK (Blades) 


American Saw & — 

Atkins & Co 
The BOR G. Thomps son * Son Co, 
Victor Saw orks, Ir 


Co, 


Brn HAC RK 
Atkins & Co. 
SAWS, HAND 
Atkins & Co. 
SAWS, SWING, 
B. C. Atkins & Co. 
The Crescent Machine Co. 
SAWS, UNIVERSAL 
Wallace & Co. 
SCREENS, WIRE 
Wickwire Spencer Steel Co., Inc 
SCKEWDRIVERS, EL ECTRIC 
The Black & Decker Mfg. Co. 
N. A. Strand & Co. 
SCREWDRIVERS, 
American Saw & Mfg. Co, 
SCREW MACHINE PRODUCTS 
Ferry Cap & Set Screw Co, 
Link-Belt Company 
Standard Pressed Steel Co. 


(Machines) 
BE. C. 


E. C. 
CUT-OFF 


J. D. 


HAND 











When 


writing to 
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can _ “Hill Clutch” 
Mill Equipment 








Years of Service at Full Efficiency 
—Not the First Cost—are the 
True Test of Friction 
Clutch Economy 


The “SMITH TYPE” HILL CLUTCH is a safe HAND PUMP 


and practical investment that pays dividends. 


When the load is ap- 





BERDORFER PUMPS are positive, not 
impulsive in action, moving liquids in 


plied, this clutch can be baeagg oa aged gs wand hour with an 

‘“ even flow. eir simple, sturdy, non-corro- 

depended upon to “stand sive bronze construction assures years of 

the gaff. faultless service. Oberdorfer pumps are made 

in many types and sizes to meet every indus- 

Designed along correct trial requirement. Hand, motor, gas engine or 

mechanical lines. belt driven. Leak proof. Rust proof. Trouble 
proot. 





Frictional contact 100 Write for Bulletin “M” and name 


, per cent effective. of nearest distributor. 
ee eT Lots of reserve power. M. L. OBERDORFER BRASS CO. 
Install the “Smith Type’’ Hill Clutch for eco- Syracuse, N, Y. 


nomical operation of prime power units, | indi- 
vidual machines, sections of shafts, or group 
drives. 
THE HILL CLUTCH MACHINE & 
FOUNDRY CO. 


General Office and Works, Cleveland, Ohio - 
New York Sales Office, Liggett Bldg., 41 W. 42nd St. 





Oberdorfer 
—Pumps 


Made of Bronze Throughout 


























WATER GAUGES | | Fo cleaning and polishing 


oaail there is nothing better than 
other quality FIDELITY BRANDS 
Products 


Air Cocks | 
Steam Cocks | 
Gauge Cocks | 

Ball Cocks | 

Air Valves 

Etc. 





Fifty-three Years of sin- 
cere effort to furnish 
the highest quality of 
Macy ww material and service to 


Serr the Mill Supply Trade. 








We solicit your inquiries for Cotton Wiping 
; Waste, Journal Box Packing, Wiping Rags, 
Write for Catalog Cheese Cloth, Prepared Wool and Grease. 


The McRae & Roberts Co. The J. Milton Hagy Waste Works 
100-146 South Campbell Avenue Fidelity Mills 
DETROIT, MICHIGAN Philadelphia, U. S. A. 





























When writing to Advertisers please mention M1L_ Suppties. 











SCREW 
T: P & 

















Die C 


100 








PLATES 


v Mach 
sc REWS, CAP 


ne Co 


AND SET 


AND 


Stee i Co. 
sc REWS, SAFETY SET 
Allen Mfg. Co, 
The Bristol Company 
Standard Pressed Steel Co. 
SEPARATORS, OIL AND STEAM 
The Swartwout Company 
The D, T. Willis Valve Co. 
SHAFTING 
Bond Foundry & Machine Co. 
Bliss & Lat 
H, W. Caldwe Son Co 
Chicago Pulley 1afting Co 
Modge Manufacturing Corporation 
The — Clutch Machine & Foundry Co. 
Lin} t Company 
The iM dart Company ; 
Royersford Foundry & Machine Co. 
A, L. Schultz & Son 
T. B. Wood’s Sons Co. 
SHEARS, HAND 
B I 1 = 
SHEAVES, MANILA AND WIRE ROPE 
by — Clutch Machine & Foundry Co, 
The Me dart Company 
s. & Ww ood’s Sons Co. 
SHOVELS 
Wood Shovel & Tool Co. 
SLEEVES AND SOCKETS, DRILL 
loveiov Tool Works 
Morse Twist Dr & Machine C 
SOLDER, BAR AND WIRE 
Chicago Solder Company 
SOLDERING COPPERS, FLUX, PASTE 
SALTS 
Chicago Solder Company 
SOLDERING OUTFITS, ACETYLENE 
Imperial Brass fg. Co. 
SPEED TRANSFORMERS 
The Hill Clutch Machine & Foundry Co, 
SPROCKETS 
Link-Belt Con I 
The Medart Company 
A. L. Schultz & Son 
STANDS, EMERY WHEE! 
Bond Foundry & Machine Co, 
STEAM SPECIALTIES 
American Injector Co 
The V. D. Anderson Co. 
G. M. Davis Regulator Co 
Detroit Lubricator Co. 
Metallo Gasket Co. 
Nason Manufacturing Co 








Cc 


oO. 


INTERLOCKING 


Sterling & Skinner Mfg. Co. 
The McRae & Roberts Co. 
The Wm. Powell Co. 
The Swartwout Company 
Walworth Mfg. Co. s 
The D. T. Williams Valve Co. 
STEEL 
Bliss & Laughlin, Inc. 
STOCKS AND DIES 
Armstrong Bros. Tool Cx 
Greentield Tap & Die ¢ orp 
The Oster Mfg. Co 
Toledo Pipe Thre ad ng Machine 
STRAINERS 
American Injector Co. 
The Swartwout Company 
STRAPS, LEATHER 
Chicago Rawhide Mfg. Co. 
‘has, A. Schieren Co, 
Williams & Son 
SWAGES, UPSET 
BE. C. Atkins & Co., Inc, 
TABLES, STEAM 
Nason Manufacturing Co, 
TANKS, PRESSURE 
B.S e&S Co 
TAPER PINS 
Morse Twist Drill & Machine Co 
TAPPING ATTACHMENTS 
E n Tube & Tool Co., Inc, Ett 
TAPS 
Gre Die Corp 
Mo & Machine ( 
THUMB SCREWS 
I E rhard M + Co 
TILING, RUBBER, 
New York Belting & Packing Co. 
TOOLS, BORING 
Armstrong Bros. Tool Co. 
TOOLS, MACHINISTS’ 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 
File Corp. of Amer 
Tap & Die Corp 
n Western Imy ng 
Jilliams & Co. 
TOOLS, PLUMBERS’ AND STEAMFITTERS’ 
Armstrong Bros. Tool Co, 
Greenfield Tap & Die Corp. 


W1 


€ 


Toledo Pipe Threading Machine Co. 
Walworth Mfg. Co. 
TOOLS, SAW 


E. C, Atkins & Co., Inc, 


TOOLS, SCREW CUTTING 





Greenfield Tap & Die Corp, 
TORCHES, BLOW 
Clayton & Lambert Mfg. Co. 
Geo. W. Diener Mfg. Co, 
Scandinavian Western Importing Co. 
The Turner Brass Works 
P. VW Mfg. Supply Co, 
TORC WE Ss, ENGINEERS 
ae 1 Mfg. Sux Co. 
TRANSMISSION, VARIABLE SPEED 
The Moore & White Co. 
Reeves Pulley Co. 
T SAPS AIR AND SEDIMENT 
T) ¥.. Di As rson Co, 
The Swartwot it Company 
—_s STEAM 
The V. D. Andersor q 
G. M. Davis Regul ator Co. 
Nason Manufacturing Co. 
D. T. Williams Valve Co. 
The Swartwout Company 
TROLLEYS 
Lovejoy Too] Works 
TRUCKS, HAND 
Menas Wood Split Pulley Co 
TRUCKS, LIFT 
sy P ton Lift Truck Corporation, 
rRt ‘ KS, w — HOU SE 
Mer Wood Sr Pulle Co. 
TU BES, BOIL ER 
National Tube Company 


TUBING, RUBBER 


New York Belting & Packing Co. 












TUBING, STEEL 
National Tube Co 
rURNBUCKLES 
Dy l Mfg. Co. 
UNIONS, BRASS AND IRON 
Lllinois Malleable Iron Co. 
Walworth Mfg. Co. 
VALVE LEATHERS 
( M Co. 
I 
Nason Co, 
VALVES, AIR 
The Penn cig acdele Co 
The Rober B s Mfg. Co, 
Sterling & Skinner Mfg. Co. 
VALVES, BALANCED, FLOAT 
Mason Regulator Co. 

VALVES, BLOW OFF 
las, ° ring Works 
enkins Bros 

The Wm, 
The D. T. Co. 
Walworth Mfg. Co. 
VALVES, CHECK 
has. F, Elmes Engineering Works 
Jenkins Bros. 
The Ohio Brass Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
Walworth Mfg. Co. 
VALVEs, COLD WATER, BALATA 
alata & Textile Belting Co. 





a FLUSH 
Imper Brass g. Co. 
VALVES, anne. GLOBE 
Illinois Malleable Iron 
Jenkins Bros 
The Ohio Brass Co. 
The Wm. Powell Co. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 
VALVES, HIGH PRESSURE 
Chas, F, Elmes Engir Works 
Jenkins Bros, 
The Ohio Brass Co. 
The Wm. Powell Co. 
Henry Vogt Machine Co, 
The D. T. Williams Valve Co. 
Walworth Mfg. Co. 
The Watson-Stillman Co. 
VALVES. HYDRAULIC 


AND ANGLE 


Co. 


ering 





Chas, F, Elmes Engineering Works 
Jenkins Bros. 
The Wm. Powell Co. 


Henry Vogt Machine Co, 


Walworth Mfg. Co. 
The Watson-Stillman Co, 
The D, T. Williams Valve Co. 
VALVES, POP SAFETY AND RELIEF 


Detroit Lubricator Co. 
The Wm. Powell Co. 
Walworth Mfg. Co. 


VALVES, PRESSURE REGULATING 
G. ng Davis Regulator Co 
Ch Imes Engin ring Works 
Mas son R egulator Lo, 
Walworth Mfg. Co. 


VALVES, PUMP, 
Diamond Rubber Co., Inc. 
Jenkins Bros. 


RUBBER 


n writing to mention MILL 


ase 


August, 
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The Mechanical Rubber Co. 
New York Belting & Packing Co. 
VALVES, QUICK OPENING 
Manufacturing Co, 
VALVES, RADIATOR 
Detroit Lubricator Co. 


Nason 





Jenkins Bros. 
The Ohio Brass Co. 
The Wm. Powell Co. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 

VALVES, THROTTLE 
Detroit Lubricator Co. 
Jenkins Bros. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 

VISES, BENCH, WITH CLAMP 

I nev Forge & Too rks 

VISES, DRILL PRESS 
Yost Mfg. Co 

VISES, M. ACHINISTS’ 
Bouney Forge & Tool Works 
The Fulton Drop Forge Co,, ‘Dre °o 
The (has. Parker Co, 
Prentiss Vise Co 
Waiworth Mfg. Co 
Yost Mfg. Co. 

VISES, PATTERN MAKERS’ 
Cc, Christiansen 
Yost Mfg. Co. 
VISES, PIPE 

Armstrong Bros, Tool Co, 
Greenfield Tap & Die Corp. 
The Chas. Parker Co. 
Prentiss Vise Company, 
Toledo Pipe Threading Machine Co. 
Walworth Mfg. Co. 


Yost Mfg. 
VIS! s, WOODWORKE Rs’, 


RAPID ACTING 





WASHERS, 
Rawhide Mfg. 
R. Ladew Co., 

WASHERS, RUBBER 
Diamond Rubber Co., Ine. 

New York Belting & Packing Co. 

WASTE, COTTON AND WOOL 
‘hicago Sanitary Ra Co. 
The J. Milton Hagy Waste Works 
WATCHCLOCKS 

x Watcl ock Corporation 

WATER CLOSETS, FROST PROOF 

Jos, A. Vogel Co. 
WATER FILTERS 


Wm. B.S ife & 


LEATHER 
Co. 
Inc. 





Dete 


AND 
W: t GAGES 

Manufac ws Co, 
Mfg. 
Skinner Mfg. 

WATER LEVEL 
Manufacturing Co, 

WE ATHE - RESISTING 

The N se ( iny 

WE LDING AND CUTTING 
Imperial Brass Mfg. Co, 

WELDING ROD, FLUX AND SUPPLIES 
Imperial Brass Mfg, Co, 

WHEELS, GRINDING 
E. C. Atkins & Co., Inc, 
New York Belting & Packing Co. 
WINCHES 

Schultz & Son 
WIPING CLOTHS, 
Shicago Sanitary Rag Co. 
The J. Milton Hagy Waste Works 
Louisville Sanitary Wipers Co., Inc 


SOFTENERS 









Nason 
The 


tobert ss Co. 





The Sterling 


Co, 


CONTROL 





Nason 
PAINT 


EQUIPMENT 


A. L. 


MACHINERY 


WIRE AND WIRE CLOTH 
Wickwire Spencer Steel Co., Ine, 
WIRE ROPE 
Wickwire Spencer Steel Co,, Inc, 
WIRE SOLDER 


Chicago Solder Co. 
WOODWORKERS, VARIETY 
Crescent Machine Co, 
WRENCH 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
WRENCHES, 
Forge & Tool 
Mfg. Co. 
Williams & Co. 
WRENCHES, 
Armstrong Bros. Tool 
Bonney Forge & Tool 
J. H. Williams & Co, 
WRENCHES, PIPE 


SETS 


ADJUSTABLE 
Bonney Works 
Walworth 
J. H. 
OPEN END 
Co 

Works 


Armstrong Br 
Bonney Forge 
Greenfield Tap & Die 
Walworth Mfg. Co. 
J. H. Williams & Co. 

WRENCHES, PIPE, CHAIN 
Armstrong Bros. Tool Co. 
J. H. Williams & Co 

WRENCHES. SOCKET 

The Allen Mfg. Co. 
Armstrong Bros. Tool Co. 
The Black & Decker Mfg. Co. 


Suprp igs. 
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GROBET 


Circular Cut Files 


CG 





Grobet Circular Cut Files are made by F. L. Grobet, the 


maker of the celebrated Swiss Files. 


. a Grobet Cireular Cut Files are Z 
ae § made of a hard crucible So. 
Pee steel and have deep milled teeth. a 


Grobet File Corp. of America 
64 Reade Street, New York 


. Vp” 


\ Victor Balata 
| Belt 


Ampere 
CANVAS STITCHED 
BELTING 
Sold Extensively by 
Will Supply Houses 


zy isk for Prices . i 
Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: 345 W. Austin Ave. 














Factories: Easton, Pa. 











Air Tanks 
Gasoline Tanks 
Oil Tanks 


Range Boilers 


ANKS Plain or Galv’d 
Expansion Tanks All Sizes 


Riveted 
Welded 
Copper Brazed 


WATER FILTERS and PURIFIERS 


For every industrial and domestic use 


Catalogues on Request 


Wm B. Scaife & Sons Co. 


Pittsburgh, Pa.—1st Natl. Bank Bldg. 
New York, N. Y.—26 Cortlandt St. 
Chicago, Ill.—38 So. Dearborn St. 

































A Live Line 
For Jobbers 


Lay Brooms bring repeat 
orders — build business 
that's permanent. Re- 
sponsible jobbers and 
Mill Supply Houses can 
profit handsomely by the 
addition of the Lay line. 


The Famous “Arm & Hammer” 


Wrought Iron Anvil 


Prompt Shipments Made From Stock 


The reputation of Lay 
Brooms has been well 
In Lay Brooms the se- established since 1876. 


lected fibres are held as 


in a vise by staples, not 


It is believed that their 
record for complete sat- 
isfaction in sale and in 
use is unparalleled. Write 
for complete details of 
attractive proposition. 


THE JOSEPH LAY COMPANY 
120 College St., Ridgeville, Indiana 


nails. They are metal re- 
inforced and sewn with 
heavy flax thread. 


The Columbus Anvil & Forging Co. 


Main Office and Plant, 115-129 Frankfort Street 
Columbus, Ohio, U. S. A. 





New York Office: 


110 W. 34th St. 


General Forgings of Wrought Iron and Steel 
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The BLACK & DECKER MEG. CO., Towson, Maryland, U.S. A. 
Canadian Factory Lyman T 
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me SSS 1 
j 23 45 67 
§ 10 11 1l2 13 14 1S 
16 17 18 19 20 21 @2. 
Black ~& Decker’s = * * 25 28 27 28 28. 
\ 
August 22nd Advertisement } 
in the Saturday Evening Post Ps 
Is Shown Opposite a 4 
series. of thirteen Mill Supply Jobbers, in addition to 
a tar ele making a profit upon their electric 
Evening Post, to reach i 
the great genera tools, must be sure that the line of 
aL electric tools which they handle 
aay an ot will give satisfactory service to 
our Dealers, the en their customers. Otherwise they 


are apt to incur ill will and jeopar- 
dize other business. 


PERFORMANCE IS WHAT COUNTS 


That is why you find the leading 


Mill Supply Jobbers handling the 
Black & Decker line. 


Black & Decker tools safeguard 


the good will of the Jobbers’ cus- 
tomers. 





Watch MILL SuppPLies for 
September for our next 
advertisement in the 
{ { Saturday Evening Post 
| 
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Waverly Oil Works Company 31 
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Safeguard Your 
Employees and 
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of accidents due to workmen being 
caught in whirling shafts. 
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You owe it to yourself and to your men 
to install equipment that reduces such 
danger to a minimum. Bearings on 
counter-shafts which need periodic oiling are both risky 
and extravagant. 


Risky because every workman has his moments of care- 
lessness. 


Extravagant because Arguto Oilless Bearings eliminate 
oiling and attention to say nothing of outlasting the best 
bronze bearings by years. In Arguto you get a bearing 
that costs less than metal and will run for years 
at any speed without attention. 


A bearing that has a record of 22 years of con- 
tinuous service without oil or attention should 
be of interest to you. It will pay you to investi- 
gate. 


ARGUTO OILLESS BEARING CO. 
Wayne Junction, Phila., Pa. 
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on’t Substitute! 


Buy Ferry Process Screws 
and Satisfy Your Customers 


The following is taken from a 
letter sent us by a large jobbing 
house. It goes to show that once a 
customer has used Ferry Process 
Screws he will not be satisfied with 
a substitute: 


“We wired you today as follows: 
‘Express quick one thousand Cap 
Screws order twenty eight’ fifty 
nine.’ 


“On this order we specify 5000-% 
x2 SAE Hexagon Cap Screws, and 
our customer telephoned the writer 
today requesting we see to it that 
1000 of these are sent at once by 
express. We are up against it, and 


must have these at once. Due to 
the fact that they have become very 
much attached to the Ferry Cap 
Serews. WE CANNOT SUBSTI- 
TUTE, and are entirely dependent 
upon you.” 

Don’t substitute—give your cus- 
tomers what they know to be the 
best—Ferry Standard Cap and Set 
Screws. 

Ferry Process Serews are packed 
in convenient cartons for the hard- 
ware trade. Immediate delivery. 
Send for sample screw illustrated 
above, examine it carefully—com- 
pare it with other makes. Then 
let us quote you our prices. 


“It it’s upset—it must be heat-treated” 
THE FERRY CAP & SET SCREW CO., Cleveland, Ohio 





PROCESS SCREWS 
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